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Columbia 








The Old Reliable Columbia 
“Ignitor” Dry Cell 


Great Demand. The pioneer dry cell. Barrels of 125 or boxes 
of 50; or part of assortments of Hot Shots and Ignitors, or 
Hot Shots, Ignitors, and Bell Ringers. For bells and buzzers, 
toys, electrical testing, hand lanterns, anywhere a 114-volt 
heavy service dry cell is needed. 


The Columbia 


“Hot Shot” Battery (COLUMBIA | 
Heavy demand now for “Hot Shot,” the i Cae] ATER cae | 


YOR MOpOR TeNrros 
original unit dry battery. Barrels of 7 to 30 = | 
batteries; or in combination assortments. LAL CARBON CO lic} 
For gas engines, Ford starting ignition, BARREL 2 
motor boats, lighting, blasting, etc. 





The Columbia 
“Bell Ringer” Battery 


New 2-cell battery in moisture-proot container—proving 
exceptionally popular device for simplifying doorbell repair 
work and for call signals, heat regulators, and any use re- 
\ | quiring a long-lasting 3-volt dry Gomer. Part of the fast 
formoere mF] . selling assortment of Ignitors, Hot Shots, and Bell Ringers. 


NATIONAL CARBON CO. Inc 
CLLVULAND.OmO USA 


; 
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The Columbia Dry Battery 
Lighting Outfit Complete assemblage 


consisting of 12-foot 
lamp cord, 1 six-volt 2-candlepower Mazda lamp, 1 combi- 
nation socket and switch, and sliding hook from which to 
hang the lamp. Packed in attractive carton, ready for im- 
mediate use. Recommended for use with Columbia “Hot 
Shot” Battery 1461, 1561, 1562, 2462, or 2562. For light- 
ing tents, cottages, barns, cellars, lofts, closets, garages, etc. 


Columbia 
Dry Batteries 


— they last longer 
Why the Dealer finds the Columbia Line so Profitable 


The name Columbia on a dry battery is assurance of Smaller packages and varied assortment packages fit 
higher power and longer life. every dealer’s buying capacity. Dealer prices are low and 
Columbia advertising is aimed at dry battery users and _ yield the dealer good profit; consumer prices are low enough, 
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prospects in each locality, with an intense truthful message _ considering Columbia extra quality, to yield the consumer 
on Columbia supremacy. The dealer receives advance news __ the highest economy. 
of advertising, so he can tie up with it. NATIONAL CARBON COMPANY, Inc., Cleveland, Ohio 
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NEXT MONTH 


EFORE giving any hint of what the 
B February issue of Tue Jopper’s 

SaLesMAN will contain of interest to 
its readers, attention is called to the article 
on “Sell "Em Something More” on page 15 
of this issue. It was written by Frank 
Rae as an introductory article on a cam- 
paign inaugurated by Tue Josper’s Sares- 
MAN to encourage electrical dealers to bet- 
ter selling methods. 

In next month’s issue more detailed in- 
formation will be given in regard to the 
campaign, how the jobbers and manufac- 
turers are tieing in with this movement. 
One of the articles on the subject will give 
the results of a somewhat similar cam- 
paign in a field that parallels the distribu- 
tion of electrical supplies. The methods 
used will be outlined for the benefit of 
electrical jobbers’ salesmen, so that they 
can employ them in their work among 
their dealer customers. 

* + + 


Another article in the February issue 
that will be of special interest will be one 
dealing with jobber distribution and retail 
sales of electric fans. In spite of the ef- 
forts made in previous years, the electric 
fan remains a seasonal] device, as far as 
retail sales go. This article will outline 
methods to facilitate jobber distribution 
before the hot spell and to encourage the 
dealer to make sales prior to the heavy 
demand made for fans during the mid- 
summer season. 

. 7 * 


Another “Sales Data Sheet,” similar to 
the one given on page 42 of this issue, will 
appear in February. All the general in- 
formation that the jobber’s  sdlesman 
should know about some »articular staple 
product will be boiled down in convenient 
form for the salesman, just as the sub- 
ject of circuit-breakers is treated in this 
issue. 

7 * * 

In addition to these special features 
there will be the usual assembly of helpful, 
practical articles by the array of contrib- 
utors on THe Jopper’s SALESMAN Staff, as 
well as salesmen on the firing line. 
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No—the cap won’t break 


How many times have users of electric ap- 
pliances—washing machines, vacuum clean- | 
ers, irons, drills, been interrupted through the 
breaking of the attachment plug cap. 


You’ve had the sad experience in your own 
factory or home. 

Knowing these troubles, and at the special 
request of a manufacturer of electric washing 
machines, we have developed a steel-clad Cap 
—and cal] it the Dreadnought. 

This protected cap, finished in battleship 
gray, is just the thing for every manufacturer 
and dealer. It will be appreciated by every 
user of electrical appliances—and for replace- 
ments, dealers who have sold them say—they 
make an instant hit. 

The list price is only 18c. 


Order now through your jobber—C-H 
Dreadnought (No. 7788) Attaching Cap—it 
fits all standard receptacles. 





C-H 7788 Dreadnought 


Cap for standard equip- / ' ‘h C m 
ment on Electrical Ap- t -H Mf C 
pliances—and for replace- e u er a mer g O. 
ment of the mi'lions of 


Cae ieede GG ene Switch and Specialty Dept. 
Milwaukee and New York 





Dreadnought Caps 
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A Message to Jobber’s Salesmen 








A Generator = Ideas 


A DVERTISIN G intensifies human 
activity. It creates within us the de- 
sire for better living, better products, 
better work. It awakens ambition and 
ambition develops ideas. 

As a writer has expressed it: “The 
most impressive and 


of the foreign manufacturer by export- 
ing a product which is either so modern 
that the foreign producer cannot imitate 
or which is a better product than he can 
make. ‘The cheap article cannot com- 
pare with one of quality and utility. 
Let us bring the 





complete proof 
which can be asked 
of the tremendous \ >h 
power and immense = ——— 
value of advertising “) 
is the fact that the Al 
business standing | 
of nations corre- 
sponds closely to 
their use of com- 
mercial and indus- 
trial publicity.” 









ADVERTISING? — 


above truths home 
to ourselves — in- 
versely. If adver- 
tising is a force for 
progress isn’t it to 
our advantage to 
use it? Will it not 
bring us ideas? 
Our own ad- 
vancement is regu- 
lated only by two 
forces—our _ initia- 


BETTER 
PROOUCTS 


ECONOMICAL 
OPERATION 


INCREASED 
PROFITS 





SALES GROWTH 








Advertising is 
education. The publicity given to the 
progress in manufacturing, growing, 
selling, distribution, etc., is our best 
insurance against inertia. It is our na- 
tional stimulant toward improvement. 

This is why the United States, a na- 
tion hardly 150 years old, is one of the 
two leading manufacturing and export- 
ing nations of the world, notwithstand- 
ing that its wages of labor and stand- 
ards of living are higher than in any 
other country. . 

We offset the competition of cheaper 
labor in other countries by inventing la- 
bor-saving machines and systems. We 
neutralize the long established prestige 


tive and the rapid- 
ity and extent that our minds broaden 
with new ideas. ‘These ideas are ob- 
tained through text books, editorial 
pages of our trade papers, attendanc° 
at conventions, talks with men of our 
trade, and through reading the adver- 
tisements. 

In the advertising section of this issue 
of THe JoBBer’s SALESMAN will be 
found many ideas pertaining to mod- 
ern developments in the electrical field. 
Read them. Let your mind assimilate 
new ideas. — 

The reading of advertisements is a 
habit that will both clear and_ extend 
the routes of thought. = 
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What Is Your ‘House’ Doing? 


To increase sales, jobbing houses are tak- 
ing on new lines and exploiting new fields. 
Have you considered home lighting equip- 
ment? Don’t say it isn’t profitable and can’t 
be sold by the jobber, for jobbers are selling 
it—and at a good profit too! 

But there’s a reason—Beardslee Home 
Lighting Fixtures answer all jobbers’ objec- 
tions. They are good looking, well-made, 
all-brass fixtures of pleasing design, finished 
in a genuine antique sand-blast with polished 
high-lights. They are completely wired, as- 
sembled and equipped and what is most im- 
portant to the jobbing trade, they are packed 
in individual heavy paper cartons that can 
be reconsigned without additional packing. 
The cartons carry illustrated labels with 
catalog number of piece enclosed. They are 
as easily handled as the famous Denzar car- 
ton and much easier than hundreds of staples 
and appliances. Other jobbing houses have 
sold and are selling these carton-packed 
chandeliers in quantities. What is your 
“house” doing? Write for special catalogs 
and detail information. 


Beardslee Chandelier Mfg. Co. 


218 S. Jefferson St. Chicago, Illirois 
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Times Have Changed 


And the New Order of Things Carries With It the Necessity of Going 
Back to Fundamental Principles of Selling 


EOPLE do not readily change their opinions. 
are all inclined to travel in grooves, without much 


deviation from them. We 


our own limited 


and from 


experiences 
those of others re- 
flected to ourselves, and then if 
they agree fairly well with 
popular opinion, we assume a 
set attitude that is difficult to 
dislodge. 
ing preponderance of well-es- 
tablished fact 
change, and even then we are 
loath to do it. 

Let me illustrate. Back in 
1914, if you will remember, we 
had a touch of hard times, with 
distinctively a buyers’ market. 
The job of the salesman was 
no sinecure; demand there was, 
but he had to work to find it. 
Then European orders for mu- 


Only an overwhelm- 


can make us 


nitions and supplies came with 
a rush, and production and re- 
plenishment .of stocks became 
paramount. Before we could 
realize it—change our opinions 
—we had emerged from a buy- 
ers’ to purely a seller’s market. 


Now we have to change back again. 
it for a year—knew it was coming long before that—but 
still we didn’t like to own up to it, especially when the 
prospect wasn’t any too pleasing. 
mental picture of a $10,000-a-year sales executive, feet 


By EDWARD N. HURLEY 


Chairman, Hurley Machine Co. 
We 


draw conclusions from 





Success 

O'T exquisite taste in leis- 
ure but exquisite results 
in work make for success in the 
business world,” is the way Ed- 
ward N. Hurley puts it. And 
he ought to know, for he’s been 
through the mill. 

Mr. Hurley, who gives an in- 
spiring message in this article, 
served his apprenticeship as a 
traveling salesman, is chairman 
of the Hurley Machine Co., and 
was the first chairman of the 
Federal Trade Commission, 
chairman of the United States 
Shipping Board and president 
of the Emergency Fleet Cor- 
poration. 


” 
66 











We have known = create a demand. 


dise he will never be 


Here we draw the 





cocked up on his desk and smoking a corona-corona, watch 
ing the orders roll in, quoting top prices, 90 days’ delivery, 
and thinking not at all of service or quality of product. 


But times have changed. We 
have an epidemic of martyred 
sales managers and salesmen, 
whose chief stock in trade was 
“pep” and “punch,” and whose 
chief concern was systematiz- 
ing and organizing so thorough 
ly that business would pretty 
near run itself. 

What we need now is less ef- 
more knowl- 


fervescence and 


edge and work. Buying and 
selling cannot be conducted on 
We 
have to go back and pick up 


a basis of enthusiasm. 
the shattered fragments of real 
selling and piece them together. 
We have to get right down to 
fundamentals. 

All sales begin with the cus- 
tomer’s need—his demand. 
There is probably too much 
stress placed on creative sell- 
ing. Of course, the customer 
may not know all that he needs, 
in which case it is necessary to 


But it is not selling when some job- 
ber’s salesman stocks up a dealer with a lot of merchan 
able to dispose of. It is the 


salesman’s job to find out what his customers need, and 


then to look to his own products to see if they measure up 
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to his customers’ standards of quality as well as of price. 

It is impossible to expect to continue to get business if 
you do not know what your customers want, and, in the 
case of the dealer, what his customers want, how much 
they can afford to pay, and whether they are satisfied with 
the goods. 

The salesmen who know their customers are the most 
successful. They know the state of their minds and their 
businesses, and they cater to them. They encourage and 


help. They give of 


count in the long run. Get a list of old and satisfied cus- 
tomers, and you won't have to pay any attention to the 
incessant cry for new customers: 

Good sales methods will not continually sell a bad prod- 
uct. It is quality, convenience and durability that will 
stand the test. And you must sell with sincerity. 

As I see the drift of the times, there is only one thing 
for us to do, and that is—work. It is no time to sit back 
and rail at conditions and wish for a return of the days 

of a year or two ago. 








It is no time to shift 





their experience that 
the customer may use 
or merchandise to 
better advantage. 
They do not indulge 
in effusive insincer- 
ity, but give with a 
spirit of genuine 
helpfulness. 

The peddler who 
goes through the 
country districts 
week by week and 
year by year knows 
his customers. He 
knows that the kicks 
travel far, that a dis- 
satisfied customer 
makes more noise 
than a satisfied one. 
He knows it isn’t 
what he himself says 
about his goods that 
counts; it is what the 
people who buy from 
him say—what they 
say to each other and 
their neighbors. He 
knows how important 
it is to maintain a 
spirit of good feeling a re 
toward him among 
his customers. He > 
knows he can’t sell 
unless he does, and 
there’s no weekly pay envelope to fall back on. Even 
that won’t last, for you must be absolutely square in this 
selling game, the same as anything else. 

The human touch is necessary in every endeavor. We 
have heard much about relations between employer and 
employee, but not a great deal about them between buyer 
and seller. They are just as necessary, for no producer, 
salesman or merchant can become so powerful or astute 
that he can neglect them. Business cannot be conducted 
mechanically, aloof from the human touch. 

Many concerns have failed because they did not recog- 





nize this fundamental principle. Old manufacturing and - 


jobbing companies which have been through periods of 
prosperity and depression before did not change their 
ways of doing business. They have stayed with their old 
customers, doing all they could for them and never assum- 
ing an arbitrary attitude. 

It is the old customers with the repeat orders that 





Edward N. Hurley Thinks a Little More Hard, Earnest Work Is Neces- 
sary to Meet Present Conditions in the Business World. 


our responsibilities to 
someone else, in or- 
der that we may take 
it easy. 

The search for 
2ase is alluring, I ad- 
mit. We all hope 
that some day we can 
stop work and do a 
great number of 
things that we have 
in mind but which we 
have been too bysy to 
do. Perhaps many 
suppose that ease can 
precede this period 
of objectionable work 
or that ease and work 
can go together. But 
such supposition will 
shift from the desire 
to stop working after 
a time to not starting 
work at all. And 
that it is pure folly. 
It has been proven 
too often. 

Let us change our 
opinions to make 
= them accord with the 
times. Let us stop 
comparing our cir- 
cumstances with the 
fellow who is getting 
by while taking it apparently easy. Let us get back to 
accomplishment, and do a little more hard, earnest, 
sweating work. 

It will undoubtedly be difficult for many of us to accus- 
tom ourselves to the changed conditions. We are loath to 





leave the days when there was no selling, when people 


were simply buying. But when we meet the issue fairly 
and squarely we will come to a realization that people are 
rapidly recovering their normal buying habits and will buy 
only what they want and at the price they think is fair. 

If we will change our attitude from one of dictating 
and creating a customer’s needs to one of ascertaining and 
satisfying the customer’s natural demand, then we will have 
gone a long way toward accomplishing the primary func- 
tion of rendering service to the buyer. 

Happiness comes from accomplishment, and when we 
make up our minds to buckle down and do our full share 
I think we shall all be happier. 
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Business Outlook for 1922 


Opinions from Executives of Prominent Electrical Jobbing and Manufactur- 
ing Concerns Throughout the Country 


HAT are the most important economic factors 
that will contribute to increasing business in the 
electrical manufacturing and jobbing fields 

during 1922? A year ago this question was answered in 
a most optimistic manner by nearly everyone in the in- 
dustry. This year prophecy is done with temerity and 
hesitancy, because there are so many conflicting factors 
that affect general conditions and are reflected to the 


electrical] business in particular. 


F. M, Bernardin 

President, B-R Electric Co., Kansas City. 

The most important economic factors 
that will contribute to increasing business 
during 1922 are readjustment of wages 
and transportation costs. No comprehen- 
sive building program can proceed until 
these factors are brought into line. The 
past year has been one of liquidation, and 
while most jobbers have been cutting down 
their inventories the spirit of keen com- 
petition exists and will continue. There is 
little comfort in the future to justify the 
belief that we can expect prosperous busi- 
ness for the next year. 


J. H. Burns 
Treasurer and General Manager, McCar- 
thy Bros. & Ford, Buffalo. 

I believe that we can look for a gradual 
increase in business next year, eliminating 
January and February, which I think will 
show little activity. Decreases in labor 
costs are very essential, for without them 
no general increase in business can be ex- 
pected. 

J. L. Busey 
Manager, Butte Electric Supply Co., Butte, 
Mont. 


We are quite optimistic over the future. 
A general resumption of mining in the 
Butte district will take place about the 
middle of January. The Anaconda Copper 
Co., the largest holding company in this 
district, has recently purchased, we under- 
stand, the American Brass Co., which com- 
pany will take more than the entire output 
of copper from the Butte district, thus as- 
suring us of market for our product at all 
times. The feeling is that Butte will never 
again close. Naturally, these mines will 
not all open up at once with a boom but a 
gradual opening will start about Jan. 16 
and we believe that this will continue until 
they are all running full blast sometime 
along toward the fall of this year. Mining 
and stock raising are the basic industries 
of this section. According to Babson’s 
recent report we can look for good returns 
from the stock-growing countries for 1922. 
So summing everything up we believe that 
1922 for Montana is going to be a very 
good year. 

J. C. Davidson 
Hendrie & Bolthoff Mfg. & Supply. Co., 
Denver. 

It is my opinion that 1922, from present 
indications, will far exceed any previous 
year, especially as to building, etc. There- 


The replies indicate that the most important factors 
that will help business are readjustment of wages, reduc- 
tions in freight rates, resumption of building operations, 
extension of electrical distribution lines, more intensive 
retailing of appliances, together with business economy, 
real sales effort and work. The opinion seems to be cur- 
rent that the year will see competition of a keen order, 
and that the amount of service rendered will be a decid- 


ing factor in influencing sales. 





What the Jobbers Say 


fore, I see no reason why the electrical in- 
dustry should not be one of the most pros- 
perous. 











B. B. Downs 
President, St. Paul (Minn.) Electric Co. 


The reduction of freight and passenger 
rates will contribute most toward increas- 
ing business in the electrical industry in 
1922. We look forward to largely in- 
creased business in central-station equip- 
ment and transmission line construction, 
and the sale of wiring devices in direct 
proportion, but we do not anticipate in- 
creased sales of electrical appliances or 
heating devices in this section until labor 
is more fully employed. The price of 
products of the soil and the price of fin- 
ished manufactured products at retail 
must be equalized before there will be gen- 
eral prosperity in rural districts. 


V. G.. Eastman 
« Sales Manager, Erner & Hopkins Co., 
Columbus, Ohio. 


When it comes to a discussion of the 
most economic factors that will contrib- 
ute to increasing business during 1922 we 
would rather leave the economic part to 
Babson or some other authority. We be- 
lieve that those two great fellows, Go- 
getter and Hustle, will do more toward 
contributing to the business of 1922 than 
any other factors. They did quite a bit of 
business in 1921; in fact, they made some 
money. We believe that business is on 
the upward grade, and if they succeeded 
in 1921, they surely can succeed in 1922. 
In this garden spot of the world there will 
be plenty of business for Gogetter and 
Hustle. 

M. F. Falk 
President, Union Electric Supply Co.. 
Providence, R. I. 


I believe that the jobber who is aggres- 
sive in the sales measures that he uses 
needs have no fear for 1922 business. How- 
ever, due to keen competition, profits will 
not be up to normal, and overhead expenses 
will have to be held down. It is my opin- 
ion that the proper settlement of the pres- 
ent Washington conference, which cannot 
but help stabilize European exchange con- 
ditions, will be the most important eco- 
nomic feature for the increase of business 
in the next two vears. 


E. C. Graham 
President, National Electrical Supply Co., 
Washington, D. C. 


I believe there will be an increase in the 
volume of business for the year 1922 as 
against 1921, but, owing to the greatly un- 
balanced condition of prices to consumers, 
we will still be going through a period of 
readjustment, and, I believe, we are facing 
a year of most severe competition. 

Due to the increasing supply of money 
and easier rates, I look for some increase 
in building operations, which, of course, 
will have its beneficial effect on the elec- 
trical industry. More effort will be re- 
quired to get business, and profits will 
only be accrued by those concerns which 
are able to lessen their overhead expense 
and the cost of doing business. The read- 
justment of prices in the electrical indus- 
try has practically been accomplished, so I 
do not look for generally lower prices on 
electrical material. On the other hand, I 
am inclined to believe that the average 
scale of prices in our business will tend to 
increase during the year. 


C. B. Hall 
Secretary and Treasurer, Illinois Electric 
Co., Los Angeles, Cal. 

Conditions in the Imperial Valley and 
Arizona, which are quite a factor in the 
business volume of Los Angeles, have been 
very bad the past year. With the large 
surplus of copper pretty well worked off 
indications are that the large mines of 
Arizona will open in the early spring. This 
will be of material benefit to this part of 
the country. The cotton situation has been 
a pretty severe blow to the Imperial Val- 
ley, but is gradually righting itself, as well 
as the general agricultural conditions, and 
so it is hoped we will have some improve- 
ment there. Of course, it would be a big 
stimulant to these local situations when 
the foreign conditions are improved, and 
an adjustment in the cost of living and 
producing is brought about which is so 
vital to the farming industry. With the 
financial conditions improving as they aré 


it seems to me that we can all look for- 
ward to a nice increase in business next 
vear. 


W. R. Herstein 
Vice-President and General Manager. 
Electric Supply Co., Memphis. 
Stating it frankly, I do not look for any 
considerable increase in business during 
the coming year. We hear considerable 
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talk about business returning to normal, 
but there seems to be quite a divergence 
of opinion as to what is meant by this ex- 
pression. If we consider normal the busi- 
ness which we enjoyed prior to the war, 
I would state that our own business, and 
I believe that of everyone else, is consider- 
ably more than normal at the present time. 
It is not proper to consider 1919 and 1920 
volumes as normal business. The unfor- 
tunate part about it is that while we are 
returning to what are considered normal 
conditions, so far as volume of sales is con- 
cerned, it is quite difficult to get expenses 
back to the same condition. If the volume 
of business for 1922 shows an increase over 
1921 it will come about from the United 
States taking a more active part in the 
readjustment of European conditions, 
which, in turn, will afford an outlet for 
our surplus products and will create more 
spending power among our own citizens, 
particularly the farmers. 


B. T. Hare 
Sales Manager, Rumsey Electric Co., 
Philadelphia. 


The most important economic factor 
that would tend to increase business dur- 
ing 1922 is the reduction in transportation 
rates, which, no doubt, will be followed by 
reductions in food prices and wages. 


H. E. Hobson 
Asst. General Manager, Southwest General 
Electric Co., Dallas, Tex. 

Cotton and oil are the most important 
products in this section. A short crop of 
cotton this year means that the available 
supply is greatly diminished, and a good 
crop in 1922 will be easier to dispose of 
at a fair price. The cost of producing a 
crop, due to reduction in wages, will show 
a good profit to the farmer at a price of 
20 cents. The southwest’s production of 
crude oil is increasing, which, together with 
the higher prices, has greatly increased the 
income. There is every indication that the 
price will continue high, and, as a result, 
we expect to see a considerable expansion 
in the industry. 


J. A. Kahn 
President, Capital Electric Co., 
Salt Lake City. 

Looking back over the trail we have 
come would beget pessimism; looking for- 
ward—there is hope. To say the past year 
has been a prosperous one for electrical 
supply jobbers of the Intermountain coun- 
try would be inaccurate, to say the least. 
There have been several big adverse con- 
ditions to contend with, conditions that 
have reflected seriously in slowed-up_busi- 
ness and decreased volume of sales. As 
for comparative volume of business for 
electrical supply jobbers, the figures are 
not encouraging. The year 1921 will show 
about 60 per cent of the volume of 1920, 
making this the leanest year since 1916. 
The greatest shrinkage has been shown in 
the department of household appliances, 
with industrial, pole-line and building ma- 
terial following in order. But there is a 
way out, and through co-operation and hard 
driving the jobbers are going to find it. 


W. W. Low 
President, Electric Appliance Co., Chicago. 
I am glad of an opportunity to express 
some very decided opinions I have as to 
the outlook of the electrical business dur- 
ing the coming year. It is my firm con- 


viction that the prosperity of our business 
hinges mainly on two things: the liquida- 
tion of the labor situation and the revision 
of freight and all transportation rates. 
Until these two objects are attained I do 
not look for much relief from the present 
depressing conditions. There may be a 
few other and minor points worthy of con- 
sideration, but if the two momentous ques- 
tions I have mentioned are settled and 
settled right I look for a great improve- 
ment in all business throughout the coun- 
try. A settlement of the labor question 
would mean the resumption of building 
and a downward revision in freight rates 
would start the stocks of the country mov- 
ing, and this happy combination would, in 
my opinion, result in a boom. 


H. E. Page 

President, Electric Supply & 

Co., Hartford, Conn. 

The reduction of all costs, including 

labor, to a level that the buyer can afford 

to pay, and the desire and determination 

of everyone to give an honest day’s work 

for wage paid will be the most important 
factors in business during 1922. 


W. M. Perry 
President, Perry-Mann Electric Co., Ine., 
Columbia, S. C. 


Equipment 


I believe that the two greatest contribut- 
ing factors for increased business in this 
section for 1922 are that the federal re- 
serve banks have reduced their rates of 
interest, thereby making capital more easily 
obtained for building and business pur- 
poses. Secondly, the farmers in this coun- 
try have practically lost their cotton crop 
for the last two years, and a large major- 
ity of them are not now able to meet their 
obligations. They have learned in the last 
two years to diversify their crops, and dw 
pend more on foodstuff and cattle raising 
for their cash money crops, and these two 
factors we believe will assist materially in 
improving the business of 1922 as com- 
pared with 1921. 


W. E. Robertson 
Robertson-Cataract Electric Co., Buffalo. 


The great masses of owners and tenants 
of electrically wired premises fail to real- 
ize the value of labor-saving and conveni- 
ent electrical appliances. The need is 
there, and the ability to buy what is needed 
(as a whole) is present. Concerted effort 
on the part of the entire industry in awak- 
ening interest in this field, on the part of 
the user, promises the biggest returns in 
1922. 

E. W. Rockafellow 
General Supply Sales Manager, Western 
Electric Co., New York City. 

I do not think in volume we are going 
to have any more business than we had in 
1921, and as far as the distributing end of 
the industry is concerned, I do not think 
any money will be made. My reasons for 
this are as follows: (1) Too many people 
are receiving jobbers’ prices who are not 
performing a_jobbing or distributing func- 
tion, and until the manufacturers learn to 
be more discriminating as to whom dis- 
tributors’ prices should be given, the com- 
mercial side of the electrical business will 
not be on a sound basis. (2) Both manu- 
facturers and jobbers as a whole have not 
vet recognized that the retail dealer should 
have a proper margin for his service to 
the consumer. Until this is universally rec- 
ognized in our industry we will continue to 


“have the anomaly in our distribution of 
the retail dealer being compelled to get 
wholesale prices in order to do a retail 
business and survive. Until this issue is 
squarely met by all interested—the central 
stations, the jobbers, the dealers and then 
all the manufacturers—there will not be 
a living wage for anyone in the business 
of distributing electrical supplies. 


Warner P. Sayers 
Secretary and Sales Manager, F. D. 
Lawrence Electric Co., Cincinnati, 

The ability of the electrical interests by 
hard work to originate or start something, 
using cleverness and skill in producing 
business, will contribute to an increase in 
business during 1922. 


L. L. Shivers 
Vice-President and General Manager, 
Carter Electric Company, Atlanta, Ga. 


I have great faith in America and the 
American people, in the United States and 
its government; in my own state, and the 
South, and with our faces turned towards 
the east we are going to carry on—and we 
look forward to the future for brighter 
and better things. With a whole lot of 
hard work and application of brains we 
ought to be able to get through 1922 with- 
out any serious harm. 


Frank H, Stewart 
President, Frank H. Stewart Electric Co., 
Philadelphia, 

The re-employment of labor and capital 
is the thing that I hope for in 1922. Men 
are out of work, mills are closed and out- 
put is retarded. More work for more peo- 
ple is what the nation needs. When we 
put work and money into the barrel of 
business, we may expect to see a full flow 
from the spigot instead of a dribble. 


Paul C. Tafel 

President, Tafel Electric Co., Louisvelle. 

Almost every business house has re- 
learned the lessons in economy that were 
forgotten during the excitement and pros- 
perity of war times, and this will con- 
tribute most towards increasing our busi- 
ness this year. 

J. B. Terry 
President, J. B. Terry Co,, Cedar Rapids, 
Towa. 

The most important economic factor that 
will contribute to increasing business in 
1922 is the adjustment of the labor situa- 
tion. There are, of course, many features 
and phases of business that will have to be 
adjusted to bring about the desired results, 
but nothing of any real importance is go- 
ing to be accomplished until labor is paid 
according to value received. 


Edgar Whitmore 

Vice-President, Manhattan Electrical 

Supply Co., Inc., New York City. 

Stocks of electrical merchandise through- 
out the country have been pretty thor- 
oughly liquidated, and we look for a 
gradual improvement in conditions for the 
vear 1922. 

Roy Worth 
District Manager, Pacific States Electric 
Co., Seattle. 

The most important factor in contribut- 
ing to an increase of business in this ter- 
ritory would be the general resumption of 
activity on the part of lumber mills, and 
this is greatly dependent upon an adjust- 
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ment of freight rates, which I believe will 
be taken care of shortly. Some of the mills 
are booking some sizable orders for export, 
but at prices which make it necessary they 
lower the scale of pay considerably. 

We anticipate more business failures in 
this territory during the coming 60 days 
than there has been during a like period 
the past year, due to the fact that many 
of the smaller and newer concerns which 
are not financially well established have 
been hanging on in anticipation of an un- 
usual business activity during the holidays 
which might tide them over the crisis. 
Many of these, we feel, will realize for 
themselves or be forced to face the neces- 
sity of closing out. Taken all in all, we 
anticipate that business conditions over the 
Northwest will improve during the year, 
but do not look for any immediate marked 
improvement. By the time spring is well 
under way we hope to find conditions more 
nearly normal. 

H. R. Worthington 7 
President and General Manager, Florida 

Electric Supply Co., Jacksonville, Fla. 

I.am not looking for any increase in busi- 
ness for the year 1922, as the electrical in- 
dustry depends entirely upon the building 
program, and I do not believe there will 
be much increase in the building program 
for the coming year. I think you will find 
that all electrical supply houses enjoyed a 
larger volume of business in 1921 than 
they did prior to the war. This being the 
case, there is only one thing for us to do, 
and that is to reduce our operating ex- 
penses so that we can show a net profit on 
the business that we do. 


Walter W. Williamson 
General Manager, Alpha Electric Co., Ine.. 
New York City. 

So many predictions have gone astray 
the past year and a half that I hesitate to 
make any as to what we may expect this 
coming year. However, I am finally con- 
vinced that Mr. Booth of the Edison Elec- 
tric Appliance Co. and the Guaranty 
Trust Co. put his finger on the crux of the 
situation in his speech made before the 
recent meeting of the New York Electric 
Credit Association. He maintains that 
the entire business structure is dependent 
upon the re-establishment of a fixed or 








adjusted foreign exchange rate, which, in 


turn, will revive our export trade. From 
my observations I am very much inclined 
to agree with him as a close analysis of 
our present business proves conclusively 
that domestic demand is practically nor- 
mal, whereas export business is conspicu- 
ous by its absence. 





Opinions from Leading 
Manufacturers 











A. I. Appleton 

President, Appleton Electric Co., Chicago. 

Reduction in freight rates would help 
to stabilize and improve manufacturing 
conditions. The railroads have not come 
into the market. In fact, they have not 
done as much buying as they did during 
the panic of 1907 and until they commence 
buying we are not going to show great 
improvement. I believe, however, that 
business for 1922 will be better than 1921, 
but we will show only a slight improvement 
during the first four or five months of the 
year. Toward the latter part, say in Sep- 
tember or October, we will show a greater 
improvement, and by the beginning of 1923 
we will be well under way to real pros- 
perity. If we can get the labor situation 
cleared up in the building industry there 
will be a great improvement in that line. 


F. B. Bement 
Secretary and Treasurer, National Pole 
Co., Escanaba, Mich. 

I believe you will find there are two 
principal reasons why business should in- 
crease during 1922 over 1921. One is the 
fact that the interest rates are lower and 
the banks in better position to make loans 
to reliable companies than they were a 


vear ago. The other reason is that in 





many lines the prices have been reduced as 
much as possible, so the period of read- 
justment is over and the industry has a 
foundation to start upon for 1922, as 
against the very uncertain outlook 
high prices at the beginning of 1921. 


Wm. G. Campbell 
Manager, Conduit Sales, Central Tube Co., 
Pittsburgh. 

The electrical business during 1922 will 
be largely just what those engaged in it 
make it. We cannot expect to have sound 
business conditions in the United States 
until some federal legislation is enacted 
which will permit the manufacturer to fix 
the resale price on trade-marked, nationally 
advertised goods of non-competitive iden- 
tity. There is legislation of this kind 
pending in Congress; namely, H. R. Bill 
11, introduced by Congressman M. C. 
Kelly. It is possible that this bill can be 
improved, but at any rate it is a step in 
the right direction, and business interests 
should support legislation of this kind. It 
is decidedly constructive and will eliminate 
from merchandising those who are de- 
structive. 


and 


L. L. Brastow 
Sales Manager, Trumbull Electric Manu- 
facturing Co., Plainville, Conn. 

Perhaps the best answer would be to 
quote the saying of Mr. Babson (I think 
it is): “Nineteen-twenty-two will reward 
the workers.” 

From every indication brought forth by 
every prophet and statistician, we can be- 
lieve with perfectly good reason that 1922 
is going to show improvement. It may be 
possible that the first quarter of the year 
will not be quite as good as even the last 
quarter of 1921, but in the spring and from 
then on there is going to be a gradual im- 
provement, and a year from now things 
will be better. 


There is no doubt in the world but what 
we are going to know one of the most 
highly competitive markets we ever knew, 
and as is the case when there is keen com- 
petition the man that can sell the best 
material at the lowest price and give best 
service for the least money is the one that 
is going to win, and that means the worker. 

I believe there is going to be a great in- 

(Continued on page 62) 
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Tabloid Review of 1921 


Chronological Record of Progress and Developments in the Electrical 
Industry During the Past Twelve Months 


By FRANK H. BERNHARD 
Editor, E M F Electrical Year Book 


not prevent progress in the electrical industry. The 
field in which development predominated was that 
of communication, radio telephone and telegraph and 
“wired wireless” assuming great importance. In all fields 
there was a trend towards larger units, new records being 


a E dominant business depression of the year did 


ers, transmission voltages, etc. A more complete use of 
natural power resources was indicated by developments in 
hydroelectric plants, tidal power plants and wind power 
generators, as well as by interconnection of public utilities. 
The year has been rich in developments, which though 
not of a radical nature, are none the less important in 


established in radio stations, generators, oil circuit-break- their relation to the industry and to the country. 





JANU LANS were announced by two large power companies on the Pacific Coast 
for changing their transmission voltage to 220,000. Radio messages received 
from Europe were relayed automatically to different parts of the country 

ae ‘ and made audible by amplifiers; similarly, messages from inland cities were 


—— relayed to Europe. A 100-kw. electric bake oven with a capacity of 9 barrels of 
flour per hour, the largest ever built (9 by 62.5 ft.), was installed in San Fran- 
cisco. The largest oil circuit-breaker in kv-a. rating ever manufactured was com- 
pleted; it can handle 400 amperes at 165,000 volts. Boston jobbers appropriated 
$8000 for an exhibit in “Home Beautiful” exposition, to encourage use of im- 
proved electrical devices. A single order for 10,000,000 lbs. of copper cable, to 
cost about $1,750,000, was received by one of the large copper companies. 


























NEW record was established in construction on hydroelectric power 

plants upon completion of the 50,000-hp. Kerckhoff plant of the San Joa- 

quin Light & Power Corp.; work on the plant was rushed to relieve a 
shortage of power and it was completed in 15 months. Two 40-ton electric 
furnaces of the Heroult type were placed in operation; these were the largest 
hot-steel electric furnaces ever built and operate at about 2850-kw. with a power- 
factor of 91%. The first tidal power plant in this country was started in 
Massachusetts; the plant is for demonstration purposes only and will impound 
the river water when the tide rises and on recession the water will run through 
hydraulic air compressors which furnish air to operate the generator continuously. 
Dr. M. I. Pupin was presented with the Edison medal by the A. I. E. E. 








POPULARIZE the radio telephone, the Westinghouse company started a 
program of broadcasting concerts consisting of vaudeville sketches, vocal 
and instrumental solos and other musical selections, and on Sundays, a com- 

plete church service; amateurs and others within a radius of 1800 miles of 
East Pittsburgh can listen to these concerts each evening. Successful telephone 
communication between a fixed terminal station and a moving train was dem- 
onstrated by means of “wired wireless”; use was made of very high frequency 
currents (800,000 to 600,000 cycles per second). Electrical appliances were in- 
troduced to China by an American jobbing house, which sent a well equipped 
demonstration houseboat on a 5000-mile trip throughout the country. Plans for 
installing radio fog signals in the New York harbor were announced. 











ORTHWEST Superpower Survey Committee was organized to study plans 
for guiding the economic power development of the northwest section of 
the country; the committee plans to give complete data for furthering 

industrial expansion. A new development of the U. S. Signal Corps laboratories 

q eae made audible over long distances the action of the heart; amplifiers were used in 
ny A: renner far connection with receivers placed over the heart and doctors may examine patients 
SSS \@ many miles away and hear the heart beats amplified thousands of times. Colfax 


s 
4 
Tea ianine station of the Duquesne Lighting Co., with an ultimate rating of 800,000 kw., 





which is larger than the present largest steam power plant, was completed; its 
initial rating is 60,000 kw. Radio was adopted by a southern power company 
as a means of inter-plant communication. . 





N indirect lighting fixture said to be the largest of its kind in the world 

was installed at Milwaukee, Wis.; it is 15 ft. in diameter, contains 118 

lamps totaling 21,080 watts and weighs nearly 5500 lbs. Work was started 
on the new hydraulic canal for the Niagara Falls Power Co., which is part of a 
$15,000,000 project. Electricity was applied successfully and used commercially 
in the cultivation of mushrooms and other plants; it was used to provide heat and 
other necessary factors, and can be used to take the place of sunshine, wind, rain, 
moisture, fog, heat, cold and even lightning. Steady increase in the rating and 
recent developments in electron tubes indicate that within one year they will be 
used to rectify alternating current for series street lighting, and in five years 
they may replace synchronous converters. 
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NEW type of reflector was developed for use in lighting highways; it 

effectively minimizes the glare from the lighting unit and eliminates the 

necessity of bright headlights which confuse motorists. Constructon was 
started on a very large radio station in Chipa, 1000-kw., which will permit direct 
communication with the United States. Data compiled and published on the cost 
of building the great semi-public works of the nation—our public utilities—gave a 
total cost of $15,000,000,000, or about $186 for every man, woman and child; this 
was divided as follows: Electric power, $4,800,000,000; electric railways, $4,500,- 
000,000; gas, $3,700,000,000; telephone, $2,000,000,000. Announcement was made 
by the president of the Associated Manufacturers of Electrical Supplies that 
hopeful signs pointing to a business revival could be seen. 








RECORD was established in the projection of speech by the American 
A Telephone & Telegraph Co. at one of its experimental stations, when a 

speaker’s voice was made intelligible 3.8 miles away; with this amplifying 
and projecting apparatus all the people in the United States assembled could 
hear a speaker. Offers were received by the government from intrested manu- 
facturers and capital to complete and take over the Muscle Shoals power project. 
The largest combination warehouse, shop and office building occupied by an elec- 
trical supply jobber in the country was opened by the Western Electric Co. at . 
New York City. A more general employment of electricity in farm work was 
advocated; a farm completely equipped will practically eliminate complaints 
about the weather, as ground may be prepared more readily and protected. 











RELIMINARY data were announced on the proposed Colorado River 

electrical development which showed it to be the most gigantic electrical 

project ever contemplated; at an estimated cost of $625,000,000 to $800,000,- 
000, twice that of the Panama Canal, a development totaling 4,350,000 hp., irri- 
gating 2,250,000 acres, impounding 40,000,000 acre-ft. of water and serving parts 
of several states was proposed. Developments were announced in the methods of 
multiplexing in telephony. A municipal radio telephone system was put in opera- 
tion in Chicago, connecting all police and fire stations. The Bureau of Standards 
developed a new voltage regulator which is independent of temperature in its 
operation. In spite of industrial depression applications for patents and trade- 
marks in the first six months of the year broke all records. 


NEW form of wind-power generating plant was developed in England, 

which uses several small generators each with a propellor on the shaft 

and mounted separately. They may be run at high winds that would 
damage a large wheel. The largest generator, rated 60,000 kv-a., at 7000 volts, 
8 phase, 1000 r.p.m.; was completed by the Siemens-Schuckert Works, Germany. 
The first power plant built for operation at 220,000 volts was completed by the 
Southern California Edison Co. Incidentally a new record was established in 
building the 30,000-hp. plant within a period of 314 months. A new electron tube 
was brought forth, the magnetron, in which control of the current through the 
tube is effected by a magnetic field. New records were. set in construction activity 
for the year, with $246,186,000 contracts awarded. 








CONTRACT was received by one of the large manufacturers to supply 

equipment to electrify part of the Chilean State Railroad; this is the 

largest electrification undertaken by an American firm outside of the 
United States and is expected to cost $7,000,000. Announcement was also made 
that the most northern railroad in the world, that connecting the Bottnian Bay 
with the Atlantic Ocean, was being electrified. Construction was started on a 
1000-kv-a., 1,000,000-volt transformer to be used by an experimental laboratory at 
Trafford City, Pa. An electric furnace to be used for enameling stove parts was 
put in service and is the only one of its kind. Announcement was made that a 
line of fixture plugs and receptacles, which permit a fixture to be put in place 
by anyone, would be made under license by 11 large manufacturers. 








HE world’s greatest and most powerful radio station, situated on Long 

Island was formally opened; this station has a range almost world wide, is 

arranged for remote control and operated from offices in New York City; 
ultimately twelve antennas in the form of spokes of a wheel 8 miles in diameter 
will be constructed. Over 150,000 people heard the President’s speech and the 
Armistice Day exercises for the Unknown Hero at Arlington National Cemetery, 
by means of a loud-speaking telephone system. Electric steamship drive again 
proved successful in the trials given two new ships, a coast guard cutter and a 
Shipping Board cargo carrier. Grand opera was very successfully broadcasted by 
radio telephone from Chicago. Power was successfully transmitted by the Gen- 
eral Electric Co. over a line with a voltage of 1,100,000 volts. 


Ee) nd Soe fon hs 


> 
iD) 





HE report of the superpower survey for the region between Boston and 

Washington was made public. It suggested that existing utilities adopt a 

plan of coordinated interconnection and expansion which would in 19380 
meet the estimated requirement of 31,000,000,000 kw-hrs. at an annual cost 
$239,000,000 less than under present methods. It will enable 96,000 manufacturers 
to save annually $190,000,000, and permit the electrification of 19,000 miles of rail- 
road with an annual saving of $81,000,000. Commonwealth Edison Co., Chicago, 
opened its new Calumet generating station with two 30,000 kw. units in operation; 
ultimate capacity of the station will be 180,000 kw. A country-wide series of 
radio stations was approved by the Army Air service, to permit constant com- 
munication with aviators and to enable warnings of storms to be given. 
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Future of Electric Lighting 


Greater Activity Predicted in Home-Lighting and Street-Lighting Fields, with 





N INCREASE in lighting sales for 1922 may be 
safely prophesied. In general, lighting sales for 

1921 were 20 per cent less than sales for 1920 
and were more lethargic in the industrial field than in 
any other. In some fields, notably the sign-lighting field, 
there was no depression. 

There is every indication that the field for the lighting 
of mills and factories is slowly but steadily strengthening, 
as is also the home-lighting field. In most of the other 
fields the demand is already in a healthy condition. 

Further Specialization 

Each year the tendency becomes more apparent toward 
the specialization of sales effort and of lighting practice 
for particular lighting fields. Good store lighting differs 
from good factory lighting, and it cannot be sold by the 
same sales methods or advertising. Similarly other light- 
ing fields have their own peculiar problems of sales and 
installation. We have come to the point where we may 
expect to see the lighting manufacturer advertise lighting 
by fields, the jobber catalog lighting materials by fields, 
and contractors specialize by fields. One may concentrate 
on industrial lighting equipment and installation, another 


on stores, another’ on 


Tendency Toward Specialization in Selling 


By W. E. UNDERWOOD 


less of novelty to merchants and they realize that it is 


practical and not too costly, we may expect to see this 
class of lighting quite generally used. 

Searcely anything spectacular in the way of new 
lamps, fixtures or glassware for this lighting field may be 
looked for. The trend in store-lighting units, however, 
is decidedly towards enclosing, dust-proof types. 

Industrial Lighting 

The unprecedented demand for every kind of factory 
lighting equipment which occurred in 1920 may not by 
any means be expected in 1922, nor yet the extreme 
depression of 1921. While comparatively few new plants 
are being built and there is still much idle floor space, 
there is an insistent need for the renewal of unserviceable 
equipment and renovation of obsolete installations, which 
need has been so long unfilled that it must receive atten- 
tion this year. 

It is noticeable that all new factories of today are well 
lighted whereas new factories of three and even two years 
ago were frequently poorly lighted at the very outset. 
Perhaps within a few years we shall see good lighting in 
nearly all factories as a result of the standardization of 
factory lighting and the 
scientific and simplified 





This 


differentiation progressed 


home lighting, ete. 


rapidly in the past year 
and will doubtless be ac- 
celerated in 1922. 

The 


lighting is more or less of 


term commercial 
a misnomer to cover the 
separate fields of store, 
office and public building 
Lighting 
demand, particularly that 


illumination, creased in importance. 


among the smaller stores 
and specialty shops, has 


Relative Demand for Lamps 


N IDEA of the relative importance of the various 

lighting fields in their demand for lamps may be 

derived from the following table. 
that the lamp demand may be, to some extent, an index 
of the demand for other lighting equipment. The figures 
given include sales for the year July, 1920, to July, 1921, 
and therefore do not indicate the present true weight of 
the industrial field, which has certainly receded somewhat 
in its importance, nor of the sign field, which has in- 
The figures are estimated from 
data that is at best incomplete and should therefore be 
construed as indicative rather than exact. 


L.arGe I.AmMps BY FYIELpDs 


factory lighting practice 
which any installer can 
follow with the assurance 
of obtaining good illum- 
ination. 

Manufacturers of in- 
dustrial lighting equip- 
ment apparently have 
wisely spent their time of 
late in perfecting the 
enamels, designs and op- 
erations in making stand- 
ard types of reflectors 


It is believed 


: No.of Dollars : 
been and continues to be Lamps Value and other equipment, and 
brisk. Better illumina- Per Cent Per Cent in trimming costs wher- 
, . : . stris . 88.0 5.4 . — 
tion for store interiors industrial : . ep ever possible. Evidently 
, Homes served by central stations 22.4 17.2 : 
and windows can_ be Country homes with isolated plants 2.2 2.0 we may not expect any 
readily sold to the mer- Commercial—stores, offices, ete 20.0 19.6 further radical changes 
. : : “lectric display sign: 5.0 3. . : . : : 
chant. Color _ lighting senor wong sa nae ae in industrial lighting 
> . “ ‘ acted ) = . . 
equipment for store win- Street lighting __ 25 5.0 units until the lamp man- 
dows has been widely Flood lighting, motion picture pro- ufacturers introduce some 
sold for the first time jection, photographic lighting and — : epoch-making change in 
: miscellaneous fields 7.3 4.é ‘ol 
during the past year and Miniature Lamps sy Fretps light sources. 
should prove to be one of Automotive . 61.5 75.9 During 1921 the de- 
» y q j nw KW 
the very best leaders for oo or ye mand for carbon lamps 
j iristmas tree : 6. é 
1922. Diesesitive 1.5 23 has further decreased in 


As the use of daylight 


lamps for general illum- ture lamps, 90,000,000. 





ination in stores becomes 


Total lamp demand: large lamps, 202,000,000; minia- 


proportion to the demand 
for metal filament lamps. 
(Continued on page 92) 
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Some authorities in the 
electrical industry say 
that the majority of the 
dealers are not taking 
advantage of all their opportunities—that they are not in- 
troducing and merchandising appliances as they should. 

Perhaps not. 

We are sure of one thing, however. The field for the sale 
of electrical appliances is far from saturated. Millions of 
unwired homes testify to that fact. Other millions that are 
wired contain only lamps, with maybe a flatiron. 

There are countless homes waiting for the installation of 
labor-saving and comfort-giving electrical devices. The 
possibilities are tremendous. It only remains for the house- 
holders to be sold on them. 

It is the dealer’s job, of course. But they say that the 
average dealer is content with what business comes his way 
—that he is not progressive enough to try and educate his 
customers. 

The dealer must be educated, too. 

He must be taught four things: (1) To appreciate the 
fact that he must show and demonstrate to the public the 
electrical devices that it needs and can use to advantage; 
(2) that every person that comes into his store is a poten- 
tial customer for several appliances; (3) that a real sales 
effort must be made to find out what each customer needs 
electrically, and (4) that he must create demand and then 
satisfy it. 

If the dealer will learn to do these things then he will 
be functioning as an electrical merchant should. 

Not only the public but the whole electrical industry will 
benefit if the dealer will “Sell “Em Something More.” 





Sell Em Something More 


No one is in better po- 
sition to help the dealer 
than the jobber’s sales- 
man. No one else could 
put across this idea of “Sell Em Something More” with the 
same effectiveness. 

It is the jobber’s salesman’s opportunity. 
printed matter could accomplish the same result. It’s a 
“by word of mouth” proposition. The jobbers salesman’s 
personal contact with numerous dealers and his knowledge 
of merchandising methods gives him the chance to educate 
the dealers to be real merchants. 

Every dealer can be developed to the pomt where he 
makes two or three sales for every one he makes now. The 
buying public will respond to better selling methods. 

Read Frank Rae’s article. It is the opening gun in the 
campaign to get dealers to “Sell “Em Something More.” 

Read how a jobber’s salesman that he knows got in on 
the blind side of a customer and showed the dealer how to 
“Sell Her Something More.” 

If you have been working with vour dealers, showing 
them how to increase their volume of sales, this article will 
prove you have been doing the right thing, and will inspire 
vou to greater effort. ° 

Tie in with this campaign. It will give you something to 
talk about. Noise it around among your fellow jobber’s 
salesmen, and help make it a concerted movement for big 
ger business. 

Subsequent articles in Tur Jopper’s SAtesMAN will tell of 
the development and progress of the campaign as well as 
furnish additional incentive for jobbers’ salesmen to get 
lealers to “Sell "Em Something More.”—Tue 


No amount ot 


E\piror. 








Sell Em Something More 


Outlining the Big Opportunity Jobbers’ Salesmen Have for Showing 
Dealers How to Make Additional Sales 


By FRANK B. RAE, Jr. 


HE man who put salesmanship on the bum in Amer- 
ica was a haberdasher’s clerk. 
“Gimme one o' them there 


Enter a customer. 


Whywashee collars—size 15,” sezze. The clerk picks out 
a size 5 or 25, carefully soils it with a smutty thumb, rolls 
it tightly, as a signal corps man rolls the message he at- 
taches to the leg of a carrier pigeon, and then spills this: 
“Can’t I show you a few gross of 
* passionate pajamas, 
night shirts, day shirts, 
cottolinen handkerchiefs, 
right and left hand gloves, 
-ake-eaters’ hats, 
gunman’s caps, 
coat belts, pants belts,” 
free-love neckties, 
soluble underwear, 
slipezie garters, 
sweet 
Susie 
SOx 
1" 


It makes no difference to this parrot that the audience 
walks out on him. He exnects that. His vicious purpose is 


not to sell haberdashery, but to corrupt, debauch, weaken, 
misguide, enervate and render null, void and of no account 
the salesmanship instincts of his customers. He is the pro- 
pagandist of commercial paresis, the apostle of the Creed 
of Quit. 

“But,” say you, “this bird don’t quit—I wish he would. 
He keeps reciting his stock list till I’m out on the street. 
He annoys me to the edge of murder by his insistence. 
He 

He has almost destroyed creative salesmanship by mak- 


ing it both odious and ridiculous. 
*% * ¥ 


Note the words creative salesmanship. 

There are several degrees of salesmanship. 

Waiting on customers is a low sort of salesmanship. To 
pick out items which the customer has determined to buy, 
and to fill that order promptly, accurately and affably, en- 
genders good-will, and to that extent may be called sales- 
manship. 

Beating a competitor to an order through speed, tact, 
diplomacy, argumentation or thoroughness in presenting 
your proposition is an important kind of salesmanship. 

But the vital thing right now is creative salesmanship— 
the kind of salesmanship which discovers a customer's un- 
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realized needs and then sells items to suppiv those needs. 
It is this sort of salesmanship—so necessary to business 
and so helpful to buyers—that the haberdasher’s clerk has 
nearly destroyed. For when you are told to 


“Sell Em Something More’’ 


your mind immediately pictures that last fish-chinned 
counter-jumper who tried to push onto you a silk shirt to 
go with the bone collar button you'd just bought. And you 
quit, cold. The deadly virus of his vicious asininity has 
taken effect. You think creative salesmanship is something 
similar. It isn’t. 
* * * * 
“Sell ’Em Something More”’ 

means that you apply your special knowledge of electrical 
goods for the customer’s benefit. 

When a woman buys an electric flatiron she is buying a 
fire hazard. This hazard can be minimized by selling her a 
signal device. Explain that such an extra sale is a service 
to the custdmer, and your dealers will buy—and sell—sig- 
nal plugs. You “sell ’em something more.” 

When an industrial plant buys six open knife switches 
it buys accident hazard. Five of those switches may be so 
placed that the hazard is negligible, but the sixth should 
be a safety switch. Explain this, not to fatten your order, 
but as a service to the customer, and you “‘sell ’em some- 
thing more.” 

When a merchant asks the cost of new window lighting 
equipment, go all the way into the proposition and tell him 
about colored lighting and the use of window spot-lights. 
Merchants quickly realize the additional charm, the spec- 
tacular display effect, the greater advertising value of col- 
ored lighting, and it is a cinch to “sell him something 
more’ than he originally intended to buy. 

When— 

But I could go on all day in this strain, giving definite, 
specific examples of how you can 


“Sell ’Em Something More’’ 

The main idea is that such added sales must be in the 
nature of service. To parrot over a list of items, as the 
haberdasher does, in the hope that the customer will be re- 
minded of something he already wants, but has momenta- 
rily forgotten; to crowd in items which simply overstock 
and clutter the dealer; to sell a high-priced article when a 
lower-priced article would serve as well, simply to increase 
the size of the order—that is not the idea at all. 

What I am talking about, and the thing that is vital to 
our business right now, is creative salesmanship—the kind 
of salesmanship which discovers a customer's unrealized 
needs and then sells items to supply those needs. 


* * * * 


“Sell ’Em Something More”’ 

by showing your trade how they can make money, save 
money, spend money and have money as a result of doing 
business with you. This doesn’t mean always that you get 
an order on the spot; it means that you make yourself so 
useful to the buyer that he wants to borrow your brains 
and is willing to give you business so you visit him often. 

F’rexample, the other day a jobber’s salesman called 
upon a contractor-dealer who was pretty heavily stocked 
with electric. cleaners—and no demand. The dealer 
moaned; the salesman used his brain. Pretty soon he 











asked the dealer to pick out of the telephone book five 
names from good, average residence streets. 

“Nix on that,” declared the dealer. “I’ve tried getting 
prospects by telephone, and it doesn’t work.” 

But the salesman went to the ‘phone and called a num- 
ber, and here’s the conversation: 

“Mrs. Jones? I called you up, Mrs. Jones, to find out 
whether your electric cleaner is working all right—or does 
it need a little overhauling? What—you haven't got an 
electric cleaner? Well, we certainly will have to do some- 
thing about that! Cleaners are our business, you know.”’ 

And then he went on, smoothly and deferentially, to 
make an appointment for the dealer’s salesman. It needed 
tact and patience, but in the end he had opened the pros- 
pect’s door. | 

“Well, whadaya know about that!” exclaimed the deal- 
er. ‘“We've wasted a good many dollars calling women up 
on the ‘phone and getting turned down, and here you hook 
a prospect the first call.” 

The salesman grinned. 

“TI just approached her on her blind side. She didn’t 
dodge because she didn’t see what was coming. Send 
Charley out there after lunch, and he’ll get that order as 
sure as sure. 

“And now, how about that order for pipe we were talk- 
ing about?” 

You see, the salesman made himself useful. Instead of 
taking a turn-down on the conduit order in the first place, 
he found out why the order wasn’t placed. He learned 
that the dealer was overstocked with cleaners and worried 
about them. He showed the dealer how to solve this prob- 
lem that was worrying him. And when the dealer’s anxi- 
ety about cleaners had evaporated he 


“Sold Him Something More’’ 


Another case recently was a dealer who was worried 
sick over a lot of overdue installment accounts on appli- 
ances. He hadn't collected the money, and he couldn’t 
afford to buy anything, though he needed goods. 

“Mr. Man,” said this salesman, ‘I have observed that 
there are generally two people who are delinquent when 
an account is overdue—the buyer and the seller. Most 
people are honest and want to pay their bills. Customers 
become delinquent in their accounts very often because 
merchants are delinquent in their collection effort. That's 
blunt talk, but you think it over. Suppose you go after 
these people in that spirit and see what happens.”’ 

The merchant saw the point and took the hint. In a 
week he had personally talked with most of the slow-pay 
people on his books, had gotten in a little money, and had 
established a basis for cleaning up what had been a deplor- 
able credit mess. 

“You did me a good turn when you talked to me about 
my collection methods,” he admitted to that salesman a 
few weeks later. “Business outlook is a lot brighter.” 

Creative salesmanship! 

All it amounts to is using the old bean. It takes brains 
to discover the hidden and unrealized needs of your trade. 
It takes brains to remove or overcome the obstacles which 
prevent buyers from buying. Brains plus hard work 
equals creative salesmanship, and creative salesmanship 
can be summed up in four words: 

“Sell "Em Something More” 

Let that be your slogan for 1922. 
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Three Moves-Six Doors—One Sale 


An Interview with R. J. Davis, Sales Manager of the 
Lewis Electrical Supply Co., Boston 


Reported by THOMAS F. CHANTLER 


AKING memos of my talk with Mr. Davis re- 
minded me of the old anecdote about the man 
who, after he had given his note in adjustment 


of a long overdue account, drew a great sigh of relief and 


said: ‘““Thank the Lord! 


ence. Co-operation is indeed becoming a living, breathing 
thing in circles electrical. 

‘“‘We have fourteen men on our sales staff,” Davis said, 
“capable men all, who work on the principle I have ex- 


plained. We are trying as 





that bil] is paid.” Per- (@geeren, 
haps there are some job- 
bers’ salesmen—possibly 
men higher up, too—who 
are given to saying of an 
order taken from the 
dealer: ‘“Thank the Lord! 
that sale is made.” 
However, this man Da- 
vis is one of many that I 
know who does not look 
upon such a transaction 
as constituting a sale. 
True, you can juggle the 
well-known Mr. Noah 
Webster’s ideas upon that 
subject so as to furnish 
authority for saying that 





the act of passing mer- 
chandise along to the 
dealer comprises a “‘sale.”’ 
But that just goes to 
show what Noah didn't 
know about the electrical 
industry. Also, it shows 
where he missed out 
through not having had 
an opportunity to talk 
with Davis and_ other 
progressive spirits before 








intelligently as we know 
how to build upon that 
foundation. I may say,too, 
that the results so far at- 
tained supply ample war- 
rant for our continuing 
the efforts.” 

That much I got while 
getting acquainted. It had 
all the earmarks of some- 
thing our readers are in 
terested in most vitally; 
so I wanted more. And I 
asked Mr. Davis to cite 
an actual experience or 
two that would illustrate 
how that principle works 
out in practice. 

“That,” he replied, “‘is, 
in effect, asking me to 
give away good sales am- 
munition. However, just 
by way of showing that 
‘Bill’ Goodwin's doctrine 
about ‘co-operation’ is 
known and accepted by 
this organization,.I’m go- 
ing to try to do what you 
have asked. The reference 
will be to our experience 


taking his pen in hand R. & Davis Says Goods Are Not Sold Until the User is Satisfied in marketing fans, but the 


and writing his definition. 

Anyway, this is the guiding principle adhered to by the 
salesmen of the Lewis Electrical Supply Co.: Sound mer- 
chandising practice demands that goods be considered as 
sold only when they have been received and paid for by 
the user. 

It’s one thing to accept that principle in the abstraet— 
as good for the other fellow in his business. It’s something 
quite different to live up to such a policy in one’s own busi- 
ness. But Davis and the snappy organization he leads are 
striving persistently to do just that. 

Moreover, Davis contends that the principle commends 
itself in practice to every jobber and jobber’s salesman 
who has at heart the best interest of the electrical business 
in general. THe Jopper’s SALESMAN acknowledges its 
gratitude to the Lewis organization for this opportunity to 
prove the point by quoting arguments out of actual experi- 


principle applies equally 
well to handling many other items, too. Under the cir- 
cumstances, it will be excusable to talk about ourselves, 
surely. 

“Several years ago we awoke to the fact that we were 
on the wrong basis as to our method of handling fans. Up 
to then we had striven to have the dealer order his season's 
supply of fans all at once, leaving him then to work out his 
own salvation as to selling those fans. The dealer, how- 
ever, tended to wait until hot weather was actually upon 
him before buying; then everything was so rushed and 
scrambled that many opportunities were not taken advan- 
tage of properly.” 

Knowing something of just such instances myself, it 
was not in the least difficult to agree with that statement 
and to apply it to a good many other items of merchandise 

(Continued on page 88) 
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HV hatever You Do 
Be a What's W hatter 


Who’s Who an 


HEN you get right down to funda- 
mentals the great question is not so 
much Who’s Who, as it is What’s 
What. Who's Who sounds too much like the 
hooting noise of the owl. 
and there’s just about as 
much sense to it. 

Who's Who means a 
man’s reputation, the 
brand he carries on his 
forehead. What's What 
means his ability to ac- 
complish works of benefit 
to his fellow men. 

All sorts of things can 
vet vou into the Who's 
Who column; somebody 
may have left you a mil- 
lion dollars; you may have 
been sentenced to the leg- 
islature for a yeat; you 
may have divorced three 
Wives: you may have dis- 
plaved a handsome pair 
of nether limbs in vaude- 
ville: you may have sung 
a popular song or two; 
vou may have got lost in 
Alaska or the wilds of South Africa; 


you may 
have whipped Jack Johnson, or done some- 
thing to give vou notoriety in the newspapers. 


But there is only one thing that will put your 
name in the What’s What list—making good. 
There can never be any other way of getting 
enrolled. 

Who's Who is a matter of being talked 
about. Whats What is a matter of doing 
something. 

Who’s Who depends on what somebody else 
does to you: a college gives you a degree, a lot 
of people vote for you, the Governor appoints 
vou to something, the newspapers focus the 
spotlight on you: and all that. But What’s 
What depends on what you do yourself, on your 
ability to accomplish something worth while, on 
vour efforts to help others in good, legitimate 
enterprises, on your success to live a clean life. 


(Copyright, 1921, by 











d What’s What 


By DR. FRANK CRANE 








We are trained in Who’s Whoing. History 
is an account of innumerable Who's Whoers, 
minnies who sat on thrones and fanatics who 
assassinated them, misguided monarchs whose 
only real ambition was 
self-aggrandizement and 
who slaughtered — thou- 
sands as a sacrifice to their 
ignoble purposes. ‘The 
Kfticient are rarely head- 
lined. 

The What's Whatters 
raise the food, make the 
clothes, sell the goods, 
run the railroads, drive 
the rivets, fell the trees, 
dig the coal, pound the 
iron, tame the horses, con- 
struct the automobiles. 
sweep the floors, cook the 
food, tend the babies, and 
watch and wait and work 
for mankind. 

The Who's Whoers 
button up their Prince 
Alberts, and thrust their 
left hands into their coats, 
and gesture and point 
with pride. at what we have done, or view with 
tlarm the things we have left undone. They 
would have vou think that they run the universe, 
and if it wasn’t for their guiding hands the 
world would go to pot. 

The Whats Whatters stand flat on their 
own feet: so they do not seem as tall as the 
Who's Whoers, who ride upon other folks’ 
shoulders. 

Who’s Who take refuge in the bomb proofs. 

What's What goes into the trenches, covered 
with lice and mud, getting shot now and then, 
and wounded, and killed. 

Who's Who is talking, strutting, posing. 

What's What is doing the world’s work. 
fighting the world’s battles, solving the world’s 
erim problems. 

Who’s Who is Mary’s son. 

What's What is the son of Martha. 


Frank Crane.) 


Dr. 
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Pictorial Review of Electrical Developments 
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Galvanometers, resistance boxes, Wheatstone bridges and static 
machines are by no means unknown in China, for this laboratory 
class in the University of Peking shows a pretty good working 


knowledge of different electrical instruments. 


At the left is a new electrically driven tablet machine that turns 
out pills at the rate of 300 a minute. All vou have to do is mix up 
the compound, snap the switch, and it just naturally grinds out 


tive little liver pills every second. 


Below is the world’s 
most powerful search- 
light, installed in the 
lighthouse on Staten 
Island. It has a ea- 
pacity of over five bil- 


lion candlepower. 


Above is the beam thrown by the 
world’s most powerful — search- 
light. On a clear night it can be 
seen 50 miles.—Photos by K. & H. 
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Above is a scene in the New York offices of the West- 
ern Union Telegraph Co. at the inauguration of direct 
wire communication between Seattle and New York. 


At the left is shown a new use for the telephone mag- 
neto—a Washington boy shocking angleworms out of 
the ground so—well—so he can use them for bait. 


Below we see Maj. Gen. Squier and Owen Young of 


the Radio Corp. of America inspecting the world’s 


largest radio station at Port Jefferson, L. I. 


At the left is the newest thing in electric trucks—the 
invalid’s Rolls-Royce. It ought to fill the bill at the 
board walks, sanitariums and hospitals pretty well.— 
Photos by Intl. 
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Listening in on the radio is becoming 
one of the most popular electrical in- 
novations ever given to the public. Be- 
low is shown Signor Fausto Cavallini 
of the Scotti Opera Co. singing into 
the magic cylinder at the Westing- 
house broadcasting station at Newark, 
N. J., and at the right is the house- 
holder and his wife enjoying the even- 


ing’s program.—Photos by K. & H. 


Chicago is proud of its little wool 
worth—the Wrigley building—and 
they ve lit it up so that when you stand 
on the new Boul Mich bridge you 
can't help but confuse it with the 
moon.—Photo by Intl. 
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It won't be long before we can hear the movie actors 
speak their parts and listen to their voices in song. A 
machine has been perfected which synchronizes the 
actors’ voices with the cinema reproduction of their 
actions.—Photo by Intl. 
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Charles C. Hillis 


Vice-President and General Manager, Electric Appliance Co., San Francisco 
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MEN YOU SHOULD KNOW 


C. C. Hillis, 


Vice-President and General Manager, 
Electric Appliance Co., San Francisco 





E’VE all read of the countless ambitious country 

boys who have gone to the city and worked for 

little or nothing at all, just to get experience— 
how some of them made their mark and became pillars of 
industry. 

Out at the Golden Gate is a man managing a large 
electrical supply house who did just this very thing. His 
name is C. C. Hillis and he’s 
vice-president and general man- 


ever since then (with the exception of a short disastrous 
venture into the lumber field) the Electric Appliance Co. 
has claimed him as its own. 

On the princely salary of $8 a week he managed to 
accumulate a sufficient number of dollars to make a trip 
to the Pacific coast. After looking over the lay of the 
land he returned to Chicago in 1893 just as the World’s 
The bank 


to which he had entrusted his 


Fair was starting. 





ager of the Electric Appliance 
Co. of San Francisco. Hillis 
has been a man who has always 
worked. It has been 
nature to him. 


second 
He is a man poor 
who has risen to prominence jn Hillis, 
his chosen profession, chiefly 
through diligent, untiring effort 
—effort that has turned every 
hair on his head a silver gray. 
The clock is a missing link in 
his views of a path to commer- 
cial suecess. He never watched 
its hands and anyone who does, 
he believes, is started or run- 
ning on the wrong track. 
About 50 years ago the ham- 
let of New Lexington in Perry 
county, Ohio, was placed on the 
map by the birth of Charles C. 
Hillis. 


down in history for two rea- 


This county now goes 





Human Nature 


‘67 N MY opinion,” says C. C. 
“about 90 per cent 
of salesmen are deficient in their 
conception of human nature. Ap- 
proach is everything in selling. 
“Human nature is as diversi- 
fied as the colors in a rainbow. 
Every prospect is different tem- 
peramentally, and accordingly 
must be treated differently. So 
few salesmen seem to realize this. 
“In the final analysis, I be- 
lieve the salesman who will study 
human nature in all its phases 
is the one who will ultimately 
achieve success.” , 


savings having failed, he was 
forced to look for something to 
The 


net result was the return to 





do—and do it in a hurry. 
his ‘‘alma mater’ —the Electric 
Appliance Co.—where his first 
job was to take care of the 
company’s booth at the fair. 
The booth, which was on the 
second floor of the Electricity 
Building, was canopied with 
lamp cord in various colors, 
lending a Turkish effect to the 
The display at that 
time would scarcely interest the 


whole. 
public of today. Fans seemed 
to form the chief attraction at 
that time and the display was 
arranged to give the effect of a 
Motors, 


cyclone. generators 


and other prosaic supplies 


formed the attraction, but at 








sons, says Mr. Hillis, the first 
being that he was born there, 
and the second that General Phil Sheridan of civil war 
fame also claimed it as his birthplace. 

After finishing the elementary grades in New Lexing- 
ton, Charlie Hillis entered business college in Columbus, 
where he studied shorthand, bookkeeping and general 
office practice. But theory without practice counts for 
naught in this material world of ours, so he obtained a 
job in a lawyer’s office without pay, that he might learn 
how to apply his accumulation of learning to everyday 
business transactions. 

After serving a short apprenticeship, he went where 
they had pay envelopes and entered the general freight 
department of the Columbus, Hocking Valley & Toledo 
Railway as a stenographer. For two years he played 
tunes on a typewriter and then changed over to the Kan- 
awha Dispatch at Cincinnati. Three or four months in 
the wilds of a strange city made Hillis’ young heart home- 
sick, so he joined his brother in Chicago, where his elec- 
trical career of thirty years began. Finding no one 
seeking his services he bought a newspaper and learned 
that the Electric Appliance Co.. then at 342 West Madi- 


son street, needed a stenographer. He got the job and 


that time were novelties enough 
to be drawing cards. 

One of the most peculiar things about the fair was the 
At that time the General Electric Co. 
How- 


lighting situation. 
was the only manufacturer of Edison base lamps. 
ever, another manufacturer, one of the world’s most prom- 
inent today, obtained the contract to light the grounds 
with its “stopper lamp,” which had not been proved an 
entire success. They would burn out after they had been 
in the sockets but a few hours. A crew of men were em- 
ployed to install new lamps as fast as the old ones burned 
out and all in all the lighting of the World’s Fair in 1893 
was costly business. 

Mr. Hillis tells an amusing story of his difficulty with 
the stopper lamp. His fans were equipped with the Edi- 
son base attachment plug, but the receptacles were made 


to accommodate the stopper lamp. It was, therefore, nec- 


essary to devise some new form of attachment plug. So 
when no one was looking he would “swipe” lamps out of 
their sockets, break off the glass and filament and attach 
the cord on his fans to the terminals in the base of the 
Thus, he 


says, he designed an attachment plug which worked fine, 


lamp to which the filament had been attached. 


(Continued on page 76) 
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dventures of Hardluck Sam 


Our Hero Crosses the Wires and Burns Out a Good Connection 








Mr. Samuel Jinks, 
Fauntleroy Hotel, 
Lackland, III. 


Dear Sam: 


Jan. 8, 1922. 


This is to wish you a Happy New Year and a lot of 
other things. We just received the order of goods we 
bought of you Xmas week, and all I want to know is, if 
you were blind drunk when you wrote up the order. 

The only thing right on this order is the address, and 
that’s from a stencil we sent you. As I gave you the order, 
of course I’m the goat, with a truck load of wrong stuff, 
and three of our best customers daring me out in the 
street. Between stuff that wouldn’t fit, items short, and a 
lot of junk that nobody here can name it, you busted up 
one church festival, ruined one American Legion celebra- 
tion, and left an old bird that just struck oil to go without 
his fixtures over the holidays. 

Kindly let me know if I should ship this junk back, burn 
it up, or give it to the kids to play duck-on-the-rock. And 
when you get away from that insane asylum and hook up 
with a supply house, drop around. 

Yours very truly, 
* * 


J. B. Crane. 


Jan. 6, 1922. 
Mr. E. A. Norris, Sales Manager, 
Consolidated Electric Co., 
St. Louis, Mo. 
Dear Ed:— 

Enclosed find a letter I found waiting for me here from 
J. B. Crane, who was (get that? was) one of our best 
bets. All I got to say is, what’s the good of me slaving 
away early and late, catching milk trains, riding cabooses, 
and talking myself blue in the face to get business, only to 
have those drunks on the 2nd floor play jackstraws with 
the order and send the man a bundle of pipe instead of a 
five-light shower? 

As if it ain’t bad enough to have the customers crying 
on my chest about poor business and slow collections, then 
I blast ’em loose from a perfectly good order, their credit’s 
good as any bootlegger’s, without you birds egging it up 
like Hamburger, and the man’s off of us for life. 

If you can’t do better than this, there’s a few other 
houses who can get an order straight even if they have got 
an Xmas hangover, and I guess I can find another job 
without using no spy-glass, and I mean every word of it. 

Yours, 
Sam. 


Jan. 8, 1922. 
Mr. Samuel Jinks, 
Pittenger Hotel, 
Centralia, III. 
My dear Sam:— 
I am in receipt of your favor of the 6th inst., enclosing 
B. Crane, of Wistaria, which I have 
It is neither my 


complaint from J. 
turned over to the service department. 


duty nor desire to discuss with you the details of this un- 
fortunate error. I do, however, most emphatically object 
to the personalities indulged in by you, and to your vitri- 
olic exhalation of meaningless sarcasm. Such a hydro- 
phobic outburst against our personnel is, to me, highly 
indicative of a state of acute hysteria. 

As to your reference to severing your connection with 
us, allow me to state that this house has not yet reached 
that condition of innocuous desuetude where the threat of 
a salesman to quit can disrupt our organization. In view 
of your past good record, however, diplomatic relations 
can be resumed whenever you return to earth and sanity. 

Yours very truly, 
E. A. Norris, 
Sales Manager. 


Jan. 9, 1922. 
Mr. W. A. Henderson, Sales Manager, 
Excelsior Appliance Co., 
Chicago, Il. 
Dear Bill :— 

Well, Bill, I think I will fire my boss and accept the 
offer you made me some time ago. I can’t stand this bird 
Norris any longer. I made a kick about service the other 
day, where they lost me the best account I had, and all I 
got was a letter that read like an essay on shell-shock. 

Let me know how things stand now, Bill, and if you 
can’t do anything else, you will help me squeeze this poor 
lemon for the raise he held out on me the Ist of the year. 

Yours as ever, 
Sam. 


Jan. 9, 1922. 
Mr. E. A. Norris, Sales Manager, 
Consolidated Electric Co., 
St. Louis, Mo. 
Dear Ed :— 

Received your letter, Ed, and I accept your apology. 
Also, maybe I was a little on the raw beef, so forget J. B. 
Crane. But, Ed, there’s something else; I got to have more 
money. I got a good offer from another firm, but their 
sales manager ain’t there, nobody home. Let me know if 
you can come across, Ed, and if you can’t, fake me a letter 
anyhow, so I can squeeze this poor egg for still more jack. 
You know the game, Ed, don’t be a dog-in-the-manger. 

Yours sincerely, 
Sam. 
* * * 
Jan. 12, 1922. 
Dear Phil:— 

Excuse haste. If you know of anything in my line, boy, 
make it snappy! Three days ago I had two jobs, but I 
wrote two letters, one to Norris, and one to Bill Hender- 
son, and, darn it, Phil, 7 switched the envelopes! 

Yours for the Street Dept. 
Sam. 
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EP IATY — ) 
A Copy of this Catalogue, 7-A | 


should be on every dealer’s desk. 


It illustrates, and describes in detail, with 
prices, the full line of Westinghouse-Cutter i” 
Industrial Lighting Equipment. 


Westinghouse Electric & Manufacturing Company 
George Cutter Works, South Bend, Indiana 


Westinghouse | 
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IS > 7) ~~” the Waffle Iron Is Coming to the Front 
—— | —SCStséiS« ine of the E.asiest-to-Sell Appliances 


Everyone likes waffles. 











This is a definite reason for the quick- 
selling qualities of Westinghouse Waffle 
Irons. 












A most profitable move for you will be 
to stage a daily waffle making exhibition 
in your store. Serve your customers hot 
waffles made the Westinghouse way. A 
demonstration almost invariably results 
in a sale. 
















And such a demonstration, by bringing 
more people into your store, will also 
serve as a sales stimulant to other 
Westinghouse Appliances. 


Get full particulars about this Waffle Iron 
from your Agent-Jobber. 


Westinghouse Electric & Manufacturing Company 
Mansfield Works, Mansfield, Ohio 
Offices in All Principal American Cities 


Westinghouse 
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This Year Westinghouse Fans 
Will Be Easier Than Ever to Sell 


The old weathervane of business points to a mighty successful 1922 fan 
business. 


—And the reason’s not mysterious, either. 


In the first place, the 1922 Westinghouse fan is a better fan. Various im- 
provements in design and finish lend additional quality to an already fine 


product. 
Then too, the 1922 Fan Marketing Plan is built to meet the new requirements of 1922 
selling. It is designed to give the Westinghouse fan dealer maximum selling 


assistance, 
And here is another factor— 


Recent investigation of the fan sales of the past years reveals the fact that the 
potential market for fan sales has only been scratched. 


Fan business should be bigger and more profitable than ever this year. 
Let's go— 


Westinghouse Electric & Manufacturing Company 
a Zz ’ Newark Works, Newark, N. J. 


Westinghouse 


Offices in All Principal American Cities 
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OW I LANDED 








Faith in Yourself 


NE of the reasons why I’m land- 

ing quite a few orders these 

days is due to a very good tip I got 
from THe JopsBer’s SALESMAN several 
months ago. The story was about a 
salesman who made a practice of call- 
ing his customers on the telephone and 
making appointments with them, so he 
would be sure of seeing them, instead 





of taking “‘pot luck” and wasting lots 
of time by finding his customers or 
prospects out. 

The particular sale I am going to 
write about, along with a great many 
others during the past two months, 
came as a result of this tip, and I’m 
going to keep right on using it. 

I had been calling on a certain cus- 
tomer for a year or more, and had the 
“luck” of finding him in about twice in 
all that time. During one of my recent 
visits to his city I ’phoned him and 
made an appointment for 7 p. m. on a 
certain evening. On arriving at his 
place of business I was delayed in see- 
ing him because of several customers, 
and then we finally got down to busi- 
ness. 

At 7:30, however, another salesman, 
who happened to be a _ particular 
friend of the dealer, came in, and after 
an introduction and a few words back 
and forth, the other salesman spoke of 
a line of goods I also was there to 
sell. The dealer suggested that the 
three of us go over the proposition to- 
gether, but I politely refused and stat- 
ed my willingness to let the other 
salesman have first chance. 


Little stories of 
-unustal sales~as 
told by salesmen. 


After they had finished and the 
salesman was ready to leave, he made 
the remark: “After you have his story 
and prices, I think you'll find they are 
both even. See if you can’t split the 
order.” 

Well, I started to make my sugges- 
tions, as the goods in question were for 
Christmas use, but several customers 
came in, and while he was waiting on 
some of them I helped out and sold a 
few articles. 


All this took until about 10 p. m., 
and then I continued my talk, suggest- 
ing a fairly good stock and a good 
window trim. By 11 o'clock I got his 
signature to a good-sized order. It 
was the first one I had ever got from 
him, and replacements will go forward 
for the next two months. 

As we were leaving the store the 
dealer said something about me letting 
the other salesman have first chance, 
in spite of the fact that I had had an 
appointment, and complimented on the 
faith I had in my line of goods. 


I think you'll find that when you get 
caught with another salesman you lose 
nothing by letting the other fellow go 
first. There will still be some business 
left for you, and many times you'll get 
more than you expected, for the aver- 
age dealer likes to see a man show 
faith in himself as well as showing 
faith in the dealer by waiting. 

Grorce M. Harpine, Jr. 


+ + & 


He Knew Conditions 


A SALESMAN for a_ compara- 
tively small jobber was in touch 
with the purchasing agent of a central 
station company operating in three 
small but progressive towns. In Sep- 
tember, last year, the purchasing 
agent let it be known that an order 
was to be placed for all the appliances 
that would be required in the three 
places during the holidays and winter. 

It was going to be a big order. All 
the other jobbers submitted their fig- 
ures to the purchasing agent. But not 
this particular salesman. Without 

















being told, he went to the managers of 
the retail departments of all three 
stations as if they were going to do 
the buying themselves. 

He worked with them individually, 
lining up their requirements, and be- 
came familiar with the local conditions 


in each case. Then he got up a real 
report with his own estimates and 
went back at the purchasing agent 
with his own proposition. 

So impressive was it and so much 
original information did it contain 
that the order was given to his house 
on the strength of his estimates. For 
his knowledge of local conditions en- 
abled him to gauge requirements better 
than the purchasing agent. 


& © * 


A Bit of Strategy 

WAS representing my firm in one 
of the cities of the New England 
district, and encountered a dealer who 
refused to purchase my line of flash- 
lights on any account. The only argu- 
ment he could offer was that he had 

never had any calls for flashlights. 
A few days after this interview I 
called on him a second time, but it was 


6 











Mi 





evident that he could not be made to 
alter his views with regard to my line. 
Again he said that he would purchase 
my article if he would receive any de- 
mands. 

Seeing that it was futile to continue 
calling on him day after day, I deter- 
rained upon a bit of strategy. It hap- 
pened that a friend of .my native town 
boarded at the same hotel I did at the 
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As Profitable as Good Window Lighting 





Show cases of Emery, Bird, Thayer Co., Kansas City, Mo., are effectively light- 
ed with X-Ray Scoopettes 


Show cases are really miniature Show Windows 
Light them effectively and economically with 


XR@Y Scoopettes 
They are the Standard for Show Case Lighting 


Complete Scoopette outfits in packages can be imme- 
diately supplied from Jobber’s Stocks for use with 
Standard (medium screw base) 15 or 25 watt, round 
(G-1814) bulb lamp. 

Sell more Show Case Lighting. It’s profitable to the 
merchant, dealer and you. 








Each package contains com- 
plete Scoopette equipment 
for one show case 


Scoopettes are small and in- 
conspicuous in any show 
case. 





Immediate Shipment from Distributers Stocks 


National X-Ray Reflector Company 


New York CHICAGO Los Angeles 
31 W. 46th St. 235 W. Jackson Blvd. 804 Security Bldg. 


Engineers in all principal cities 
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time, and I requested him to call on 
friend dealer with a demand for some 
flashlights. He did as he was bidden 
and received the reply, “I do not carry 
flashlights.’’ The following evening he 
sent his brother to the same dealer 
with a similar request. This time the 
dealer replied, “I have none in stock 
at the present time, byt I expect some 
in a few days.” 

I allowed a week to elapse ‘before 
calling on him again, and imagine my 
astonishment when he confronted me 
with a signed order for a year’s sup- 
ply, adding in a peremptory tone, “Be 
sure to rush this order!” 

SaM H. Srrevzin. 
* * * 
Personality Counts 
ew I go back thirty years, 
when my salesman’s journeys be- 
gan, when the holidays roll around, 
instead of sending a five-dollar pres- 
ent to a friend who half appreciates 
it, I would secure fifty New Year's 
cards, write a little personally com- 
posed greeting to each of my purchas- 
ing department heads. 

If a buyer is partial to fishing, don’t 
talk baseball, as he wouldn’t know any 
more of Babe Ruth’s record than you 
do of hooking and landing a whale of 
a tarpon. 
When 


graph in his private office, you are not 


you spy a_ person's photo- 
taking a chance in the world should 
you say, “What an interesting face!” 
It’s a cinch you'll find it an admired 
Recollect that he 
isn't any more madly in love with the 


relative or friend. 


house you represent than others in 
your line, and the salesman closest to 
him will win the business preference. 

Some day he may also need a diplo- 
matic representative in his own estab- 
lishment, and it may be a_ position 
doubly as remunerative as the one you 
have, so you'll benefit the house you 
sell for, make a personal friend of 
your buyer and incidentally give your- 
self a boost. 

Bear in mind, it can be overdone, so 
feed it gingerly. 

D. P. WivviaMs. 


* * * 


Kept the Phone Hot 


HIS experience occurred while 

I was in the motor car game but 

it may serve to show that persistency 
counts for a great deal. 

I had called to see the general 

manager of a large Chicago packing 

house to try to sell him a car as I 





felt sure he was in the market. The 
first time I called he treated me 
courteously but said he was not in 
the market. On my second visit he 
would not see me. I realized that 
further visits would be futile so I de- 
cided to make attack over the 
phone. 

My first phone call met with. the 
same results as my first visit. Some 
weeks later I called him again. This 
time he became a little exasperated 
and continued to say he didn’t want a 
This kept up for months but 1] 
persisted in calling him, always mak- 


my 


car. 


ing a polite remark in response to his 
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Just before Christmas about 
a year after I had started by calls I 
phoned him again. He didn’t know 
what to say at my persistency but 
said he didn’t want a car. I went 
right on to tell him what a beautiful 
car I had when suddenly he asked 


rebufts. 


how much it was; then he asked what 
delivery I could make. Before I could 
say another word he said he’d be right 
down to see me and hung up the re- 
ceiver. I sold him. 

Even if it does take a year, per- 
sistency will generally win no matter 
what the line of endeavor. 

Georce E, Periewirz. 


* * * 


Sentiment Broke the Ice 

Not long ago it was necessary for 
me to call upon a firm to iron out a 
grouch which had been planted in the 
p. a.’s office by my predecessor on the 
territory. I found said p. a. in a very 
unreceptive frame of mind. 

Upon entering I received the curt 
reception “What do you want?” I 
merely stated that I wanted to get 
acquainted, being in the neighborhood. 
He gave me to know that he wasn’t 
flattered at all by my desire. How- 
ever, I casually mentioned our diffi- 
culties, but the air cooled perceptibly 
at the mention of them. I straight- 
away made my departure and the next 
dav called again. 

I got little further but did manage 
to raise the temperature slightly with 








the news that my predecessor had 
been obliged to leave and that I did 
not want him to hold me or my firm 
responsible for what this man had 
done. After some conversation, I 
asked if he would be there the next 
day, but he replied that, as his wife 
and daughter were both stricken with 
the “flu,” he would not. I expressed 
my deepest sympathies and left. 

Of course I did not call the next 
day but the day after I appeared with 
a dozen American Beauty roses, say- 
ing that I also had a wife and daugh- 
ter and knew how they’d appreciate 
flowers on a similar occasion. Well, 
Mr. P. A. nearly broke into tears with 
gratitude at this seeming thoughtful- 
ness and from then on we have been 
the closest of friends: Orders are 
forthcoming on every trip. 

F. A. Brapy. 


* * 


* 
Helped the Dealer Sell 

AVE you ever gone out with an 
article that you were “sold’’ on, 
loaded up a dealer customer with a 
stock, and then wondered if you hand- 
ed him something he would not sell to 
the consumer because the enthusiasm 
you had created during the sale was 

only temporary? 

Well, I had just such an experience, 
so I decided to “test the case” in an 
effort to clear my conscience. I re- 
turned a month after I had stocked 
up a certain dealer with some very 
practical electrical attachments in an 
assortment. He had them displayed in 
a conspicuous place, but had not sold a 
one of the ten pieces, so after kidding 
him regarding his ability as a salesman 
I was given permission to act as a 
counter clerk after lunch. 

It happened to be pay day for elec- 
tric light bills, and I had an opportu- 
nity to approach nine customers in less 
than an hour. I sold three of them 
one article: each from the assortment, 
thereby proving that I was right in 
selling myself, that the dealer should 
have stayed sold, and that the con- 
sumer could be sold—and he’s the 
“son-of-a-gun”’ we're after. 

This experience also proved to me 
that it is mighty good practice to help 
cut the dealer in introducing new elec- 
trical appliances, showing by demon- 
stration that the public can be sold 
any worth-while device that can be 
used to advantage. It doesn’t hurt any 
salesman to take off his coat, roll up 
his shirt sleeves and show the dealer 
how to “‘go to it.” E. HaMBiet. 
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Concentrated Filament Vacuum 
Lamps for Signs 


@ Thousands of electrical houses are daily seek- 
ing 10 WATT S-14 concentrated filament 


sign lamps. 


Signlite “Fills the Bill” 


@ Made in clear, blue and frosted bulbs. 


@ It is rugged and will stand up. 


@ Write for discounts quickly if you want to 
get in on the biggest proposition of the year. 





Manufactured Exclusively for 


Save Sales Company 


261 Broadway - - NEW YORK,N. Y. 


Signlite Concentrated Filament Vacuum Lamps for Signs 
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WILLIAMSON 


The Williamson Plan of Merchan- 
dising Home Lighting 


Furniture 



























Provides a means whereby the elec- 
trical supply jobber, the electrical 
contractor and the dealer may intelli- 
gently, satisfactorily and economically 
meet any home lighting requirements. 


The resources of seven leading manufacturers of home lighting fur- 
niture—each devoting a large part of his plant to the production in 
quantity and at a low cost of that particular type and style for which 
his facilities are best adapted—are grouped under a single trade 
mark into a complete line of the highest quality home lighting fur- 
niture, in variety of style and price to suit the choice and ability to 
pay of any class of people. 


R. Williamson & Company 


NEW YORK CHICAGO SAN FRANCISCO 
224 Fifth Avenue 601 Washington Boulevard 711 Mission Street 


ASSOCIATED FACTORIES: 


St. Charles Fixture Manufacturing Co. Robert Findlay Fixture Co. Bayley & Sons, Inc 
R. Williamson & Company Robert Phillips Compauy, Inc. 
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Every Element in the Trade Profits 


While Serving the Public 
Better at Lower Cost 














Jobbers’ salesmen are furnished with photographic reproductions 
of the units making up the Williamson line of home lighting fur- 
niture, and from these photographs the contractor or dealer selects 
his stock or makes special selections to meet some special require- 
ment. 


Each unit is packed in a separate container, properly labeled for 
identification. Stock is maintained in standard packages, always 
available, easily identified and protected from damage or deterio- | 
ration. 


The contractor or dealer buys at short range from his jobber, only 
as his special needs or condition of stock requires, keeps his invest- 
ment low and his capital liquid. 


The fixture is no longer a “future’—it becomes “subject to 
change” — to suit the home furnishing ambition of the public in 
whatever style the good tastes and pocketbooks of the users permit. 





R. Williamson & Company 


NEW YORK CHICAGO SAN FRANCISCO 
224 Fifth Avenue 601 Washington Boulevard 711 Mission Street 


ASSOCIATED FACTORIES: 


St. Charles Fixture Manufacturing Co. Robert Findlay Fixture Co. Bayley & Sons, Inc- 4 
R, Williamson & Company Robert Phillips Company, Inc. 
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Plus in Hobby Riding 


ART reached over and pulled the 
book out of McKenzie’s pocket. 
“Mac, you old grandmother, what in 
the of Soothing Syrup and 
Chicken-pox are you doing with this 
book, and you a bachelor without the 


name 


slightest prospects of matrimony—to 
of Howling Heirs? 
Whose nursery library have you been 
rifling anyway?’ And he held it ur 
that the rest of us might read the 
title, ““Dr. Holt’s Care For Infants.” 
“And you with a most complete line 


say nothing 


of plugs, receptacles, and everything 
appertaining thereunto, representing a 
most reputable house, calling upon 
agents old 
women like Babe Ruth hates pub- 
licity. 


purchasing who love 


“Why I’m ashamed of you. What's 
What's that 
treatise on tears going to get you? 
Tell us that?” scoffed Hart. 
“Business,” said Mac, in his broad 


the big idear anyway? 


Scotch brogue, not the least abashed. 
“Someone has said that if you are 
selling you must observe the follow- 
ing steps: you must clap your hands, 
get attention, make your speech, 
show your goods, and close the sale. 


That's the What, and this is merely 


one of the How's,” replied Mac, 
pointing to the book. 
“The impression has got abroad 


somehow that purchasing agents are 
monsters, scattered about in pastures 
green, to protect the lambs of flour- 
ishing concerns from the hungry maw 
of Mr. Wolf; whereas it isn’t so. Fic- 
tion magazines have tried to establish 
this theory. Salesmen have gone into 
offices and read the slogans: ‘State 
Your Case And Get Out;’ ‘Time’s 
Precious We Haven’t Any To Spend; 
and ‘Don’t Park Here,’ 
gone out and attested to the inhuman- 
ity of the poor P. A. They are just 
as human 


and have 


as you or I. Sometimes 
they do veil themselves behind a mask 
of Ferocity for the protection that 
ferocity sometimes gives. 

“But every P. A. is right glad to 


see those salesmen who bring them 


something new and interesting. Of 
course they know exactly what they 
want, so are often exasperated by 
those salesmen, who attempt to un- 
load on a steel plant wire hair pins 
and cod-fish balls. But they are al- 
ways in the market, and when the 
right fellow comes along, with the 
right materials, at right prices, and 
sold by a firm that is in position to 
make shipments; why 
they are gentlemen and buy. But 
first we have to clap our hands to 
get attention. And I don’t mind 
telling you that that little baby book 
is for Hanby down at the Carnegie 
Steel. A brand new baby arrived 
at his home last week, and this book 
will save him a lot of worry. Hanby 
and I know each other pretty weil: 
I’m sure that this volume will warm 


satisfactory 











Campbell, sales manager of the 
Intermountain Electric Co., Salt Lake City, 
Utah, has been in the electrical jobbing 
business only a little over a year, but he 
sure can produce the goods. Before en- 
tering his present duties Charlie spent 12 
years with the Mountain States Telephone 
and Telegraph Co., in which connection he 
became well known throughout his sec- 
tion of the country. 


C. C. 














It is 


the cockles of Hanby’s heart. 
an attention getter. 

“Look here,’ said he, showing a 
magazine article on _ bass _ fishing, 
“That’s for the Edgar Thompson 
man, and this trick cigar is for the 
fellow up at the National Tube. I’ve 
a lot of other stuff here in my pock- 
ets, something for most of ‘em. 

“But remember, if you are going to 
try this game, youve got to know 
your man and play discreet. It’s 
Good Night if you ever make a slip. 

“But you know if you get into a 
man’s office with barriers down, it’s 
an easy matter to get right down to 
business. And say! The safest way 
to get through the Danger Zone is 
to ride right through on Mister P. 
A.’s little Hobby.” 

“What would you bring me if | 
were your prospect?” asked Hart. 

“I’d have to pass you up,” replied 
Mac. “You see they don’t make that 
stuff any more.” 


* * * 


They All “Flop” 
started on the 


W HEN I first 
road, some 20 years ago, I felt 


that every time I asked a man to look 
at my line I was asking a favor and 
half-expected him to refuse. Now 
I feel that I am doing the merchant 
the favor and am surprised when he 
does. 

I am extremely careful about my 
I wear no jew- 
I then make 


dress and manners. 
elry and use no perfume. 
it a point to go after the “big guns,” 
as I find that it is much easier to se- 
cure audience with the so-called 
“big buyers” than the little fellow 
who thinks he is a big operator. 
When I gain my audience I do not 
hem or haw, but come direct to the 
point and tell my story in the shortest 
space of time, for I have found that 
a man very often changes his mind 
while you are explaining. I never 
tell a man, “You should buy this,” but 
simply state the need and let my facts 
tell the tale. 
The following incident will also 
(Continued on. page 38) 


an 
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Not a wonderful invention but 
an extremely practical one - 


O K Outlet Plates are made from cold rolled 
sheet steel combining lightness with great dur- 
ability and eliminating breakage. Irritating and 
costly delays on various jobs are done away 
with, because O K Outlet Plates can be ad- 
justed quickly and easily to meet all conditions. 


Give your workmen O K Outlet Plates to in- 
stall and profit by the actual time saved on 
every job. 


BOILED DOWN SELLING POINTS 
This dependable outlet plate— 
Cuts the cost of every installation. 


Can be used at every outlet, regardless of 
construction peculiarities. 





Has four knockouts for side entrance, saving trom 
one to three feet of cable per outlet. 

Has patented clamps that grip, bind, and bush 
the cables, insuring perfect binding. 

Can be used with any number of cables up to 
EIGHT in one outlet. 

Conduit enters from back or at 45° angle. 


TO THE JOBBER’S SALESMAN 


The increased volume of business through your 
efforts in selling O K Unbreakable Outlet Plates 
to your trade will fully repay you. The success 
of jobbers who are selling it justifies the asser- 
tion, 

SOME jobbers’ salesmen who are covering your 
territory will be doing this profitable work. 


Why not YOU? 





Send for our descriptive price list today. 


Westgard Electric Company 


410 Dorchester Avenue 





South Boston, Mass. 
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BUSS 
Another 
Innovation 


Non-Renewable Cartridge Fuse 
PRICE SCHEDULE 






















Geared to Present Non-Renew- 
able Cartridge Fuse Needs 























CARTON QUANTITIES GEARED TO FUSE The N CW BUSS 
| a Price Schedule is 
i oss 10 in a Carton 
Oe ee I oo vennsitsicicnenicioopmnaticonanes 5 in a Carton what your Cus- 
FP A IE i. caneicccmniankeiaaeens | in a Carton 
Every Carton Sealed at the Factory. t omer N e¢ d S 





Right Now, but 
Never Hoped to Get. It is based on the net 
value of what he Buys, conditioned only that 
he buys in full cartons. 


BUSSMANN MEFG. CO,, St. Louis, Mo. 
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BUSS 


Non-Renewable Cartridge Fuses 


are put up in sealed cartons in quantities 
exactly suited to your customer's needs. 
And this new price schedule gives him 
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quantity discounts for quantity orders. 


Under the old schedule the discount on 


50—10-amp. and 
50—60-amp. fuses 


would not be as good as on 


50—10-amp. and 
50—30-amp. fuses. 


Your cost to serve was the same—how then 
could you justify the higher price? 


The New BUSS Non-Renewable Fuse Schedule 


is geared to your customers’ needs—and will get 
the business for you. Here is how it is worked 
out: 


Broken Carton KX _...... % 
Carton Quantity  ——__....... % 


$10.00 net value in full cartons ...... % 
$50.00 net value in full cartons _..... % 
$100 net value in full cartons -..... % 


and the prices quoted are lower than high-quality 
fuses have ever been quoted before; lower than 
pre-war prices. 


They are for NOW—and cannot be con- 
tinued indefinitely. 











Urge your customers to take advantage of 
them now. 


We will be glad to forward full information. 








FERRULE CONTACT TYPE 
1 to 60 Amperes 





KNIFE BLADE TYPE 
65 to 600 Amperes 











mmc ome 


A Few BUSS Superiorities 
Every fuse Labeled ““UNDERWRITERS LAB- 
ORATORIES INSPECTED.” 


Full band label on each fuse—labels cannot fall 
off, Amperage stamped on ferrule. 

250 volt ferrule contact fuses are made with 
straight thru strips, no soldered joints on the in- 
side—therefore no inaccuracies or corrosion, 

Ferrules on | to 60 ampere fuses are crimped, 
indentations preventing the cap from _ turning. 
This gives strongest possible construction. 

Black tube always presents clean appearance, 
will not show oil or grease marks. 


Knife blade fuses so made as to always assure 
positive alignment of blades. All parts riveted— 
No screws to come loose or fall out, Fusible ele- 
ment is riveted and soldered, 





Design of BUSS fuse strip such that Buss fuses 
when installed in tight clean contacts are guaran- 
teed to operate at any Overload without burning 
or charring of fibre tube. 





BUSSMANN MEFG. CO., St. Louis, Mo. 
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E. T. (Griff) Griffith, district representative for the Economy Fuse & Mfg. Co., 
of Chicago, and H. G. Smith (Smithy), assistant sales manager of the Mathews 
Electric Supply Co. Birmingham, Ala., are just observing that it’s about time to 
have a drink on the back end of a “handsome” observation car made in about A. D. 


1492. 


one of the chariots. Giddap, Napoleon !” 


“It’s a gay life,” they both chorus, 


“when you’ve got to pound the rails in 





(Continued from p ge 3+) 
demonstrate how easy it is to change 
a “no” to a “yes” if proper plans are 
laid and the right methods used in the 
right way. 

I was told to open up a new ac- 
count with a man in a Wisconsin 
town. I had called on him perhaps 
a half dozen times without selling 
him a dollar’s worth of goods. The 
fact that the man affable and 
agreeable, always inviting me to call 
again, made the situation all the more 


was 


exasperating. 
. Finally one evening after supper 
when I hit his town, I made up my 
mind to make one final effort to open 
up an account with this difficult pros- 
pect. I walked down the street to the 
store, where, I found the old man 
reading his daily paper after supper. 
I. gave him the regulation greeting, a 
liearty handshake; at the same time 
he remarked that while he was glad 
to see me, he needed nothing in my 
line. To which I replied: 

“My dear sir, I did not come in to 
sell you anything.” 

“Oh, you didn’t,” the 
“Well, what did you come in for?” 

“Why, I just came in to tell you 
a little story.” 

“All right,” said the man. 
have it.” 


man said. 


‘“‘Let’s 


Perhaps unconsciously I had struck 
his weak point. 

“You are from Indiana, I under- 
stand?” 

“Yes,” the man answered. 

“Well, did you ever hear the story 


of the fellow who ran for Congress 
ten times without success? He always 
closed his stump speech with the fol- 
lowing sentence: ‘Ladies and gentle- 
men, I take this early opportunity 
to announce that if defeated at the 
polls this fall, I shall be a candidate 
two years hence.’” 

“Well, sir, do you know they turned 
in and elected him to get rid of him.” 

After an awkward pause, the man 
said: ‘““‘What is the moral of that 
story?” 

With a smile I replied, “I, too, 
take this early opportunity to an- 
nounce that I will see you again, in 
sixty days.” 

My little “quip’’ seemed to please 
the old fellow, and he said, ‘Well 
young fellow, I am going to fix it so 
you won’t be disappointed. Sit down 
till I change my coat and I’!] go down 
to the hotel with you right now and 
look over your line.” 

From that day on he was one of 
my best customers in the state, prov- 
ing they all ‘flop’ some day. 

* * * 


Nix on the Side Line 
HE express was spinning along 
over the Blue Ridge mountains. 
Smith sat up in the smoker with the 
Frank Gentleman. They were dis- 
cussing the _ side-line 
Smith wasn’t sure whether a 
should carry a side line or concentrate 
upon a single line. He hadn't reached 
a conclusion, 
“It’s this way,” said the Frank 


He few 


proposition. 
man 


Gentleman. hesitated a 


“Perhaps a story will il- 
lustrate my point best.” 

“During the war, a colored gentle- 
man was hauled in before the draft 
board-and questioned. 


moments. 


‘What’s your name?’ he was asked. 
‘‘Joseph Murphy MacDonald, sir.’ 
‘*‘Are you married?’ 
‘Ah am; yes, sir.’ 
‘“Have you any children?’ 
“Ah has three or four.’ 
‘*Where do you live?’ 
““Connah of Sixth an’ Market.’ 
‘Is your wife living?’ 
‘She suah is.’ 
‘*Do you live with your wife?’ 
“*Ah suah do.’ 
‘What is your wife’s name?’ 
‘Why, Mrs. Joseph Murphy Mac- 
Donald.’ 

“What was her maiden name?’ 


“Joseph opened his eyes wide, and 
said nothing. 

““What was her name before you 
married her?’ asked the inquisitor. 

‘“*Ah don’t know for suah,’ said Jo- 
seph. 

“ “You mean you don’t know what 
her name was before you married 
her?’ 

“Ah don’t know what her maiden 
name was for suah.’ 

““Extraordinarily strange, Joseph; 
how do you account for that?’ 

“Ah don’t.’ 

“*But you don’t mean to tell me 
that you didn’t know her before you 
married her, do you?’ 

“*Ah certainly knew her well.’ 

“*Then how is it that you don’t 
know your own wife’s maiden name?’ 

“Well it’s this way, said Joseph, 
‘Before Ah was married, Ah was 
courtin’ two gals—Cindy Smith an’ 
Ambrasia Gell. Sometimes Ah thought 
Ah would marry Cindy an’ sometimes 
Ah thought Ah would git married to 
Ambrasia. Ah was puzzled bad. At 
last Ah made up mah mind. Ah got 
married. Ah had been courtin’ both 
gals very very hard. So the facts is, 
Jedge, Ah just don’t know which one 
Ah got married to, whether it was 
Cindy or whether it was Ambrasia.’”’ 

Then the Frank Gentleman smiled, 
and continued: ‘‘That’s pretty much 
the predicament that the side-line man 
eventually finds himself in. He’s apt 
to forget just which his business is, 
and when the salesman reaches this 
stage he’s certainly on the fence about 
as much as the fellow who tries to 
serve two masters.” 
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A NEW AND BETTER FUSE PLUG 


APPROVED BY eee cya LABORATORIES 





TRADE = MARK 
“REPEATER-6” has been approved by “REPEATERS-6” is Bigger Value for 
the Underwriters. the Jobber—A Bigger, better sale for the 

? , dealer. Better value and greater satis- 


At last a real multiple fuse plug. Made Of = ei J 
P dl FUSE = = PWG faction for the User. It’s the fuse plug 


high grade black composition instead of — sie os : r 
common porcelain. 6 fuses combined in eos? every live dealer wants. “REPEATER- 
WS. PATENT OFFICE 


one pluk. Saves time, money and annoy- F a perfect. Send for 
ance. Sells at sight. ree Sample. 















FREE SAMPLE 


Write today for a 
Sample of “RE PE ATE RS 6’ 
and our liberal caste. 
displays and sale helps. 


APPROVED 


Approved by Underwriters 
Laboratories; also by Hydro 
Power Commission of Can- 
ada. 





Make a 10c profit instead of a 7c sale. It’s easy to figure 
the profit from the dealer’s point of view—It’s easy to figure 
the saving and convenience from the customer’s point of 
view—No other plug looks like ‘“‘REPEATER-6’’ or works 
like it, or sells like it. 

Your customers will never want to use the old kind of fuse 
plugs again when they see the advantages of ‘“‘REPEATER-6.”" 
6 fuses combined in a real plug at less cost. 


‘“REPEATER-6” sells on its merits. Fuses generally blow 
out in the middle of a washing or ironing, or worse still, 
leave the home in the darkness with guests on the way to 
dinner, and there you are compelled to wait for someone to 
come and replace them. In the factory, fuses blow out and 
time and money are lost. But with the ‘““REPEATER-6,”’ 
it’s different—‘‘A turn to the right and back comes your 
light.’’ Write for Free Sample. 


Sectional |View 


MOSS-SCHURY MFG. CO., Inc. <<ogenn mannan 


REPEATER-6 FUSE PLUG CO. of CANADA, Limited, Burlington, Ontario 
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The number of holders of public 
utilities securities in Illinois shows an 
increase of more than 285 per cent 
since the end of 
the war, the total 
being 500,000, as 
against 175,000 on 
Nov. 11, 1918. The significant fact 
in the growth of the market is that 90 
to 95 per cent of the present security 
owners never owned stocks or bonds 
before. The initial interest in such 
buying arose from the sales of liberty 
bonds. The average earnings on the 
public utilities issues bought here are 
approximately 7 percent. In addition 
to the return, the buyers are receiving 
a noteworthy increment in yield. An 
instance of this is the advance of Com- 
monwealth Edison stock from the ini- 
tial price of 103 to the present 
quotation of 115. 

Statistics compiled by the Ohio com- 
mittee on public utility information 
show that more than 130,000 Ohioans 
now own securities of electric light 
and power, gas, telephone and electric 
railway companies. Considering fam- 
ilies and dependents of these investors, 
this means that about one-tenth of the 
people of the state are financially in- 
terested in public utility concerns. 
Ohio owners of telephone securities 
number 49,000; electric light and 
power securities, 29,000; gas secur- 
ities, 27,000; electric traction se- 
curities, 24,000, and water company 
securities, 1,000. 

* * * 


Holders of 
Utility Stocks 


That there are tremendous possibil- 
ities for the sale of electrical house- 
hold appliances is evidenced by the 


Field for following figures 
Appliance compiled by the 
Sales Society for Elec- 

trical Develop- 
ment. Assuming that the population 


of the United States, excluding out- 
lying territory, is 105,710,620, and 
counting five persons to a household, 
there are 21,145,120 homes in this 
country. 

According to reports made by cen- 
tral-station companies to the S. E. D., 
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ertinent Sale Facts and 


Figures 








A feature of this depart- 
ment will be a monthly 
sales data page, giving a . 
summary of general infor- 
mation about some _par- 
ucular staple line of elec- 
trical material handled by 
jobbers’ salesmen. 

Turn to page 42, where 
the first of these sales data 
sheets will be found. 











their lines serve a population of 61,- 
334,893, which figure can safely be 
increased to 65,000,000 because the 
returns were not entirely complete. 
This means that there are 13,000,000 
homes, again counting five persons to 
a household, that can be served from 
central-station lines. Of this number 
there are 7,636,469 that are wired. 
wired. 

These figures show that there are 
about 13,500,000 homes that are not 
wired, and of this number there are 
5,360,000 that are reached by central- 
station lines. 

* & # 

During 1920 the export sales of 
electric lighting fixtures aggregated 
3,386,068 in value, although the de- 


flation in prices 
Exports of greatly reduced 
Fixtures the value of the 


exports in this as 
in other lines. There were included 
in the list of customers for these 
goods 78 countries, Europe predomi- 
nating, but South America, where im- 
portant hydroelectric developments 
are in progress, is buying annually in 
greatly increased quantities. 

When it is considered that during 
the period in question there was a 
notable stagnation in construction 
work in all the countries that were the 
largest buyers, the increase is the 
more remarkable and points to a rapid 
extension in the use of electricity for 
lighting purposes. 

Germany and Great Britain are our 





chief competitors in all these markets, 
but a large part of ‘the trade of the 
first named country was transferred to 
the United States during the war. 
Complaint is also heard of a decided 
falling off in the quality of the Ger- 
man goods that is already operating 
against her trade. There is still a 
wide field open for cultivation in this 
class of goods. 
* * # 

Statistics show that last year the 
prevailing wholesale prices were re- 
lated to pre-war prices in the follow- 
ing percentages: 
United States, 148 
per cent; Eng- 
land, 183 per cent; 
France, 327 per cent, and Italy, 510 
per cent. It is interesting, by an ex- 
amination of more detailed figures 
giving the respective changes in price 
on the different commodities, to note 
that in France the commodities which 
have suffered the greatest fall in 
wholesale prices since the high peak 
of 1920 are raw materials, minerals, 
and textiles, while food supplies have 
been least affected. 

A similar comparison of retail prices 
has further signification. As given 
these figures were compiled: for 
France from cities over 10,000 popu- 
lation; for England from 600 chief 
cities; for Italy from retail prices at 
Milan, and for the United States from 
the 51 chief cities. Here the indices 
are based on prices of 1914 as 100 per 
cent, so that the percentage of pre-war 
prices can be taken for any year di- 
rectly from the indices: 


RETAIL PRICES 


Wholesale 


Prices 


France England Italy U.S. 
CS eee eee 100 100 100 ~=100 
I cmsiitanns 142 i) el eee 109 
FR siecpeccninis 206 218 825 164 
1920 (Nov.) 452 282 515 = 189 
1921 (May) 364 218 598 142 


A certain fraction of these different 
indices are due to over-expansion of 
the currency to a point where it was 
deemed to be backed by insufficient 
credit to be accepted at par in foreign 
payments. The degree of doubt is ex- 
pressed in the rates of exchange. 
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Industrial Wiring 


Good practice dictates the use of 
every safeguard to insure a reliable 
installation in industrial wiring work. 
Skillful planning, first quality ma- 
terials and good workmanship are 
necessities in avoiding delays and 
trouble when operation begins. 





The use of a dependable wire of 
known quality is one of the first re- 
quirements that the experienced con- 
tractor decides upon. He knows that 
the first quality wire identified by the 
PARANITE label will be easy to 
install, and absolutely dependable in 
use. Thirty years of wire manufac- 
ture guarantees the quality of 


PARANITE. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 
CHICAGO OFFICE—210 So. Desplaines Street 
NEW YORK — The Thomas & Betts Co., 63 Vesey St. laa) 


a —__wwe ES EEE 


~~ 
~ 


































































2 THE JOBBER’S a SALESMAN 











i" ~~) PERTINENT SALES FACTS AND FIGURES 


The information given on this 
page relates to no single manu- 
facturer’s products, and no pref- 
erence is intended, the purpose 
being to furnish general sales 


| data of use to jobbers’ salesmen. 
CIRCUIT-BREAKER is a protec- 
A tive device whose primary function 
is to open (break) a circuit when 
the latter (or a related part) is endan- 
gered by some abnormal electrical con- 
dition, such as (1) excessive current or 
voltage, (2) failure or deficiency of cur- 
rent or voltage, (8) reversal of current 
or power, or some abnormal mechanical 
condition, such as overtravel, overspeed or 
damage to material in a driven machine. 


Secondary Functions. 

Cireuit-breakers may also be designed 
(1) to serve as a switch for normal open- 
ing and closing of circuits, either manually 
or by remote electrical control; (2) to 
serve as a transfer or selective switch to 
change from one source of power to an- 
other, usually automatically; (8) to re- 
store power to the circuit automatically 
when the abnormal condition is removed. 


Principal Types. 

Classified as to the medium in which the 
circuit is broken, there are two types: (a) 
air circuit-breakers, and (b) oil circuit- 
breakers. In the former the contacts are 
exposed to the air, while in the latter type 
the contacts are placed in oil to quench 
the are formed by rupturing the circuit. 


Description of Functions. 

(1) Overload Circuit-Breakers—This is 
the most common type, being used on 
motor, generator and feeder circuits as a 
protection against short-circuit and pro- 
longed excess current. The operating coil 
usually is in series in the main circuit or 
is controlled by a current or series relay. 
Overload protection may be instantaneous 
or of time-limit type. In the latter case 
the circuit is opened only when the over- 
load persists longer than a certain fixed 
time, or more commonly of the inverse- 
time-limit type, in which the circuit is 
opened instantaneously on_ short-circuit 
and after an interval varying inversely 
with the amount of overload. 

(2) Underload Circuit-Breakers—These 
are used to open a circuit where the 
current (load) falls below a definite value, 
such as on storage-battery circuits to pre- 
vent the battery from discharging into 
the supply circuit when the charging cur- 
rent fails. They are also used to cut out 
a motor, generator, synchronous (rotary) 
converter or other machine whose load has 
decreased to an abnormally low point. 

(3) Overvoltage Type—Sometimes em- 
ployed to cut off a storage-battery charge 
when the voltage has reached a definite 
maximum. This type may also be used 
to cut off a booster which is raising a 
feeder voltage beyond a set maximum. 

(4) Undervoltage Type—Widely used 
for protecting motors connecting gears 
and machines from damage resulting from 
partial or complete failure of power sup- 
ply. If the motor starter has no auto- 
matic no-voltage or undervoltage release, 
this type of circuit-breaker affords pro- 
tection by opening the main circuit. The 
operating coil releases a spring-actuated 
trip when the voltage decreases below a 
set minimum. 











Data Sheet on 


(5) Reverse-Current Type—Extensive- 
ly used for storage-battery circuits to 
prevent discharge of the battery back into 
the charging source in case the latter fails 
without having the circuit opened. It has 
series and shunt coils, the former being 
affected by current reversal and causing a 
differential action between the coils that 
trip the breaker. This type is also used 
to protect d-c. generators operating in 
parallel; if for any reason the voltage of 
one generator drops it will run as a motor, 
receiving current from the other generat- 
ors in parallel with it. The reverse-cur- 
rent breaker will isolate the affected ma- 
chine before this motoring can take place. 

(6) Reverse-Power Type—A modifica- 
cation of the foregoing type which is ap- 
plied to a-c. circuits, such as on power 
transmission networks where certain sub- 
stations receive power from two lines; 


rooooncd 
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Typicat Form or Overtoap Circuit- 
BREAKER WITH CARBON SECONDARY 
ConrTacts. 











failure of one line would cause power to 
be fed into that line from the other if 
it were not for the reverse-power breaker. 
Other uses are on alternators operating 
in parallel and on the a-c. side of syn- 
chronous converters. 

(7) Phase-Failure Type—Used as a 
protection for polyphase motors on start- 
ing when one phase of the supply circuit 
is dead. If one phase fails while the 
motor is running the latter will continue 
to run as an open-delta or as a single- 
phase machine with reduced torque and 
greatly increased load current which may 
lead to damage. A special phase-failure 
relay, often combined with a phase-rever- 
sal relay, is used to trip the circuit-break- 
er under these. conditions. 

(8) Phase-Reversal Type—In connect- 
ing a polyphase motor for an elevator or 
hoist, if one phase is reversed the direction 
of rotation will be reversed, perhaps with 
disastrous — results. A phase-reversal 
breaker designed for such circuits pre- 
vents operation of the motor under such 
a condition. 

(9) Remote-Control Trip Type—Where 
excess speed may damage an electrical 
machine (such as a series motor) or where 
overtravel may cause trouble (as in elevat- 


In this department an effort 
is made to give to jobbers’ sales- 
men a summary of general in- 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 





CIRCUIT-BREAKERS _ 


ors and cranes) or where sudden changes 
of speed may damage the material in a 
machine (as in paper-mill machines or 
web presses) or where there is liability 
of injury to operatives a remote-control 
trip circuit-breaker is desirable. The trip 
coil is usually shunted across the line with 
a series resistance and its circuit closed 
by an overspeed governor, limit switch, 
push-button stations or by automatic con- 
tact mechanisms actuated when there is 
improper functioning of the driven ma- 
chine. 

(10) Combinations—In many cases it 
is desirable to combine two or more func- 
tions in one circuit-breaker. The most 
common are overload with undervoltage, 
overload with reverse current (or power), 
overload with remote-control trip. 

(11) Automatic Reclosing—Used in 
automatic substations or generating sta- 
tions without attendants or in places where 
the attendant is engaged in other duties. 
Power can be restored promptly by ar- 
ranging breakers for automatic reclosing. 
The closing coil is separate from the trip 
coil but is interlocked with it so the break- 
er cannot be reclosed until the abnormal 
condition no longer exists. 

(12) Non-reclosing on Abnormality— 
The ordinary circuit-breaker is usually pro- 
vided with a switch in series, the breaker 
being closed before the switch, so that if 
there is an overload on the line the break- 
er will immediately reopen. If the break- 
er is closed after the switch under over- 
load conditions it may cause damage to 
the breaker and injury to the attendant. 
For this reason some breakers are provid- 
ed with special means to prevent their re- 
maining closed in case they are closed 
while the overload persists. 


Principal Parts. 

The essential parts of a circuit-breaker 
are the switch member and its contacts, 
the closing levers, the latch which holds 
the switch closed, the release magnet or 
relay which trips the switch, and the 
springs which force the switch to open. 
In the case of oil circuit-breakers there is 
an enclosing tank containing oil which 
covers the switching member and its con- 
tacts. The switch is usually in leaf or 
laminated bridge form to give better and 
self-cleaning contacts to the main current- 
carrying parts. In air circuit-breakers 
there are secondary or arcing contacts 
made of carbon that open after the main 
contacts and so take the are on final 
rupture, preventing the burning or fusing 
of the main copper contacts. In some 
cases there is another set of contacts be- 
tween the main and final arcing contacts. 

Closing mechanisms usually consist of 
a toggle which is upset by the release 
magnet acting directly or through a 
trigger and spring, the opening springs 
rapidly separating the switch member 
from the fixed contacts.’ The toggle is 
closed by a direct lever or by a set of 
bell cranks from a moderate distance. In 
case of remote-controlled breakers, espec- 
ially the oil type, a solenoid or motor is 
used for reclosing. 














January, 1922 


THE JOBBER’S A) SALESMAN 


43 

















a 








S Pr 















a 








ti) een 














Re re ee ee TT trees 








See ULL UUUUTEDAT UATE - 


Seve OULU UEUTEANEUAAEETAMETEANELTONUOEUU TE OCU EOEOUOOT EAE AUNOCOTOEILUN Sees... 







| A NEW POPULAR COMBINATION 





“Nutmeg” Push Switch “Duro” Push Plate 


In some cases economy may demand just such a combina- 
tion as the H & H “Nutmeg” Push Switch and the H & H 
“Duro” plate. They are well-known, low-priced and easy to 
sell. 

Something more than “mere material,” however, is needed 
to hold the business, year after year—and that’s the “H & H” 
in “Nutmegs” or “Duro” plates. You may be sure in selling 
these articles, that your customer will be pleased, which will 
react favorably towards you. The price is right, and you know 
the service which may be expected from “H & H” products. 


Oftentimes, it’s easier to start an order if you can offer a 
good leader, and the two pictured above have been used suc- 
cessfully by many of our jobbing friends. 


After the order is started, “H & H” Switches in the differ- 
ent types and “Paiste” Wiring Devices naturally follow. 
There is an “H & H” Switch for every purpose, and a “Paiste” 
wiring device or pipe fitting for your customer’s next job. 


THE HART Go HEGEMANMFGCo. 


HARTFORD, CONN., U.S. A. 


y 


SWITCHES 
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IGEST OF THE NEW. 








Incorporate Electrical Devel- 
opment Association 

The Milwaukee Better Lighting 
Campaign committee, which was 
formed by prominent members of the 
local electrical interests to stimulate 
the interest of the general public in 
better lighting, has proved so success- 
ful and the work became so extended 
that the committee established perma- 
nent headquarters at 1324 First Wis- 
consin National Bank building, and 
incorporated under the title of the 
Electrical Development Association of 
Wisconsin. It is proposed to extend 
its activities for the betterment of 
lighting conditions throughout the 
state. 

The Better Lighting Campaign is in 
full swing in the Milwaukee district 
and is being actively supported by the 
Milwaukee Chandelier Club, the local 
branch of the National Council of 
Lighting Fixture Manufacturers, the 
association which originated the Better 
Lighting Campaign idea and which is 
co-operating with the local interests 
to assure its success. 

The campaign is timed to reach its 
zenith during the week of Jan. 30-Feb. 
4, 1922, when the great Lighting Fix- 
ture Market and joint convention is to 
be held at the Milwaukee Auditorium 
under the direction of the National 
Council of Lighting Fixture Manufac- 
turers, assisted by the Lighting Fix- 
ture Dealers’ Society of America and 
the Illuminating Glassware Guild. 

* * * 
Extending Electric Service to 
Communities 

A movement to extend electric serv- 
ice in Nebraska was described by W. 
B. Roberts, president of the Nebraska 
Section of the N. E. L. A., at a meet- 
ing in Hutchinson in December. A 
development company that includes in 
its relationships most if not all the 
construction contractors in the state 
has been formed. Municipalities are 
asked to issue bonds for building 
transmission lines to tie into the near- 
est central station. Contracts for 








wholesale power at city limits and for 
the maintenance of the line for 20 years 
are entered into with the central-sta- 
tion company by the municipalities. 
The development company undertakes 
to furnish all plans and specifications 
and also plans the ordinances, bond 
issues and all other details in connec- 
tion with the project. A number of 
municipal plants have been superseded 
by this method of obtaining energy. 
* * * 


Labor Cost Record System for 
Contractors 

The National Association of Elec- 
trical Contractors and Dealers has 
issued a bulletin consisting of instruc- 
tion and data sheets for a labor cost 
system, which is being distributed to 
21 members in principal cities of the 
country who have agreed to give the 
system a trial. From the data re- 
ceived it is proposed to obtain a stand- 
ard manual of cost estimating for 
electrical work. The system has been 
devised by the association’s cost data 
committee, of which Arthur L. Abbott 
is now chairman, and is a modification 
of methods used by the Chicago Elec- 
trical Estimators’ Association, the 
Minnesota State Association, and the 
Electrical Estimators’ Association of 


Greater New York. 
* % * 


Begin Operation of Calumet 
Power Plant 

The first 30,000-kw. unit in the 
Calumet plant of the Commonwealth 
Edison Co., in South Chicago, was 
started on Dec. 28. The installation 
in this plant will for the present con- 
sist of two 80,000-kw. units, though 
when completed the station is designed 
to have a capacity of at least 180,000 
kw. The plant will eventually be bal- 
anced by a station of more than 
200,000-kw. rating to be built by the 
Public Service Co. of Northern IIli- 
nois on the shores of Lake Michigan at 
Waukegan, IIl. 

With the existing Fisk, Quarry and 
Northwest stations of the Common- 
wealth Edison Co. in Chicago, the two 


, 


new stations are expected to become 
the hub of a great network of trans- 
mission lines in the upper Mississippi 
Valley that even now extend well 
toward Minneapolis on the north and 
to the coal fields of Kentucky and 
close to St. Louis on the south. 


* %* * 


Fixture Manufacturers to 
Adopt Slogan 

The National Council of Lighting 
Fixture Manufacturers has decided to 
have a slogan which will be in keeping 
with the size and influence of its or- 
ganization, and which will express in 
a short and effective manner the aims 
and ideals for which it stands. It is 
offering a prize of $100 for the best 
slogan, $50 for the second, and five of 
$10 each for honorable mention. 

The contest is open to all, and sug- 
gested slogans should be sent to Sec- 
retary Charles H. Hofrichter, 231 
Gordon Square building, Cleveland. 
The best slogan will be selected by a 
committee at the lighting fixture mar- 
ket to be held in Milwaukee, Jan. 30 
to Feb. 4. 


* * * 


Court Holds Open-Price Plan 
Illegal 

In a suit brought against the 
American Hardwood Manufacturers’ 
Association by the government, the 
Supreme Court handed down a de- 
cision in December that the open-price 
competitive plan of the association was 
in restraint of trade and therefore in 
violation of the Sherman anti-trust 
law. Trade associations engaged in 
statistical work have awaited this de- 
cision with some apprehension, but its 
effect may not be so far-reaching be- 
cause of the extent to which the hard- 
wood association went to get trade 
data. 

The decision, in part, was: 

Genuine competitors do not make daily, 
weekly and monthly reports of the minut- 
est details of their business to their rivals 
as the defandant did; they do not contract, 
as was done here, to submit their books to 


the discretionary audit and their stocks to 
the discretionary inspection of their rivals 
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A Selling Plan 
that will move Fans 


Nation-wide newspaper advertising and 
a moving window display of compelling 
attraction, are the outstanding features of 
the dealer’s selling campaign for 


G-E FANS in 1922 


Never has more complete cooperation 
with local dealers been arranged for any 
electrical specialty. No fans offer easier 
profits during 1922 than the G-E line be- 
cause of this splendid support that is 
being offered dealers. 


The details of the G-E 1922 fan mer- 
chandising plan are given in the January 
number of the G-E Advertiser. Show 
these plans to your dealer customers— 
their completeness and excellence will 
make it easy to secure G-E fan contracts 


for 1922. 


General@Ele ctric 


General Office Sales Offices 
Schenectady. NY. Co IM Pp an y all large cities 
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for the purpose of successfully competing 
with them, and they do not submit the de- 
tails of their business to the analysis of an 
expert jointly employed and obtain from 
him a “harmonized” estimate of the market 
as it is and as in his specially and confi- 
dentially informed judgment it promises 
to be. 

The “plan” is, essentially, simply an ex- 
pansion of the gentlemen’s agreement of 
former days, skillfully devised to evade the 
law. To call it open competition because 
the meetings were nominally open to the 
public, or because some voluminous reports 
were transmitted to the Department of 
Justice, or because no specific agreement 
to restrict trade or fix prices is proved, 
cannot conceal the fact that the funda- 
mental purpose of the “plan” was to pro- 
cure “harmonious” individual action among 
a larger number of naturally competing 
dealers with respect to the volume of pro- 
duction and prices, without having any 
specific agreement with respect to them, 
and to rely for maintenance of concerted 
action in both respects not upon fines and 
forfeitures as in earlier days, but upon 
what experience has shown to be the more 
potent and dependable restraints of busi- 
ness honor and social penalties, cautiously’ 
reinforced by many and elaborate reports, 
which would promptly expose to his asso- 
ciates any disposition in any member to 
deviate from the tacit understanding that 
all were to act together under the subtle 
direction of a single interpreter of their 
common purpose, as evidenced in the 
minute reports of what they had done and 
in their expressed purposes as to what they 
intended to do: 


‘ 


* * * 


Society Issues New Booklet 


To sell the idea of more time for the 
enjoyable things of life is the primary 
object of an attractive booklet which 
the Society for Electrical Develop- 
ment has prepared for contractor- 
dealer and central-station distribution. 
“More Leisure Hours” is the title, 
and in 24 entertainingly written and 
illustrated pages the booklet tells how 


hours of drudgery may be eliminated 
by the use of electric service and ap- 
pliances. Each page points out the 
service of one appliance as an aid to 
better and more economical living. 
While no too obvious attempt is made 
to sell, few readers of the booklet can 
escape the desire to buy and use more 
electrical aids. 
* * * 


Consolidate Indiana Plants 


A large power plant will be con- 
structed in the coal fields on the 
Wabash River if the Indiana Electric 
Corp. receives permission from the 
Public Service Commission to issue 
$18,500,000 in securities for the pur- 
chase of seven public utility plants in 
Indiana, including that of the Indiana 
Railways & Light Co. at Kokomo. 
The construction of the plant is part 
of the plan to consolidate the several 
other properties the corporation pro- 
poses to purchase. 

* * * 


Issue Permits for St. Lawrence 
Power Plants 


Preliminary permits have been 
granted by the New York State 
Water Power Commission for the de- 
velopment of the St. Lawrence River 
at Croil Island to the Louisville Power 
Co., and at the Long Sault Rapids to 
the St. Lawrence Transmission Co. 
These are the first permits issued un- 
der the new state water-power act. 
Both these developments are being 
promoted by Col. Hugh L. Cooper, who 
designed the Mississippi River Power 
Co.’s development at Keokuk. The 
Croil Island plant will have an ulti- 
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Gordon Robinson, representative for the Bussman Manufacturing Co. in Michigan, 


says he’s in Detroit to stay—couldn’t be pried away with a crowbar. 


That’s quite 


a compliment to the boys at A. T. Knowlson Co., Buss fuse distributors in that terri- 


tory. What do you think of little Miss Robinson and our new coupe? Pretty nice, eh? 








= ——— 


Chester E. Roberts, formerly with the 
Western Electric Co. as manager of the 
Indianapolis branch, has resigned to be- 
come associated with the new Central Elec- 
tric Supply Co., 121 Upper First street, 
Evansville, Ind., as its vice-president and 
general manager. R. P. Oblinger is presi- 
dent; H. E. Rasmussen, secretary, and 
J. D. Meek, treasurer. The new company 
is a recently organized branch of the In- 
dianapolis Electric Supply Co. of Indian- 
apolis. 





mate capacity of 1,000,000 hp. and the 
Long Sault plant approximately as 
much. 

The permits are entirely prelimi- 
nary, with provision for any changes 
that may be necessary if proposed 
water-power legislation that is ex- 
pected to come up at this session of 
the state assembly should become law. 

* * # 


Consider Licensing of Con- 
tractors in Georgia 

At a meeting of the Georgia Elec- 
trical Association, held in Columbus, 
Ga., last month, state licensing of elec- 
trical contractors was considered, the 
proposed bill on the subject being pte- 
sented by R. M. Walker of the Walker 
Electric & Plumbing Co., Atlanta. It 
was the concensus of opinion that the 
subject should be approached with 
great care in order to avoid complica- 
tions, and the matter was referred back 
to a committee for more thorough in- 
vestigation. W. R. Collier, sales man- 
ager of the Georgia Railway & Power 
Co., outlined a plan for the compre- 
hensive education of the building con- 
tractors and architects to the value and 
necessity of additional convenience 
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Hubbell Separable Attachment Plugs and Caps | 


for Every Service 


A weak electrical connection somewhere along 
the line will show up in the faulty operation of 
the machine. To guard against this, wires 
broken in manufacture are welded; the electri- 
cian uses solder to complete a joint; terminals 
are screwed down tight over the conductors. 


It is equally important -that the cap blades 





make perfect contact when plugged into re- 6060 
ceptacles or bases. Hubbell Outlets insure this “KNOSTRAIN” 
perfect contact through the use of double springs. 


These springs grip each cap blade on both sides, 
and prevent arcing and heating. The springs 
are of phosphor-bronze, and retain their tension 
while conducting the current with the minimum 
resistance. 

The Hubbell Line embraces Plugs and Caps 
for every service, from the small No. 5915, at- 
tached to Milady’s vacuum cleaner, to the power- 
ful KNOSTRAIN for industrial service. All 
Hubbell Caps have strong, large contact screws, 
and liberal knotting space. Hubbell Bases and 
Connector Bodies have the Concealed Contacts, 
Individual Contact Chambers, and Double 
phosphor-bronze Contact Springs. 





5915 
Complete 








6061 
6116 Exploded View 
Complete “KNOSTRAIN” 





HARVEY HUBBELL 


ELECTRICAL (@py) SPECIALTIES 


BRIDGEPORT CONN, U.S.A. 





2202-U 
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Here are representatives from each branch of the lighting fixture industry ar- 
ranging the details of the Lighting Fixture Market which will be held in Milwaukee, 


Jan. 80 to Feb. 4. 


At the left is C. H. Hofrichter, secretary of the National 


Council of Lighting Fixture Manufacturers; in the center is J. L. Wolf, secretary 
of the Lighting Fixture Dealers’ Society of America, and at the right is Mr. 


Ferris, representative of the Illuminating Glassware Guild. 


If you’re anywhere 


near the Cream City the first of next month better drop in and see the big show 


and all the lighting fellows. 





outlets in the home. A special com- 
mittee to handle this line of activity 
was created and instructed to start 


work at once. 
* * * 


To Regulate Retail Dealers 


Regulation of retail stores selling 
electrical supplies, in order to prevent 
inferior material being sold, is pro- 
vided for in an ordinance which is 
to be considered by the city commis- 
sioners of Portland, Ore., soon. After 
an investigation made by L. W. Going, 
chief electrical inspector of the city, 
it is said to have been conclusively 
shown that many small retailers ave 
selling electrical supplies of inferior 
quality which do not comply with the 
specifications of the building code and 
tend to increase the fire hazard. The 
ordinance provides for a license fee 
from all dealers in electrical supplies. 
Cancellation of permits granted is the 
penalty for selling material not com- 
ing up to the specifications of the 
building code. 


+ * * 


Federal Power Commission 
Makes Report 


A review of the organization and 
work of the Federal Power Commis- 
sion up to Nov. 1, 1921, is contained 
in its first annual report, just issued. 
On this date 260 applications had been 
filed with the commission, of which 185 
were for preliminary permits and 75 
for licenses. After deducting con- 


cations, those on file aggregated 
11,060,000 primary hp. and 16,826,000 
hp. of estimated installation. Of these 
applications, 8i affect navigable riv- 
ers, 100 public lands, 26 Indian reser- 
vations and 158 national forests. The 
projects are situated in 33 states, the 
District of Columbia and the territory 
of Alaska. Up to Nov. 1 final action 
had been taken on 89 applications, of 
which 81 were acted on unfavorably. 
The 58 projects authorized aggregate 
1,415,600 primary and 2,627,000 in- 
stalled hp. 


* * * 


Open Forum for Pennsylvania 
Contractors 

The executive committee of the 
Pennsylvania State Association of 
Electrical Contractors and Dealers has 
accepted an invitation from the Lehigh 
Valley District Association to hold its 
next annual meeting in Allentown, Pa. 
The convention will be held Feb. 15, 
with headquarters at the Hotel Allen. 
Following the usual _ get-together 
luncheon there will be a business ses- 
sion, with an open forum, and an elec- 
trical industry dinner at 6 p.m. M.G. 
Sellers, 1518 Sansom street, Philadel- 


phia, is secretary. 
* * * 


New Store at Ann Arbor 


C. J. Cannon, formerly electrical 
engineer for the Hupp Motors Co., has 
opened an up-to-the-minute electrical 
store at 115 West Liberty street, Ann 


flicting, rejected and withdrawn appli- Arbor, Mich., which will be known as 


the Cannon Electric Service Corp. 
The firm, which is the successor to 
Walker & Co. of that city will func- 
tion both as contractor and dealer, but 
with each branch entirely segregated 
from the other. Mr. Cannon will 
supervise the contracting end, while a 
competent head has been placed in 
charge of the merchandising end. The 
company also has an electric auto- 
motive service department, which is 
operated separate from the other two 
phases of the business. The grand 
opening of the company was held 
Dec. 10, 1921. The new company has 
largely been sponsored by J. F. Lamar 
of the A. T. Knowlson Co., Detroit 
jobber. 


* * * 


Carrier Current on Transmis- 
sion Line 

Application of the “carrier-current”’ 
system of telephony as a means of more 
effective communication between gen- 
erating stations and distribution cen- 
ters was demonstrated for the first 
time at the plant of the General Elec- 
tric Co., Schenectddy, N. Y., last 


month, before a group of about 




















No, sir-ee! None of the cold and 
watery for R. H. Rice, even though ap- 
pearances are agin’ him. F. S. Hardy & 
Co., of Boston, made it clear in the begin- 
ning that being a city salesman didn’t in- 
clude doing a Brodie off the bridge. So 
Rice only visits the spot because it is a 
good point from which to look for storms. 
The last one that swept New England 
blew a nice fat order for pole hardware 
and wire his way—just like manna from 
heaven. “Ain’t nature wonderful!” he re- 
marked. 
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Sell "Em Something More 
Here’s Three Good Ones 


$3.75 $3.75 $3.75 


Tucker’s Nickel Plated Hot Plate, complete 
with stand. A real one-burner electric 
range. You can cook anything on it. 

















Iranium element guaranteed for one year. Either electrify a gas or oil stove in one 
minute or use it like an ordinary electric hot-plate. 


A real substantial outfit. 


Tucker’s Efficient 
Warming Pad 


All Wool Sanitary Gray Cover. 


Holds the heat and wears like iron. The 
Unit will not rust or corrode. Can be 
twisted, folded or rolled without harm. 
It cannot be shorted. 


Heats universally on Low, Medium or 
High—our own Thermostat. Cutler- 
Hammer, 3-Heat Switch. 





Tucker’s Violet Ray Generators 


Scientifically Perfect. Strong and Sturdy. Equipped with ap- 
propriate applicators and furnished in handsome and durable 





carrying cases. Three styles and sizes to sell at $10, $15, $30. i 
Fully guaranteed. Made under Rogers’ Patents. We do not 
infringe. 





Write for Special Terms to Jobbers. 


The Tucker Manufacturing Co. 


1372 West 3rd Street : : CLEVELAND, OHIO 


METROPOLITAN DISTRICT Representatives EASTERN PENNSYLVANIA 
P. A. Cooper, 595 Decatur St., NEW ENGLAND & MIDDLE Jack J. Weiner, 6524 Allman St., 
Brooklyn, N. Y. WEST Philadelphia, Pa. 

PACIFIC COAST OFFICE: The Standard Sales Co., CHICAGO OFFICE: 
U. S. Electric Co., 710 Polk St., 6 Beacon St., 105 W. Monroe 616 North Michigan Boulevard, 


San Francisco, Calif. Boston Chicago Chicago, Ill. 
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J. W. Clark, who has been identified with the electrical supply and contracting 
business for many moons, has blossomed out with George Bracken, formerly with 
the Wisconsin-Minnesota Light & Power Co., in a brand new retail store at La Crosse, 
Wis. They cali it the Rivoli Electric Shop, and from the photo it looks as classy 


as the name. 





twenty-five central-station cpmpany 
executives, engineers and radio men. 
Communication was effected between 
the power house in the General Elec- 
tric plant and the hydroelectric station 
of the Adirondack Power & Light 
Corp., at Schaghticoke, N. Y., 38 miles 
distant. Conversation between these 
points was carried on freely in both 
directions. The superimposed or “car- 
rier” current was impressed on the 


high-voltage transmission line. 
* * * 


Electrical Code to Cover Acci- 
dent Hazards 

A motion to develop the National 
Electrical Code to cover both accident 
as well as fire hazards was passed at 
the meeting of the electrical committee 
of the National Fire Protective As- 
sociation in New York last month. A 
committee was formed to pass upon 
distinctly new forms of equipment not 
covered by the present rules with a 
view to recommending trial installa- 
tions, where the local authorities are 
willing, without waiting until a new 
code is issued. 

* * * 


Electrical Show at St. Louis 


Arrangements for the electrical 
show to be given in the St. Louis Coli- 
seum March 20-25, under the auspices 
of the St. Louis Electrical Board of 
Trade, being made definitely. 
General E. J. Spencer, secretary-man- 


ager of the Board of Trade, will be 


are 


directly in charge of the operation of 
the show, and he states the number of 
reservations on hand at present indi- 
cates that the success of the show will 
be complete. 

* * # 
Commercial Section to Meet in 


New Orleans 


A meeting of commercial electrical 
men has been arranged by the Elec- 
trical League of New Orleans to be 
held at the Grunewald Hotel, Jan. 
17-20. The basis for this gathering 
will be the meeting of the bureaus and 
committees of the Commercial Section 
of the National Electric Light Associ- 
ation. The wiring committee of the 
N. E. L. A. is to meet Jan. 17, the 
bureaus and committees of the Com- 
mercial Section on the next two days 
and the section’s executive committee 
on Jan. 20. 

* * * 
Report Made on St. Lawrence 
Power Project 

In a report tendered to the Inter- 
national Joint Commission the cost of 
making the St. Lawrence River nav- 
igable to deep sea vessels from Lake 
Ontario to Montreal was set at 
$253,000,000. The improvements sug- 
gested in the report provided for a 
channel depth of 25 feet, a series of 
nine locks, 38 miles of canals, 40 miles 
of lake channel, and 108 miles of river 
channel. The recommendations also 
contemplate the development of a 


power plant capable of producing 
1,464,000 horsepower, or 40 per cent 
of the potential power in the St. Law- 
rence. The plant is to be located on a 
great dam at Long Sault Rapids. 


eo #*.-® 


New Home for Hub Company 

The three-story building at 558 
Melrose avenue, New York City, has 
been acquired by the Hub Electrical 
Supply Co., formerly at 616 Courtland 
avenue. According to Martin New- 
man, who is connected with the com- 
pany, the retail store will be discon- 
tinued so that the entire business may 
be devoted to electrical jobbing. The 
Melrose avenue building will be al- 
tered and improved. 

* * & 


Inventory to Be Made of Elec- 
tric Power Resources 

An inventory of the electric power 
resources of the nation, particularly 
those that are easy of development, is 
being planned as a war-preparedness 
measure through a co-operattive agree- 
ment between the Electric Resources 
Committee of the National Electric 
Light Association and the engineering 
division of the War Department. The 
inventory will be a result of the re- 
quest of the chief engineer of the War 
Department that a plan be devised so 
that district engineers of the depart- 
ment in the industrial centers can ob- 
tain information on power resources 


in case of war. 
* * * 


Edison Medal Awarded to 
C. C. Chesney 


The Edison Medal, given for meri- 
torious service in electrical science or 
electrical engineering or electrical art, 
has been awarded for 1921 to Cum- 
mings C. Chesney, chief engineer and 
general manager of the Pittsfield 
Works of the General Electric Co. 
This award, which is made by a com- 
mittee of twenty-four members of the 
American Institute of Electrical En- 
gineers and which is among the high- 
est honors of the kind in the field of 
electrical engineering, was made to 
Mr. Chesney for his work in the de- 
velopment of transmission apparatus, 
generators, condensers, transformers 
and converters during his association 
with the late William Stanley of the 
Stanley Electric Manufacturing Co., 
of Pittsfield, Mass., which concern was 
amalgamated some years ago with the 
General Electric Co. 
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We'll Meet You 


at the 


Lighting Fixture Market 
Milwaukee, January 30—February 4 


a 4 


R. L. M. Standard Dome 


Reflector Socket Reflector Socket 








Ben-Ox Basic Element in 








Ben-Ox Ceiling Unit With 
hain 


Ben-Ox Keyless 
Sock 








bw exhibits of the Benjamin Electric Mfg. 
Co., at the Lighting Fixture Market, will 
aim to be acontribution to the intensive study 
of material available to meet many require’ 
ments in Commercial and Industrial Lighting. 


Thus, such equipment as the R. L. M. Dome 
Standard, Deep Bowl, Shallow Bowl, Fluted Bowl, 
Cone and Angle Units in Reflector Socket and 
Shade Holder Types will be shown, applicable to 
all general requirements of Industrial Illumination. 


For special purposes, in unusual factory and other 
industrial installations, there will be the Dust Proof 
Mill Type and Gas and Vapor Proof Fixtures; Type 
R. R. Threaded Fixtures, for installations where a 
sturdy, weatherproof separable fixture is essential; 
the Elliptical Angle Reflector Socket for the light- 
ing of areas from the side and for bill-board and 
sign lighting. 


The Ben-Ox Line of Interchangeable Lighting Devices 
will be shown complete—an innovation worthy of 
special study—be sure to look this over carefully. 


Then for store lighting and color matching, there 
will be the Dalite fixture and, also, the Show Case 
Sectional Lighting Unit. 


These and many other lighting specialties the visitor 
is cordially invited to inspect. Benjamin represen- 
tatives will be glad to meet you. 


BENJAMIN ELECTRIC MEG. CoO. 


847 West Jackson Blvd., 


CHICAGO 
247 W. 17th Street 580 Howard Street 
New York San Francisco 


BENJAMIN 
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Notes About Jobbers 


New York Merger Off 


It is reported that plans for the 
merger of three New York distributers 
and one Newark distributer of the 
General Electric Co. have been de- 
ferred. The companies concerned are 
E. B. Latham & Co., Sibley-Pitman 
Electric Corp., and Royal Eastern 
Supply Co., all of New York City, and 
Tri-City Electric Co., Newark, N. J. 
It is understood that the plans were 
laid aside because several of the ex- 
ecutives of the companies concerned 
were of the opinion that the merger 
would not be advantageous under pres- 
ent business conditions, and because 
difficulty was experienced in establish- 
ing a satisfactory basis for consolida- 
tion. There is a possibility that the 
meiger will be reconsidered when busi- 
ness conditions are more nearly nor- 


mal. 
* * * 


Salesmen Meet in Northwest 

Two meetings of jobbers’ salesmen 
were called by the Northwest Elec- 
trical League, the first being held in 
Seattle, Wash., Nov. 19, with an at- 
tendance of 40, and the second in 
Portland, Ore., with an attendance of 
30. Auxiliaries are being planned in 
Tacoma and Spokane, and meetings 
will be held at least once every two 
months. 


Constructive work will be at once 
undertaken along the line of sales 
round tables in order that successful 
salesmen may contribute their ideas 
and experiences to the entire group. 
The relation of the jobber’s salesman 
to the contractor-dealers will also re- 
ceive a considerable share of attention, 
for the salesman is in a position to 
obtain the confidence, information and 
co-operation helpful to the merchan- 
diser of appliances. The activities of 
the Northwest Electrical Service 
League, of which Stephen I. Miller is 
manager-secretary, may likewise be 
advanced by a full understanding of 
the program of development. 

* * * 


Automatic Electric Co. Enters 
Supply Business 

After many successful years in the 
business of manufacturing and selling 
automatic telephone systems, the Auto- 
matic Electric Co., 947 West Van 
Buren street, Chicago, has gone into 
the wholesale electrical supply busi- 
ness. 

“The organization of a department 
for the sale of electrical supplies of 
all kinds,” says Automatic Telephone, 
the Automatic Electric Co.’s house or- 
gan, “is by no means an innovation 
with the Automatic Electric Co. 

“It was many years ago that the 








Believing that contractor-dealers (excuse us, we mean electragists) think that busi- 
ness in store and window lighting equipment is, as Sambo would put it, “jes’ about 
the scarcest thing what ain’t,” the Krich Light & Electric Co., Newark, N. J., has its 
salesman all worked up over a store lighting campaign. First they fed ’em the chow, 
then a lot of good sales dope, and now they’re going 40 miles an hour, with no stops. 
If you’re a contractor-dealer (there, we did it again) anywhere down Newark way, 


you know about it. 


Twenty-three years in the jobbing of 
merchandise lines qualifies J. H. Finley as 
manager of the new merchandise sales de- 
partment of the Automatic Electric Co. 





company first contemplated this step, 
but at that time the highly specialized 
nature of the company’s only product 
and the fact that the personnel of its. 
sales department consisted almost sole- 
ly of men trained as automatic tele- 
phone engineers, seemed to preclude 
the advisability of handling a line of 
goods requiring such diversified knowl- 
edge and experience as that required 
by a complete supply line. 

“With the development of and 
growing demand for P. A. X. equip- 
ment, and the extension of the sales 
department to handle the sale of this 
product, the matter was again brought 
up, but, due to a certain combination 
of circumstances and to changes in or- 
ganization, the plan was postponed. 

“With the recent development of 
Strowger automatic telephone equip- 
ment of the simpler type for towns. 
as small as those requiring 50 tele- 
phone lines or even less than this num- 
ber; with the opening up of a field of 
endeavor where the sales force of the 
company has been increased to cover 
fully large and small towns in all sec- 
tions of the country; and at the re- 
quest of many of our customers, the 
time has arrived when, if we are to 
render worth while service to them, it 
is imperative that we be in a positiom 
to furnish not only those products of - 
our own manufacture as in the past, 
but to add to these, other allied lines, 
and in other ways to improve our serv- 
ice facilities. 

“With this in view, arrangements. 
have been made to handle everything 
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Now,When Christmas Sales are Over 
Hemco Twin- Lites sell faster than ever 


For a quick turn-over item in January, tell 
your customers to put in a Hemco Twin-Lite 
window display. Most appliances pass their 
peak at Christmas. But January is one of the 
biggest selling months for Hemco Twin-Lites. 


By this time everyone who received a lamp or 
electrical appliance for Christmas has found 
he or she must have one or more Twin-Lite 
Plugs for real convenience in connection. 














HEMC 


WIN-LITE 


| HEMCO is on Every Twin-Lite | 


MADE OF CONDENSITE 
WILL LAST A LIFE TIME 











“ + 
1S on Every 
Tell your dealers to bring Twin-Lite Plugs 
to people’s attention and they will be surprised 


at the volume of after-Christmas profits they 
can bring in. 


Now is the time for dealers to put in a Twin- 
Lite window display. Our new and attractive 
display material will make it easy for them. 
It stops the passer-by and brings him in with 
his money in his hand. 


HEMCO Twin-Lite Plugs are moulded in 
one piece of Condensite—unbreakable—not af- 
fected by heat or moisture. Fit any socket. 


GEORGE RICHARDS & CO. 
Dept. 16, 557 West Monroe St., Chicago, Ill. 


GEORGE RICHARDS & CO., Pacific Coast Agents 
344 E. 40th Street, GEORGE A. GRAY CO., 
New York City 589 Mission St., San Francisco 
New England Agents 


PETTINGELL-ANDREWS CO., 
Boston, Mass. 
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George S. Pritchard, who has been ap- 
pointed manager of supply sales depart- 
ment of the Automatic Electric Co., Chi- 
cago, is well known to the electrical trade 
in the Middle West. 


' 





that telephone companies, electrical 
contractors or electrical dealers may 
require; for our business relations are 
as much with electrical contractors and 
dealers, through our P. A. X. sales- 
men; as with telephone companies, 
through our main exchange and C. A. 
X. salesmen. 

“The men back of the merchandis- 
ing department are experts in their 
own lines and have acquired a know]l- 
edge of the telephone and electrical 
supply field that only long years of 
experience and wide acquaintance can 
give. With these men at the service 
of our clients there are few possible 
conditions wherein they will not be of 
great assistance.” 

J. H. Finley and George S. Pritch- 
ard are in charge of the new jobbing 
department. Both are men of long 
experience in the electrical supply 
business and admirably qualified to 
direct the destinies of the new depart- 
ment. 

Mr. Finley’s experience covers a 
period of 23 years, 14 of which were 
spent with the Western Electric Co. 
Like Mr. Finley, Mr. Pritchard was 
for many years with the Western 
Electric Co., Chicago, where he was 
well known as pole-line hardware spe- 
cialist. More recently he was con- 
nected with W. N. Mathews & Bro. 
of St. Louis. 

The scope of the Automatic Electric 
Co.’s supply department will be na- 
tion-wide. The company at present 


11 branch offices out of which 
This number will 


has 
travel 33 salesmen. 
be gradually increased. 

Already the company has made 
connections with many of the coun- 
try’s largest and most reputable manu- 
facturers of electrical supplies. The 
number of lines handled will be rapid- 
ly increased and it is expected that by 
the latter part of the spring the com- 
pany’s service will include everything 
electrical from fuse plugs to washing 
machines and heating devices. Each 
department in the supply end of the 
business will be placed in charge of 
an experienced manager. Further an- 
nouncements are to be made later when 
the Automatic Electric Co.’s new de- 
partment is more securely established. 


* * *% 


Adds Wireless Department 


Appreciating the steadily increasing 
demand for radio equipment, the 
Swords Bros. Co., Rockford, Ill., has 
added a wireless department and will 
carry all types of standard wireless 
equipment. The company has erected 
two 60-ft. towers on its building and 
will have one of the best and most 
complete receiving stations in northern 
Illinois. The wireless department is 
in charge of D. B. Oliver, assisted by 
E. A. Ringenberg, both of whom have 

a 


had extensive experience in radio 
work, 
” * *” 
Iowa Jobber Changes Firm 
Name 


The Iowa Electrical Supply Co., 
203 Grand avenue, Des Moines, Iowa, 
has announced a change in its firm 
name to the Collins Electric Co. 
There has been no change in the own- 
ership or management of the company, 
John Collins continuing as president, 
and Edward Collins secretary- 
treasurer. 


as 


* * * 


Wetmore-Savage Conference 

Department heads, executive officers 
and affiliated manufacturing repre- 
sentatives of the Wetmore-Savage 
Co., Boston, held a sales conference 
during the latter part of December. 
The principal topics discussed were 
the recent advances in electrical ap- 
paratus and appliances which can be 
featured in 1922 sales. The general 
opinion was that a gradual improve- 
ment in business is to be expected this 
year. 

Besides representatives of Wetmore- 
Savage, the principal speakers in- 
cluded J. F. Lamb and F. J. Wachter, 
vice-presidents, Landers, Frary & 
Clark, New Britain, Conn.; B. G. 
Kogamanhoff, general sales manager, 








The Iron City Electric Co., Pittsburgh, is proud of its organization. 


Gradually built 


up to keep pace with growing business, it was prepared to meet the rush and hustle 
of abnormal war conditions, and, now, during the period of readjustment, it not only 


has kept the personnel together but has not reduced salaries. 


In other words, this 


institution has faith in the future and realizes the value of those trained to its routine 
and policies—these sound principles and the foresightedness of the executives cannot 


fail. 
to the office boy. 


The illustration shows the entire Iron City Electric family, from the president 
The bottom row is the clerical force, the second row the sales force, 


the third row the “board of strategy”’—from left to right, C. S. Showalter, auditor; 
W. I. Bickford, secretary and treasurer; C. W. Ridinger, president; W. H. Bechtold, 
general sales and purchases, and J. H. VanAernam, sales promotion manager—and 
the rear row is the shipping and receiving department men, including the truck drivers. 
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PATENTED PRODUCTS 
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CAST METAL OUT-DOOR LIGHTING FIXTURES 


Suitable for: Apartment Buildings, Residences, Industrial Plants, Ware- 
houses, Factories, Garages, Public Buildings, Institutions, Churches, Etc. 


A Page of “HERWIG’”’ PRODUCTS Taken from the 150 Designs shown in Our 
NEW CATALOGUE No. 12—SEND FOR IT 


HERWIG ART SHADE & LAMP COMPANY 


2140 North Halsted Street Chicago, IIl., U. S. A. 
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Statler Hotel in Buffalo, made by McCarthy Bros. & Ford, who will install electrical equip- 
It proved to be one of the best attention-getting displays ever made by that company. 





and J. F. Patrick, New England sales 
manager, Benjamin Electric Manufac- 
turing Co., New York; J. H. Trum- 
bull, president; Frank Wheeler, vice- 
president, and L. L. Brastow, sales 
manager, Trumbull Electric & Manu- 
facturing Co., Plainville, Conn.; W. 
W. Mumma, general sales manager, 
Robbins & Myers Co., Springfield, 
Ohio; James Tuohey, New England 
representative, Holophane Glass Co., 
Newark, Ohio, and Messrs. Stryker, 
Moore and A. W. Marcou of the 
Bryan-Marsh Division, National Lamp 


Works, Boston. 
* * * 


Electrical Construction Work 
Displayed 

It has always been found to be 
quite a problem to design a window 
display appropriate for showing the 
engineering and construction work 
done by jobbing houses that have a 
department of this kind. The mere 
display of the material and apparatus 
used in electrical construction projects 
would not be attractive, and its usc 
would be difficult to explain in a win- 
dow exhibit. 

But sometimes opportunities present 
themselves for displaying the work of 
an electrical construction department. 
Recently McCarthy Bros. & Ford, 
Buffalo, N. Y., secured the contract 
for the electrical work to be done in 
the Statler Hotel now being erected in 
that city. It was the largest electrical 
contract of its kind that has ever been 


awarded in western New York, and F. 
D. O’Dea, retail manager for the com- 
pany, thought it would make a good 
subject for a window display. A 
model of the hotel as it will appear 
after being finished was made of 
beaver board in exact proportion and 
with particular attention to detail. 
The lighting was carefully designed, 
small standards being secured for the 
street lighting. A number of minia- 
ture automobiles, trucks, horses and 














It used to be spurs that made the mare 
go on the Nebraska buffalo grass years 
ago, but now it’s lead and electrolyte that 
puts the zip in the autos that cavort out 
that way. So nothing would have it but 
C. Z. (Woody) Woodworth, manager of 
the battery department, The McGraw Co., 
Omaha, show a display at the Nebraska 
State Fair at Lincoln last fall. And here’s 
what he showed ’em. 


wagons are distributed on the “street,” 
giving a good sense of proportion and 
a natural setting to the model. 

The large sign on the left carries 
the following wording: “We have 
been awarded the contract for the 


complete electrical equipment and in- 
stallation of same for the new Statler 
Hotel being erected on the site direct- 


ly opposite this store. This is the 
largest electrical order of its kind ever 
awarded in Buffalo. The electrical 
apparatus was designed and will be 
installed by our engineering depart- 
ment. Our organization is capable of 
serving your ‘Electrical Needs,’ no 
matter how large or small.” The 
other two signs tell of the hotel fea- 
tures and the electrical equipment. 
* * * 


Boston Jobber Incorporates 

The A. P. Merchant Co., Boston, 
Mass., has been incorporated with a 
capital stock of $100,000, and will 
handle a line of electrical supplies. 
The officers of the company are A. P. 
Merchant, president, and F. W. John- 
son, vice-president and treasurer. 

* %* * 


New York Firm Changes Name 


The Metropolitan Electric Appli- 
ance Corp., 246 Third avenue, New 
York City, has changed its name to 
the Metropolitan Electrical Distribu- 
tors. The company carries an exten- 
sive line of electrical supplies and is 
distributor for the Arrow Electric Co., 
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END a Wireman out on a job of Exposed 4 or % Conduit 
Wiring, give him the three types of T & B Conduit Bodies 
“with Couplings and a small assortment of Covers, and he is 
equipped to complete | the work. 
Every combination u Exposed Wiring can be made by 
him, with these thr 
Bodies. 
All standard 
mounted by him wi 
He will do Junct 
T & B Conduit,’Bodi 
He can exténd b ai he desires, and work out 
of corners, and around ructic easily with T & B Conduit 
Bodies. ~ 
If he needs a rf ft he tlet he can make in an ins- 
tant witha T&B 
At no time is 


duit Bodies, Covers 4 : 
Couplings used onan it Bodies are so designed 
rf ‘ Hy without disturbing the 





‘stocking’ T & B Conduit 
5 ges only a small investment to 
carry them, and with fhe a Dealer is in a position to 
satisfy every demand foR—egnaultuodies, to be used with 4 or % 
Conduit Exposed Wiring, sss" 
A small investment, a quick turnover, and no-comebacks, is 
what the live Dealer looks for. 


Wire or write for particulars to us, or our nearest agent. 


AGENTS 
on B ao COMPANY 
ace, Los Angsics, Seatti® 
RE * 7 $ "BRowaiD -e° » DOHER 

















Your Trade Is Waiting 





The tremendous interest shown in the ELECTRIC TOM) 
IRON will make it easy for you to impress your dealers with 
possibilities of this versatile device. 


The ELECTRIC TOMMY IRON performs hundreds of dut 
that were heretofore impossible. It is quick, convenient, and a1 
body can use it. It sells on sight. 


The accompanying illustrations show only a few of its applicati 


and are convincing proof of its great convenience and efficie 
in the home, store, school, factory and hundreds of other plac 


Wide-awake salesmen are al 
TOMMY IRON. It assure: 
to 


JOBBERS: Write us for ou 








TOMMY IRON MAN 


1416-1418 PINE S 





’ 





the Electric Tommy Iron 


is non-competitive—nothing like it on the market. 


omplete with*attachments for both upright and flat surface iron- 
ing, six foot extension cord, wooden base and clamp, highly 
polished, nickel plated. Length 12 inches, weight 5 lbs. when 
packed for shipment in individual box. 


is popularly priced at $9.25, which puts it within reach of every- 


he manufacturers of the ELECTRIC TOMMY IRON have in- 
stituted a strong Jobber Policy. 


ire@ sales and big profits to you and 
ouse. 


TURING COMPANY 


, ST. LOUIS, MO. . 
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O. Fred Rost put on a wireless show at Newark in December. 


He loaned the manu- 


facturers the use of the Newark Electrical Supply Co.’s assembly hall, and over 9000 


came to stop, look and listen. 


thing, and receiving sets are takng the place of victrolas in the family circle. 


As an indoor sport “listening in” is becoming quite the 


The 


demand is so great that equipment is at a premium. 





Metropolitan Electric Manufacturing 
Co., American Circular Loom Co., 
Collyer Wire Co., Pratt Chuck Co., 
Simplex Electric Heater Co., Man- 
ning-Bowman & Co., Diehl Manufac- 
turing Co., Plaut Manufacturing Co., 
Metric Lights, Federal Electric Co., 
and Edison Mazda lamps. 
* * * 

New Jobber at Philadelphia 

The Colonial Electric Co. is the 
name of a new jobbing house estab- 
lished in Philadelphia and which 
opened its doors Jan. 8. The concern 
was organized by Edward J. Coyle, 
president, late sales manager of the 
H. C. Roberts Electric Co.; Roy W. 
Grosset, secretary, late manager of the 
Frank H. Stewart Electric Co.; Earl 
Wilson, treasurer, and Martin Nice, 
both former salesmen for the Roberts 
company. The company has its offices 
and warerooms at 932 Arch street. 

* * * 
Wireless Show Held by 
Newark Jobber 

That the public is greatly interested 
in wireless telephone equipment was 
evidenced at a wireless show recently 
held under the auspices of the Newark 
Electrical Supply Co., Newark, N. J. 
The sudden and unprecedented de- 
mand has taxed the facilities of manu- 
facturers of such equipment, and 
numerous small and generally irre- 
sponsible concerns have sprung up, 
resulting in the unloading on the inno- 
cent public of much imperfect and 
unsatisfactory equipment. To give the 
public an opportunity to inspect wire- 
less material in a place where it would 
not be urged to buy, O. Fred Rost, 
general manager of the Newark Elec- 
trical Supply Co., suggested to a num- 
ber of pioneer manufacturers that they 


might use its assembly for running a 
show. 

The following concerns made ex- 
hibits: Adams-Morgan Co., American 
Radio & Research Corp., C. Brandes, 
Inc., De Forest Radio & Telegraph 
Co., J. Firth & Co., W. J. Murdock 
Co., Omnigraph Co. of America, Radio 
Corp. of America, Radio Manufactur- 
ing Co. and Willard Storage Battery 
Co. No charge was made for the 
building, lighting equipments or at- 
tendants, it being specified that no ad- 
mission be charged and that no sales 
be made at the show. 


During the progress of the show, 
which was kept open to the public for 
three weeks, there was a total attend- 
ance of over 9,000. The exhibitors 
who had apparatus in actual operation 
received a great deal of indirect sales 
benefit. 

The results of the show indicate 
there is a vast amount of educational 
work to be done among manufacturers 
of wireless equipment to show them 
that for a permanent and steadily in- 
creasing volume of business - they 
should look to electrical channels for 
the distribution of their products, 


* * * 


Columbus Jobbers Organize 


Electrical jobbers at Columbus, 
Ohio, have formed an association, of 
which A. E. Loeb, vice-president of 
the Avery & Loeb Electric Co., has 
been elected president, and V. G. 
Eastman, sales manager of the Erner 
& Hopkins Co., has been elected sec- 
retary. 

* * * 
Wilson Joins Alpha 

Henry Wilson, formerly salesman 
for the Royal Eastern Electrical Sup- 
ply Co., 114 West 27th street, New 
York City, has resigned to join the 
forces of the Alpha Electric Co., 151 
West 30th street, New York City. 








Twelve reasons—count *°em—why business is good with the Union Electric Supply 
Co., Providence, R. I. Early in 1921 President M. F. Falk told these time-tried go- 
getters that a 15 per cent cut in salaries to all in the organization would be in order. 


“Cut,” they said, “if cut you must.” 


Then some one suggested “No vacations—and 


everybody hustle.” Did they do it? On Dec. 24 Mr. Falk wrote: “Our sales organiza- 
tion did push the ball across the line, making possible for us to pay back to all our 


employed the 15 per cent cut in salary.” 


Bottom row (left to right): 


R. L. Holmes, 


C. B. Lord, J. S. Wells, W. B. Reynolds; middle row: Jack Daniels, Tom McCartin, 
D. McIntosh; top row: M. F. Falk, Howard Young, R. C. Craig, Roy Flight, S. H. 


Jenks. 
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Announcing the 
Arrow Toggle Switch 


ANOTHER Arrow product that adds to 
the convenience of modern wiring de- 
vices. 


Arrow Toggle Switch 
Catalogue No. 
6176-6721 


The Toggle Switch often provides a con- 
venient way to switch a light on or off when 
the usual method of pushing a button would 
be inconvenient. 





Arrow Toggle Switches can be furnished Cituilbbiinns 
with luminous tip handles if desired. No. 6144 





THE ARROW ELECTRIC CO. 
HARTFORD, CONN. 


.RROW 


The complete line o Wiring Devices 
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Business Outlook for 1922 


(Continued from page 11) 


crease in the number of small concerns 
that are going to take advantage of the 
lower manufacturing costs and work on a 
lower overhead than other older manufac- 
turers and distributors can operate upon. 
The latter must meet this competition by 
using their greater intelligence and longer 
experience to improve manufacturing proc- 
esses whereby they can produce better 
goods at a lower price and invent improve- 
ments in their material that will counter- 
act and outdistance the lesser material on 
a low price basis. 

For us in the electrical field, building is 
necessary, and the economic feature of 
building centers around what is done by 
building trades, both employer and em- 
ployee. Until material and labor come 
down mighty few people are going to build 
for investment. 


W. C. Bryant 
The Bryant Electric Co., Bridgeport, Conn. 

As to prospects in the electrical industry 
for the coming vear, I think the most im- 
portant economic factors, and those that 
will most favorably affect the business 
situation, are: Readjustments of world- 
wide policies; the easing of money; in- 
creased activity in the building line as evi- 
denced by the Dodge reports; readjust- 
ment of the rates of labor, especially in 
the building crafts; and, of especial im- 
portance, reduction of railroad freight 
rates. My opinion is that we have turned 
the corner and are on the road to a rea- 
sonable prosperity. It will be very diffi- 
cult, however, to make a profit on most 
lines of the electrical industry until the 
executives of the various producing and 
distributing companies realize that the pol- 
icy of distributing goods must continue tn 
an orderly manner, and according to rules 
long established as the only safe ones to 
follow. In times of a low volume of busi- 
ness there is great temptation to depart 
from these orderly methods and try erratic 
moves, which only disturb business condi- 
tions and do not produce the desired re- 
sults. 

I am an optimist for the year 1922. I 
believe it will be only a comparatively 
short time before the rapid increase in the 
use of electricitv will bring to the electrical 
industries a volume of business that will 
be very gratifying. There may be some 
slight reactions, but the general trend of 
the curve of business will be upward. 


Earnest L. Clark 

President, Valentine-Clark Co., Spokane. 

Power companies and consumers are 
finding it cheaper to transport power on 
pole lines than to carry coal and oil via 
railroads. This means large development 
of water power where available, and pos- 
sible erection of steam plants in close 
proximity to mines. With increased rates 
allowed public service corporations, ample 
revenue is obtained to make an excellent 
showing in earnings, which has attracted 
large investors as well as local small con- 
sumers, resulting in good-will for the utili- 
ties. Costs on everything that enters into 
electrical development are very much lower 
than they were a year ago, and, in fact, 
are nearly down to pre-war basis. This, 
together with lower wages, which are 
brought about by lower living costs, will 


permit of construction and extension at 
reasonably satisfactory basis. Last but not 
least, the gradual stabilizing of freight 
rates all tend for an unusually large de- 
velopment in electrical power properties 
for the season of 1922. 


R. T. Calloway 
Sales Manager, Electrical Engineers 
Equipment Co., Chicago. 

During the last few months we have no- 
ticed some noticeable improvement in busi- 
ness, but this has been coming on very 
slowly. We believe prosperity, as a gen- 
eral rule, is nothing less than a state of 
mind. Our company, together with other 
manufacturers, some time ago arranged 
discounts at a point where it is now selling 
at pre-war prices. If the right kind of 
propaganda were spread throughout the 
electrical trade to the effect that we have 
reached the bottom in prices that there 
would shortly be an increase in buying on 
the part of the industry, and we would 
soon be back to normal conditions. 


Rex J. Cole 
General Manaaer, Duplex Lighting Works 
of General Electric Co., New York City. 


It seems to me that the following facts 
would most warrant optimism in regard to 
1922 business: (1) Strong bond market 
and easing in money rates, which show 
that investment funds are accumulating 
and are available for construction work 
and the financing of companies which have 
been obliged to practice a policy of forced 
economy during 1921. This financing 
should have a beneficial effect for general 
business, in that it would permit a resump- 
tion of more normal buying. (2) The 
generally low level of raw material costs 
which is stimulating building. (8) Increas- 
ing building activity, particularly residen- 
tial building. 

Opposed to these favorable factors, there 
must be considered, of course, the fact 
that labor costs in building trade will have 
to be further reduced before maximum 
building activity may be expected, and also 
that the present transportation rates are 
a detriment rather than a stimulant to 
business activity. 


C. E. Corrigan 
Vice-President, National Metal Molding 
Co., Pittsburgh. 

There are very limited stocks of elec- 
trical materials in the possession of elec- 
trical distributors throughout the United 
States, because during 1920 they were con- 
servative in their purchases, limiting them 
to current requirements in various lines, 
and because of the falling off in prices on 
different products. 

There has been a large amount of new 
building construction specifications of 
various types prepared in architects’ offices 
throughout the United States, the major 
portion of which (particularly large build- 
ings) have been held up awaiting the re- 
duction of cost of building, both material 
and labor, and it has come to my atten- 
tion that these new building constructions 
will be released for bids largely the first 
half of this year, which should insure 
activity in the electrical industry. 

This country is now the money center of 
the world, and rates of interest have 


dropped to a basis which should and will 
insure “easy” funds for building require- 
ments. 

It is typical of business men in this 
country, when they have held in check ac- 
tivities such as has obtained during the 
reconstruction period, that they reach a 
period, such as I believe is now present, 
when they have determined to start activi- 
ties, and feel confident that early this year 
this will be evident in all branches of in- 
dustry. 

J. D. A. Cross 

Vice-President, Rutenber Electric Co., 

Marion, Ind. 


In the past three or four years the public 
has come to realize by actual experience that 
electrically heated appliances are practical 
labor savers instead of luxuries, and I be- 
lieve that continuance of the educating and 
advertising campaign to the consumer will 
be the greatest single factor towards in- 
creasing the heating device business in 
1922 and in years to come. 


Augustus D. Curtis 
President, National X-Ray Reflector Co., 
Chicago. 

It is time for inventory, and we should 
take stock of ourselves as well as our 
goods and chattels. Looking ahead, the 
most important factor to be considered in 
the near future is that we must all be able 
to successfully meet competition. Next 
comes the necessity, more than ever before, 
of developing latent business, because 
there will not be so much apparent busi- 
ness. This condition means that real sales- 
men will come into their own, “order- 
takers” found out and thrown into the 
discard, and that those who most quickly 
and efficiently adjust their activities to the 
changing conditions which we will meet 
along the way will prosper to the greatest 
degree. Eternally keeping “at it” and 
taking advantage of every slightest oppor- 
tunity to sell our product by every mem- 
ber of our respective organizations will 
bring success. In line with present custom 
I suggest the following slogan for 1922: 

“Every Man a Sales Man.” 


J. E, Davis 
Assistant to President, Wisconsin Electric 
Co., Racine, Wis. 

Each succeeding calendar year brings 
with it fresh ambitions, fresh resolutions, 
fresh determinations. 1922 is no excep- 
tion. But the progress to be made this 
year will be controlled not a little by the 
extent to which we recognize certain im- 
portant factors that bear upon the various 
phases of selling. One of those factors is 
“Better Merchandising.” And this will be 
affected largely by properly co-ordinating 
selling with advertising. 

Fortunate, indeed, is the salesman who 
recognizes advertising as a mighty ally, 
ever ready to aid him in his contact with 
the trade. Whether it takes the form of 
space in publications, signs or posters, di- 
rect mailing pieces, envelope stuffers or 
window displays, the specific aims and 
effect are the same. And the truly wise 
salesman is not wasting any opportunities 
to show his dealers how they can syn- 
chronize and tie up their efforts with 
manufacturers’ publicity campaigns. 

There is one other thought, and that is 
analyze your market. Investigate the sell- 
ing possibilities for new lines in old fields 
and old lines in new fields. Determine how 
many kinds of products your customers 
are actually prospects for. The electrical 
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Revolutionary in 600-volt switch con- 
struction. A complete line of 600-volt 
safety switches of ‘““Snuf-Arc’’ type A 


“SNUF-ARC” 


600-volt switches of 500-volt dimen- 
sions. Double efficiency, absolutely 
safe. 









Swinging moulded side barriers pre- 
vent side flare of arc and center bar- 
rier stretches and cuts the arc. 







Lists 30% lower than old design. 





Made of Armco Ingot Iron. 





60 Amp. 600V 
No. 60362 “Snuf-Arc’’ Type. 





The arc is broken by interposing non-conducting 
barriers in its path. The path of the arc is stretched 
to the breaking point and cut—gases cooled. 








Just_out—Revolutionary in design—get Bulletin No. 52. 


The Trumbull Electric Manufacturing Co. 
PLAINVILLE, CONN. 


SAN FRANCISCO CHICAGO BOSTON NEW YORK 
595 Mission Street 40 S. Clinton St. PHILADELPHIA 114 Liberty St. 
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industry is big and its allied products are 
many. I know that this one thought has 
opened up surprising possibilities for 
many salesmen, among whom I might men- 
tion those in power apparatus divisions. 


R. Edwards 
President, Edwards & Co., Inc., New 
York City. 


The foreign situation, including as _ it 
does adjustment of the world’s credit, will 
affect 1922 business. The disarmament 
conference action has already been re- 
flected in foreign exchange, and other and 
greater results will follow. Without the 
foreign business which can only be ob- 
tained when the credit situation has been 
adjusted, many, if not all, sections of the 
country are under a severe handicap. The 
liquidation of labor is essential to the 
proper adjustment of the cost of living. 
A further readjustment of business meth- 
ods and competitive conditions to eradi- 
cate the existing practice of “business at 
any price.” A knowledge of the true cost 
and expense of doing business is impera- 
tive, as is an energetic earnest effort to 
obtain and create business on a_ business 
basis, with due regard to the proper func- 
tioning of the natural subdivisions of the 
industry. 

Frank D. Fagan 

Vice-President and General Manager, 

Edison Storage Battery Co., 


y 


Orange, N. J. 


It is my opinion that the adjustment and 
lowering of the railroad freight rates and 
final and definite settlement of the tariff 
question are two most important factors 
which will contribute to the stabilizing and 
increasing of business in this country. 


Chas. Franck 
Holophane Glass Co., Inc., 
New York City. 

It is my opinion that 1922 will be a 
year of keen competition and that it should 
be the endeavor of the electrical jobber to 
meet such competition not by the old- 
fashioned method of price cutting or un- 
derselling his fellow-jobber, but rather by 
means of rendering creative sales co-opera- 
tion. The organization which will render 
most assistance to its clientele through 
high-grade representatives should be more 
successful than the competitor who is just 
out for selling a bill of goods. 


Manager, 


John J. Gibson 
Manager Supply Department, Westing- 
house Electric € Manufacturing Co., 
East Pittsburgh, Pa. 


The outlook for the coming year in the 
electrical industry is a fair one. It would 
be wrong to say that the outlook is bright, 
for the experiences of 1921, if they have 
taught us anything, have shown us the 
futility of empty optimism. The most im- 
portant element of strength in our situa- 
tion, as, in fact, it is in all lines of busi- 
ness, is our complete realization of the 
conditions which confront us. Having 
weathered the storms of 1921, we are 
better able to venture forth into the un- 
charted seas of 1922. While liquidation 
has not fully run its course, still the large 
stocks of merchandise on hand at the be- 
ginning of 1921 are almost entirely ex- 
hausted. During this vear we have been 
obliged to live on a volume of business 
which was produced by even less than 
hand-to-mouth buying. In 1922 we may 


expect at least hand-to-mouth buying, and 
that is large in this great country of ours. 
The central-station branch of the electrical 
industry has improved its position. The 
consumption of energy during 1921, com- 
pared with prior years, is most encourag- 
ing and the rate situation is improving. 
This puts the central-station companies in 
a position to spend money, and whenever 
they spend money the whole electrical in- 
dustry expands. If only labor will be 
reasonable, it is quite likely that we may 
see in the spring of 1922 a resumption of 
the building of residences, an activity 
which always makes business for every 
branch of the electrical industry. 


Wm. Gloeckner 
President, V. V. Fittings Co., Philadelphia. 


The following appear to me as of the 
most important economic factors that will 
contribute to increasing business during 
1922: 

(1) The optimistic state of mind of our 
people and return to sanity. (2) The 
general reduction in the cost of living and 
in the cost of doing business. (8) The in- 
creasing purchasing power of the dollar. 
(4) The stabilizing of home markets and 
the improvement in the foreign markets. 
(5) The further liquidation process and 
adjustment of the financial situation, espe- 
cially as concerns the larger organizations. 
(6) The increasing demand for goods, 
caused by the continual reduction of 
merchandise from the retailers’, wholesal- 
ers’ and manufacturers’ stocks during 
1921, hence reducing the heavy inventories 
carried January, 1921. (7) The needs of 
the railroads for 1922; the increasing de- 
mand for homes and greater activity in 
the building industry. (8) The reduction 
and adjustment of taxes, and the lowering 
of freight and passenger transportation. 
(9) The readjustment of wages and the 
better productive conditions permitting 
increased production at decreased costs. 
(10) Realization on the part of the people 
as a whole, that “WORK” is a dominant 
factor in bringing about better conditions 
and the return of normal times. 


F. J. Gottron 
General Manager, P. A. Geier Co., 
Cleveland. 


There appears to be an almost unani- 
mous opinion among experts that the low 
ebb of the present general business depres- 
sion has been touched, and a slow but cer- 
tain return to prosperity is to be expected. 
However, the world’s business structure as 
well as business in the United States has 
not yet recovered its equilibrium. Many 
dislocations will require time to mend. 
Foreign affairs, railroad rehabilitation, and 
federal tax legislation are among the larger 
factors barring the road to business pros- 
perity in our country. 

But we in the electrical industry have 
been and are especially favored. Our 
large market is right here in the United 
States. The per capita wealth and buying 
power of residents of the United States 
indicates sales possibilities in good volume 
for those concerns which energetically and 
intelligently go after the business. Possi- 
bilities for expansion and development in 
the electrical industry are almost limitless. 
With the cheaper money rates now pre- 
vailing, there is bound to be large strides 
made in the development of generating 
plants and the expansion of electrical serv- 
ice. This will open up new fields for the 


sale of electrical supplies and appliances 
and create a cycle of business for those in 
the industry who are ready to fight for 
their share. 


J. T. Herbert 


Secretary, Brunt Porcelain Co., 
Columbus, Ohio. 


The commencing of a five-year overdue 
building program, together with the al- 
ready stabilized prices, should be an essen- 
tial factor in the increased business in the 
electrical industry for 1922. 


George A. Hughes 
President, Edison Electric Appliance Co., 
Inc., Chicago. 

The best indication of a gradual return 
to better business conditions is the adjust- 
ment or betterment in the rate of exchange 
between the farmer’s dollar and the dollar 
of industry. Just as soon as this adjust- 
ment is completed, better business condi- 
tions will ensue. The lack of a correct 
ratio between the farmer’s dollar and the 
dollar of industry, was, in my judgment, 
the basic reason for the business stagna- 
tion which we went through in 1921. 


E. W. Kendall 
Yeneral Sales Manager, Pass &€ Seymour, ~ 
Inc., Solvay, N. Y. 

If I were to venture a forecast for 1922, 
it would be that the electrical industry of 
this country might look forward to an in- 
crease in activity of not less than 25 per 
cent beyond that for 1921. For 18 months 
past the minds of the business and political 
world have been engaged with thoughts of 
corrective effort and readjustment plans. 
The year of 1922 will introduce a period 
of rapid crystallization of this thinking 
into definite constructive action. One of 
the chief economic factors forwarding such 
action will be that cheaper money will be 
available for legitimate enterprises. This, 
with tax law revision, should help in start- 
ing business moving. 


Arthur G. Kimball 
President, Landers, Frary & Clark, 
New Britain, Conn. 

The factor that will contribute more to 
an increased business during 1922 is inten- 
sified sales effort, and in our judgment 
there is no substitute for it. General pub- 
licity and perfunctory salesmanship fall to 
the ground when the pocketbooks of the 
public are closed. Goods must be actually 
sold to be moved and only those links in 
the chain of distribution—whether they be 
manufacturer, jobber or dealer—who rec- 
ognize this fact and adjust themselves ac- 
cordingly will, in our opinion, prosper 
during the coming year. 


R. C. Lanphier 
Secretary and General Manager, Sangamo 
Electric Co., Spring field, Ill. 


We look forward with great confidence 
to an improved business condition in 1922, 
due to several causes. First, we believe 
that the people in this country have con- 
fidence in the present national administra- 
tion, which is striving to do all possible to 
restore normal business conditions, a very 
important factor in this being the opera- 
tion of the department of commerce under 
Secretary Hoover. In the next place, we 
are recovering from the depression inci- 
dent to the fall in grain prices a year ago 
last fall, through the readjustment of our 
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The Magee ElectriCoal has practical merit—and 


every one you sell, sells another. 


Every- 


thing in your favor 





Coal For 





Electricity 
For Summer 


Winter 


The Range for Double Service—Electricity and Coal 


A masterpiece combining the mechanical and the artistic 


| sgn tenga the popular demand for electrical 
cooking we have combined in compact form a 
complete electric and coal range, practically the 
only one of its kind in the United States. 


HE Magee ElectriCoal, 46” in length and 58” 

.in height to center of the electric oven, is 
dual in its makeup, one-half being devoted to elec- 
tricity and the other to coal, which offers the con- 
venience of using both fuels at one time, or inde- 
pendently, as the case may require. 


yee electrical equipment (“Edison”) includes 
an electric oven, a broiler and three cover units, 
with an attachment for connecting washing or iron- 
ing machine, fiatiron or other similar devices. 


elgg ve electric oven, insulated on all sides, is a per- 
fect Fireless Cooker, baking being accomplished 
after the electricity is turned off, resulting in 
maximum economy. 


sigs coal range is complete in every detail, from 
the very reliable baking oven to the efficient 
brass coil for heating water. 


‘ ~ Magee ElectriCoal is made in beautiful gray 
Por-cel-a_ (fused enamel—washable) or in 
original black, both nickel-trimmed, with polished 
top surface and white enamel splasher. 


‘pases ranges are so carefully packed and crated, 
- with instructions so complete, that they can be 
shipped and installed anywhere. 


Send for booklet and information. 


MAGEE FURNACE COMPANY 


Boston, Massachusetts 
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Mr. Jobber’s Salesman, 


Does this familiar ‘‘cut’’ 


represent your idea of 
‘‘Up-to-Date Wiring?’”’ 





Let’s ‘‘Hang the Crepe” on this kind 
of a wiring job. 


What are you doing to convince Contractors, Dealers, Archi- 
tects and Owners of the economy and advantages of doing 
the job right by providing more “Convenience Outlets? 


The chandelier must be cast into the discard as a medium for 
supplying current to electrical devices. 


More Floor Outlets, Receptacles and Switch Boxes must be in- 
stalled if current consuming devices are to be used daily as 
necessities instead of ornaments or occasional luxuries. 


set 





No. 401 Improved Switch Box No. 477 
Floor Outlet with Floor Outlet, 
Nozzle Non-Adjust- 
able. 





WRITE FOR CATALOG 33-J 


and souvenir pencil with “thick lead.” 


Steel City ae Chectrre Ca 


1207-1223 Columbus Avenue 
PITTSBURGH 3: 3: PA. 
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farmers to present conditions. Finally, 
the settlement of important international 
questions at the disarmament conference, 
together with stabilization of conditions in 
the British empire, will undoubtedly have 
a great influence in improving and increas- 
ing business, both domestic and interna- 
tional, during 1922. 


W. W. Merrill 
Vice-President, Chicago Fuse Mfg. Co., 
Chicago. 

It will be generally conceded that the 
most important problem is the readjust- 
ment of wages and other labor troubles. 
A settlement of these matters would be 
most likely to insure a building program, 
which is very necessary throughout the 
country and would give employment to 
many people, thereby stimulating trade in 
all lines and resulting in a gradual return 
of business conditions to a normal basis. 
The solution of international problems, in- 
cluding credit, exchange and trade rela- 
tions, will be necessary before our export 
business will be able to take care of our 
surplus of manufactured articles and in- 
sure for the country its greatest possibili- 
ties of prosperity. But the adjustment of 
the domestic problems above referred to 
would insure considerably improved condi- 
tions, which would gradually result in an 
increased volume of business in all lines, 

and particularly the electrical trade. 


WwW. W. Mumma 
General Sales Manager, Robbins & Myers 
Co., Spring field, Ohio. 


There seems to be many factors that 
have a relation to increasing business in 
1922, the chief ones, in my opinion, being: 
(1) A development to a higher study of 
efficiency in every particular of negotiation 
and execution of business than has been 
commonly practiced for a good many 
years past. (2) A closer study of the 
needs of the public and the trade, and a 
quick adaptation cf production to those 
needs on a fairly conservative basis and 
the highest class quality possible to pro- 
duce. (3) The practice of. strict economy 
in every feature of performance or opera- 
tion to the limit by which effectiveness will 
not suffer. (4) The need of individual 
pride being taken in every part of the work 
to see that the best is done in every way, 
whether it is a small part of a job or in 
the general direction of things. 


D. H. Murphy 
President. American Wiremold Co., 
Hartford, Conn. 


In my opinion the most important eco- 
nomic factors that will contribute to in- 
creasing business during 1922 are the 
accumulation of funds available for invest- 
ment and the reduction of manufacturing 
and distributing costs of materials used in 
construction. If these costs can be so re- 
duced as to insure a profit to the investor, 
capital will naturally be attracted and 
business will improve. 


W. I. Patterson 
President, Steel City Electric Co., 
Pittsburgh. 

Lack of statistics makes it impossible to 
give definite information, but there should 
be further reductions in the cost of build- 
ing, especially in the large cities. Stocks 
are undoubtedly nearing exhaustion, and 
there will be some increased demand from 
this feature alone. I believe there should 
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TE or. 
RALITE Handy Lamp 















Stands, Hangs or 
Clamps Anywhere 


Kind to the Eyes 


Fellows, It’s 
Half Sold Already 


Persistent national advertising has made the name 


EMERALITE synonymous with desk lamp. 


The big newspaper campaign that we told you 
about last month is still on and applies to the 
JUNIOR as well as the other types of EMERAL- 
ITES. 


Get your dealer back of it. 
Every home can have an EMERALITE JUNIOR. 


It stands on the table—hangs on the wall—clamps 
to a chair or bed. Just the thing for those dark 
corners that the big lights don’t reach. 


Proper dealer display is all that is necessary. Then 
the lamp will sell itself. 


“Now that the Christmas displays are over, what 
will | put in my windows?”’ says the dealer. 


“Good advertised products like EMERALITES, of 


course, says the Jobber’s Salesman. 


Emeralites prominently displayed 
ti ¥ not only sell themselves but help 
sell other lines. 


H. G. McFADDIN & CO. 


37 Warren St. New York City 
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Reg. US. Pat.Office 


“A fitting for 





requirements. 


in any argument. 


are made of steel. 





you one. 


CHICAGO 


BRANCH OFFICES 


ST. LOUIS 
917 Pine Street 


NEW YORK 
$5 Barclay Street 


The Plant 
Behind 
Appleton 
Products / 
{ 
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every requirement” 


When you put your foot inside your cus- 
tomer's door; when you meet him face to 
face in the battle of business you can bring 
Appleton Products to the front on a four- 
square, no apologies basis: 





“Unilets” and other Appleton Conduit Fit- 
tings have been designed to meet electrical 


No matter what the difficulty or unusualness 
of the wiring problem, there is a fitting for 
the purpose made and intended. 


The line is complete—that’s your first stake 


“Unilets” and most other Appleton fittings 
They are handled easier, 
because they are lighter and there is ,more 
wiring space, and that’s a big item. 


“Unilets” are furnished in either Black En- 
ameled or Hot Galvanized finish. Other fit- 
tings in Black Enameled or Electro-Galvan- 
ized, according to where they are to be used. 


You'll be better satisfied with your own judg- 
ment than our say so, if you'll look over our 
catalog and check us up. 
Write today. 


Will be glad to send 


APPLETON ELECTRIC COMPANY 
GENERAL OFFICES AND FACTORY: 
1703 Wellington Avenue at Paulina 


SAN FRANCISCO 
509 Mission Street 


e 
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hs) / 


Appleton Products 
Include: 


“Unilets,” Outlet 
Boxes and Covers, 
Laundry Fittings, 
Locknuts and Bush- 
ings, Meter Terminal 
Fittings, Entrance 
Fittings, “Pagrip” 
Metal Molding and 
Fittings, Conduit 
Clamps and Hangers, 
also Switch Boxes. 





be something done in foreign fields to 
standardize American made _ products, 
which are much superior to those now 
furnished by foreign countries. A reduc- 
tion in freight rates on building materials 
especially would contribute to the volume 
of business for the coming year. 


R, W. Seiberling 
Secretary and General Manager, Indiana 
Rubber & Insulated Wire Co., 
Jonesboro, Ind. 


The principal cause of depressed busi- 
ness conditions prevailing since the war 
was the necessary changing of demand 
from one buying power, namely, all the 
various governments at war, to another, 
that of the general public. It would be 
foolish to imagine that this great change 
could be accomplished with any degree of 
promptness, and surely not with the speed 
and accuracy that changed the power of 
buying from the general public for natural 
consumption to that of the various govern- 
ments for war purposes. 

In the case of governmental buying the 
people were united in one cause, and im- 
mediately the effect had been accomplished 


- they were scattered to the four winds, and 


the result was chaos. Normal buying con- 
ditions must eventually rule. It is our 
opinion, however, that we will all experi- 
ence more troubles for a time than we 
imagine we deserve, and for quite some 
time to come we will be wondering what 
is the matter with business and when we 


“will all be busy again. 


We must not lose sight of one fact: 
Every wide-awake producer increased his 
output during the war, principally to as- 
sist his government in winning the war. 
Whether or not this abnormal supply in 
practically all lines will ever be required 
by the general public is one of the most 
important issues to be solved in the proc- 
ess of business readjustment. 

There are factors controlling the situa- 
tion too numerous to mention, but another 
and not the least, by any means, for pub- 
lic solution is that of retail prices. Some 
dealers in practically all commodities have 
not yet realized that the war is over inso- 
far as excessive profits are concerned. This 
condition, however, is gradually improv- 
ing, and we think is due for complete solu- 
tion in the near future. 


C, E. Verhunce 
General Manager, R. Williamson &:Co., 
Chicago. 

Thrift, industry, efficiency, honesty and 
service are the most important economic 
factors that will contribute to increasing 
business during 1922. Just as surely as 
their antitheses — extravagance, indiffer- 
ence, inefficiency, dishonesty, and _ selfish- 
ness, only too evident during a period of 
prosperity—forecast the coming depres- 
sion, so do these positive factors which 
appear in “hard times” reflect the dawn 
of a new day when we may reap the har- 
vest for which we have sown the proper 
seed. 

That these positive factors are at work, 
however, there is little doubt. Smaller 
stocks, cleaner stocks, the effect of the 
application of thrift, industry and efficiency 
are quite the rule; deferred consumer 
purchases, the result of the same factors, 
are beginning to make themselves felt; 
more buyers are coming into the market; 
new lines are being added to increase sales 
and reduce operating ratios. Bankrupt- 
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CLEARSITE 
Plug FUSES 


To say the NAME— 
To show the FUSE— 
| Is to sell a BOX. 










KNOW THE REASONS WHY— 


1—"‘Drop-out”’ link used exclusively. 

2—Insulation cap has fluted grip. 

3—Small, strong, clear window permanently attached. 
4—Link melts immediately under window. 

5—No breakage, through shipment or abuse. 
6—Lighter in weight, minimizing freight cost. 
7—Screw shell securely fastened. 

8—FEasily inspected. Capacity plainly visible. 
9—Priced right to jobber and consumer. 
10—Packed both in usual standard package quantities, 

and in attractive, colored, retail packages. 











In both method of operation and manner of mer- 
chandising CLEARSITE Plug Fuses fully meet 
the call for consumer convenience. Be ina posi- 
tion to meet this call. Write for details of our 
retail package and merchandising plan. 


ECONOMY FUSE & MFG. CO. 


CHICAGO, U. S. A. 
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The Beautiful and Useful 





TRADE MARK REG. 


Beautifully designed, exquisitely finished portable elec- 
tric bracket lamp. Attached to a decorative braid, to 
the other end of which is attached a_ beautifully 
modelled counterweight or es- 
cutcheon. 

May be suspended by a_ hook 
from the picture molding or it 
may be draped over the piano, 
dressing table, chair or 
other piece of furniture. 
The counterweight holds 
the Lamp Ette securely in 
position. 

Equipped with silk exten- 
sion cord and swivelling 
attachment plug for connecting with 
lamp socket or wall or baseboard elec- 
tric receptacle. 


An All Seasons Ready Seller 


An assorted stock of Lamp Ettes will prove 
to be a splendid addition to the merchan- v. 8. and For: 
dise of the electrical store. Pending. 


Attracts the Best Class of Retail Trade 


Its appearance is attention-compelling. Its utility 
is self-evident. The combination is irresistible. 


Retails at $10.00 


(West of the Rocky Mountains, $10.50) 


Lamps and Shades Extra 


At this popular price consumer acceptance is spontaneous. There is 
a liberal discount to dealers, which, with quick turnover, makes the 
Lamp Ette a highly desirous, business-bringing, profit-making propo- 
sition. 


COLONIAL LAMP & FIXTURE WORKS, Inc. 







5634 Lake Park Avenue 
Chicago, IIl. 

























































cies, receiverships, and creditors’ commit- 
tees have been weeding out the weak sis- 
ters—those who have imbibed too freely, 
but not wisely, of the vintages of 1919 and 
1920, leaving their share to be divided 
among the more worthy survivors. 


The levelling process, supply and de- 
mand, that has been operating during the 
past year has brought the various com- 
modity prices to a more nearly normal 
price spread, permitting the producer to 
more freely exchange his products for 
those of the manufacturer. This exchange 
having been extremely limited during the 
past year, and we should see considerable 
improvement from this source. 

The supply is increasing, due to the 
same fundamental factors, and is becoming 
available in sufficient amounts to those who 
can meet the requirements; which means 
successfully passing through the readjust- 
ment process. Many will do so during this 
year; many will fail by the wayside. Both 
will contribute toward the stabilization that 
is so greatly desired. 


George S. Watts 

Secretary, Brascolite Co., St. Louis. 

It is our opinion that the one basic eco- 
nomic factor that will contribute to in- 
creased business in 1922 is a better balance 
being obtained in relation to commodities. 
This exists in the unbalance between the 
prices of farm and other primary products 
on the one hand and the prices of manu- 
factured goods, transportation serv ice and 
various other products and service on the 
other hand. We may harp upon cancelling 
debts and meeting European conditions as 
much as we please, but, in our opinion, the 
first fundamental step is to better equalize 
matters at home. This country has an 
abundance of wealth which will be put to 
work just as soon as the buyer is assured 
of a staple market, whether it be in build- 
ing, luxuries or necessities. 


W. J. Wise 
President, Wise-McClung Manufacturing 
Co., New Philadelphia, Ohio. 

My opinion of the prospects in the elec- 
trical industry, so far as our line is con- 
cerned, is that it will improve in propor- 
tion to the improvement of the buying 
power of the general public. A reasonable 
amount of business is moving now, and 
volume will increase as old stocks in manu- 
facturers’ and dealers’ hands are disposed 
of, thus automatically increasing thé buy- 
ing movement. This, in my opinion, will 
be the biggest factor for increased business 
in 1922. 


The settlement of the Irish question and 
the successful conclusion of the disarma- 
ment conference will be tremendous fac- 
tors in stabilizing the world’s business. 
The prosperity of this country depends to 
a greater extent on export business than 
generally supposed, and the gradual im- 
provement in the price of the pound ster- 
ling is a favorable indication of the trend 
of business. Confidence in business and 
the management of our governmental af- 
fairs is evident on every side; it looks as 
if the business of our country will be back 
on a normal basis again by the end of 
1922. The revision of our tax laws and 
reduction in freight rates on certain com- 
modities will be big factors, if judiciously 
done, but the earning power of the rail- 
roads should not be impaired, as their 
prosperity is a large contributing factor 
to the progress of our country. 
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Nosthetn 


ELECTRIC HEATING PAD 








A pad that never fails to bring repeat orders, and that is 
what you want. 


The “NORTHERN” Heating Pad is constructed of the best 
of material and the quality can not be surpassed. 


It is furnished complete with ten feet of cord, a three-heat 
switch, a two-piece attachment plug and is covered with 
soft eiderdown. A white washable slip is furnished to be 
used for sanitary purposes. 


The “NORTHERN” Heating Pad is one of the best pads 
being manufactured today regardless of price and deserves 
your careful consideration in placing your stock order after 
inventory. 


The “SERVICE” 


Combination Curling Iron and Waver Rod 






The curler that is in great demand. The 
retail prices, being most attractive, always 
get the business. 


All our appliances are manufactured to be 
sold at moderate prices and still maintain a 


11%” long, Diameter 
Rod %”. 






high standard of quality. . 
0 


F J “ “Service” No. 77. 
Liberal discounts to the jobbers Lists at ......... $4.00 
Write for descriptive matter today. tae 


Northern Electric Co. 


224 North Sheldon St. 
CHICAGO ILLINOIS 



















Unit Shipping Cartons 
Popular 


HE advantages of standardized 

packages to the manufacturer 
are exceedingly important, states an 
article in Beardslee Talks, the monthly 
publication of the Beardslee Chande- 
lier Manufacturing Co., Chicago. As 
a whole, the electrical industry has 
been slow to accept the unit package 
idea. We hear a lot nowadays about 
quick turnover, the cost of doing busi- 
ness, etc., and where accurate costs 
have been ascertained, the results 
favor the adoption of unit packing. 


Let us consider for a moment the 
bulk packing versus the unit carton 
packing of lighting equipment—both 
from the jobbers’ and dealers’ view- 
point. Jobbing houses, as a rule, have 
not handled lighting equipment, be- 
cause chandeliers and brackets were 
usually sent to them in bulk shipments 
consisting of one or more boxes con- 
taining the metal parts and several 
barrels containing the glassware. It 
was necessary to unpack all of this 
material and place it in stock, and 
upon receiving an order from a dealer, 
to gather the various parts and repack 
them for a subsequent shipment. Since 
such lighting equipment is usually re- 
ceived unassembled, it is quite possible 
for the jobber to receive it minus one 
or more parts, and equally possible for 
him to omit some item when reship- 
ping to the dealer. Unless the exact 
standards were maintained at the fac- 
tory, frequently the dealer had trouble 
in putting parts together. 


It is not necessary to draw on one’s 
imagination to any great extent to 
picture all kinds of annoying in- 
stances, both to the jobber and the 
dealer, which the handling of such 
merchandise entailed. Quite naturally 
the dealer eventually turned directly 
to the manufacturer for lighting equip- 
ment. No doubt jobbers who have 
handled lighting equipment and fixture 
parts in this manner and who have 
ascertained their exact costs, have 
found that this business did not show 
any profit. The same is equally true 
of the dealer who bought parts or non- 
assembled chandeliers and assembled 
them. 


The lack of proper cost accounting 
and an apparent failure to realize the 
meaning of “overhead” made many 
dealers think that they were really 
making money by selling lighting 
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What It Is 


A first-class immersion heater that 
will retail at $2.75 and made in the 
Sk A. 


The heating element comes in direct 
contact with the water—no waste. 


This element is also renewable. Any 
one can replace it as easily as put- 
ting a new blade in a razor. 





It operates on any voltage, a. c. or 
d. c. 


Boils a glass of water in 20 seconds. 
Larger sizes being developed, 


Consumes less than 660 watts. 








A CLEAN.CUT 
JOBBER PROPOSITION 


This is an electrical device and it is going to be sold through 
electrical channels. 


You as an electrical supply jobber are protected. You can sell 
department stores or any class of dealer always at a profit to 
you. 


We do not expect you to do all the preliminary saies work. 


IMERSO ADVERTISING is appearing in prominent news- 
papers. IMERSO SALESMEN are out developing sales. 


As fast as jobber connections can be made these sales are 
being turned over to the jobber. 


We believe in the electrical jobber, we believe that these heat- 
ers should be handled through him and will meet him more 
than half way. 








W. G. POWELL, 23 Duane Street, New York 


Sole Distributors for ELECTRO HEATER CO.,Inc.,Washington, D.C. 
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1. Unit Construction. 
Saves special design- 
ing 


2. Composite Mate- 
rial. Unbreakable, no 
mineral veins. 


3. Tumbler Switches. 
30 amp. capacity 
(over size for wear). 


4. Simplest to Install. 
Saves time on the 
job. 


5. Easiest to replace 
parts. Insert new 
unit. 





5. All dead face. Ab- 
solutely Safe to han- 
dle. 


7. Plug Fuses are 
dead when switches 
are off. 


8. Patented sel f- 
centering panel sup- 
ports. 


9. Blank spaces leave 
room for expansion. 


10. One door cabinet. 
Appearance—Strength 
—Convenience. 


In the attached illus- 
tration the barriers 
that cover the wire 
terminals on the 
branch circuits are 
removed. These ex- 
tend outward like 
the outer portion of 
the top section. 


This is a Triumph 


Having every advantage of the finest panel board in addition to all 
of those listed above—the new “T-P” Triumph Panel Board is in 


every way a triumph in design and manufacture. 


Again proving 


leadership in the electrical field F. A. presents this achievement 


to the trade. 


The Triumph Panel Board is the greatest and most 


practical innovation ever made in panel boards and promises to be 


the sales sensation 
details. Order 
prompt delivery. 


rank AdMdin 
Glechric Co. 


ST. LOUIS, MO. 


Make the most of it, send for 
production for 





GZ 
~~ VSN 


lb 


DISTRICT 
OFFICES 


Detroit, Minneapolis, 
New York, Dallas, Kan- 
sas City, Cincinnati, 
Chicago, New Orleans, San 
Francisco, Los Angeles and 


Seattle. 
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GY MANUFACTURERS 
ALSO OF 


Major Systems, panel 


boards and cabinets, 
knife, switches, safety 
switches, fan hanger out- 


reversible cover floor 


boxes, and A. C. and D. C. 
Distribution Switchboards. 












































equipment assembled in their own 
workshops. However, the bank bal- 
ance finally showed them the necessity 
of cost accounting, because, although 
their figures showed they should be 
making money, the bank account did 
not grow, and after a year or two a 
little investigation disclosed that the 
profits, as a-rule, could be found in 
stock and were represented by an ac- 
cumulation of shop-worn parts which 
could be disposed of at so much per 
pound. Seldom did the volume of 
business increase in the same ratio as 
the invested stock, and to buy to ad- 
vantage it became necessary to pur- 
chase many items in larger quantities 
than were needed for immediate use. 
The result always was the accumula- 
tion of odds and ends which sooner or 
later became obsolete. 

This same difficulty has been ex- 
perienced by the jobber, only to a 
greater extent. There was also a 
tendency to underestimate the cost of 
the completed fixture. Invariably the 
price was based on time and material 
and a test of wiring, without any al- 
lowance for lost motion and the extra 
time that invariably creeps in. A little 
investigation will prove that the manu- 
facturer can wire a fixture much 
cheaper than the most capable elec- 
trician, because the manufacturer 
keeps a staff of workmen who have be- 
come skilled in the wiring of his light- 
ing equipment and has every facility 
at his command to expedite the work. 

Where accurate costs have been 
kept, the figures show that the manu- 
facturer should completely assemble 
and wire his product and then pack it 
in a strong individual carton which 
the jobber can ship to the dealer with- 
out repacking. Assembly by the 
manufacturer assures that there will 
be no missing parts and that all parts 
will fit properly. The unit carton pre- 
vents deterioration of the finish and 
the losing of any parts, either in tran- 
sit or in the jobber’s warehouse. 
Hence, the dealer receives the com- 
plete fixture just as the manufacturer 
intended that it should be built and 
assembled. The dealer can take the 
fixture direct to the job where it is to 
be installed before unpacking. 





The old formula for finding a super- 
intendent of an electric light plant was 
te trail down the are lamp line. You 
would find him at the first untrimmed 
lamp with his spurs on. Things are 
different now. 
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The improvement of industrial lighting 

conditions is beyond doubt one of the 

real opportunities for the jobber’s sales- 

man right now. 

Go to your customers with Sunlight Car- dala 
bon Lamps. They are particularly well $-1956 Bom ee 
adapted to these times—rugged filaments, 

giving long and consistent service under 

severe operating conditions, and low in 

first cost. Where replacements are fre- 

quent their economy is increased. 

Then, there are many in-between places 

where Sunlight Candelabra Lamps will 


















help to work up a good item of business G-1% Bulb 
on the day’s sales report. These lamps 
are like their big brothers—low in cost, 
but long on service—furthermore they 
are all-season and repeat-order products. 










Plenty of opportunity, also for Sunlight 





Fractional Horse Power Motors in the B-914 Bulb D-10 Bulb 
popular 14 horsepower size. 
Write us and we will tell you some inter- SUNLIGHT a 
esting news about prices and terms. Candelabra 
poor One Half 
ar ‘ 
Leuuwe G-16% Bulb Size 












The Sunlight Electrical Mfg. Co. 
Warren, Ohio 


SUNLIGHT 


FRACTIONAL 
HH. MOTORS 
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KILLARK 





Porcelain 
Case 
Trans- 
formers 


A bell-ringing 
transformer in a 
strong,attractive 
porcelain case. 
Coils imbedded 
in waterproofing 
compound com- 
pletely filling the 
case. Can be 
used safely in 
the dampest 
basement. 


Bell-Ringing Transformers 


An outstanding feature of Killark transformers is a remarkably low 


no-load loss. Not enough to move a meter. 


to the use of high-grade silicon steel in the cores. 


steel lower the efficiency of transformers. 

Made according to underwriters’ specifications. 
heat tests. Are indestructible. 
circuit in secondary. 






i Va 
| KICCARK 


1S TOUS) 
eons 





K 


ST.LOUIS 





ILLAR 








This superiority is due 


Cheaper grades of 


Pass insulation and 
Not injured by permanent short- 
It pays to buy, sell and use the best. 


Steel 
Case 
Trans- 
formers 


A bell-ringing transfor- 
mer in a strong, light 
steel case. 
made from thin sheets of 
high-grade, non-aging 
silicon alloy steel, riveted 
together. 
to fit conveniently in a 


Cores are 


Small enough 


‘panel box. 


f 
ST.LOUIS 


Killark Electric Mfg. Company °°4°*8,FASTON AVE- 

















Charles C. Hillis 


(Continued from page 28) 


When the fair closed, Mr. Hillis 
went back into the office and within a 
short time had taken charge of the 
shipping and warehouse departments. 
After four years at this he was ad- 
vanced to the position of office and 
credit manager, during which time the 
question of starting a house on the 
It was decided to do so 
and in 1904 the San Francisco house 
of the Electric Appliance Co. came 
into being, with C. C. Hillis as vice- 
president and general manager. 


coast arose. 


The company was first located at 
717 Mission street, but had scarcely 
gained headway when along came the 
San Francisco earthquake and _ fire, 
completely demolishing the whole busi- 
ness. Mr. Hillis was in New York 
attending a jobbers’ meeting in the 
Imperial hotel when word came of the 
catastrophe. “I remember distinctly 
when the first word of the fire came 
to the meeting,” he said. ‘The assist- 
ant manager brought me the message 
which read: ‘San Francisce has been 
destroyed by an earthquake: water- 
main bursted and town on fire’.” 

This was Wednesday morning, and 
the next day word came from F. J. 
Cram, secretary of the company, that 
the building was all right and the rec- 
ords safe in the vault. This message, 
says Mr. Hillis, was the first to reac? 
New York after the onset of the 
quake. Later, however, another mes- 
sage arrived saying that the fire had 
completely demolished the building. 

Little daunted or discouraged, Hil- 
lis went at the purchasing of a new 
stock with a vengeance, and before he 
left New York 14 carloads of elec- 
trical supplies were on their way to 
San Francisco, where they rested in 
the Southern Pacific warehouse until 
new quarters were secured. 

The only thing left after the fire 
was the company safe, which proved 
to be the biggest problem the company 
had to contend with. The safe lay in 
the smoldering ruins for three weeks 
while Mr. Hillis marked time until it 
cooled. When removed it was found 
to be still on fire and had to be sealed 
with plaster, found on the street, to 
stifle the flames. After it was finally 
opened nothing but a charred mass ct 
burned paper remained; all the books 
and records had been burnt to a crisp. 
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GOOD!" 


BUT 


Beatable 


HERE’S A SURE THING 
THREE ACES 


of the Electrical Game that can’t be beat 


The Jobbers and Dealers now handling these items 
are sure winners. Get busy—write today for in- 
formation. 


No. 500 
“Best” Duplex Plug 


No. 1151 No. “a8 
Heater Plug “Best 
with Push- Heater 
Thru Switch Plug 









Manufactured by 


HENRY HYMAN & CO., Inc. 


476 Broadway 212-16 W. Austin Ave. 
NEW YORK CHICAGO, ILL. 
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Only 2% 
Replacements 
Per Annum 


for All Causes 


That’s one record of 
Hemingray Glass Insula- 
tors. 





It is but one of many facts 
which a questionnaire to 
Hemingray users brought 
out. Hemingray Glass In- 
sulators have a long and 
successful record of service 
on Medium Voltage Power 
Lines ranging from 6,600 to 
33,000 volts. This record 
covering a period of more 
than 25 years is the best pos- 
sible proof of their practical 
efficiency. 


Bulletin No. 1 tells in de- 
tail the many advantages of 
Glass Insulators. Upon re- 
quest a copy will be 
promptly forwarded. 


HEMINGRAY GLASS 
COMPANY 


MUNCIE, INDIANA, 


U.S. A. 














With a magnifying glass and chem- 
icals he spent four  nerve-racking 
months going over the burned books 
which had to be handled with the 
greatest of care lest the leaves fall 
into fine ashes. Diligence and patience 
always bring their reward and but a 
small percentage of the accounts were 
lost and uncollected. 

The quarters which the company 
moved into were very inadequate, but 
while waiting for a more commodious 
home, fire again wiped out the com- 
pany. Hard luck seemed to be haunt- 
ing Hillis in his every move to build 
an organization and business. A new 
stock was again purchased and _ busi- 
ness begun all over at 728-30 Mission 
street, where the company remained 
for five years. In 1911 the business 
was removed to a new building at 807 
Mission street, where it has remained 
ever since, occupying six floors and a 
basement and comprising 50,000 
square feet of floor space. 

Skipper Hillis has stood at the helm 
through countless worries and discour- 
agements, but, like Admiral Perry, 
after whom the county of his birth was 
named, he would not give up the ship. 
Though troubles and work turned his 
hair prematurely gray, he has come to 
his reward of having finally built up 
one of the finest electrical jobbing or- 
ganizations on the Pacific Coast, cov- 
ering the territory of California, 
Nevada, Arizona and Oregon. 

Besides the electrical business, Mr. 
Hillis has built up an automotive de- 
partment, which constitutes a goodly 
share of his sales; while an export de- 
partment carries on a substantial trade 
with the West Coast of Mexico, Cen- 
tral America, Costa Rica, the Ha- 
waiian Islands and the Orient. 

Mr. Hillis has always taken an ac- 
tive part in the Electrical Supply Job- 
bers’ Association, especially in the 
Pacific Coast Division, of which he has 
been chairman for six terms or more. 
The National Electrical Credit Asso- 
ciation, of which he has been both 
president and _ vice-president, also 
claims a considerable portion of his 
time. The Pacific Coast Credit Asso- 
ciation also numbers him among’ its 
past-presidents. 

Having placed his organization on 
a basis where it proceeds of its own 
momentum, he devotes most of his 
time to association work and golf, both 
of which might be classed as his par- 
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How 
We Build Business 


Around Lis ghting 


NATIONAL LAMP WORKS 


f CEMERAL ELE 
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This is one of a series of advertisements 
written by men in the field who know best the 
way to Build Their Business Around Lighting, 
and whom experience has taught that such 


business building is extremely profitable. 


NATIONAL MAZDA LAMPS 
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Opened and Mounted 
on Base 







120 Liberty St., 











Adjustable Nozzle 
& Detachable Base 


SELLS WITH LESS EFFORT 


There may be articles 
that “sell themselves.” 
We doubt it and we don’t 
claim the SUNNY is one. 
We do claim that the 
SUNNY sells with less ef- 
fort than any other dryer 
on the market. Note its 
exclusive advantages. Ask 
any woman who owns a 
hair dryer whether she 
would not prefer to have 
it possess the same ad- 
vantages and see how 
quickly she answers yes. 


The SUNNY Dryer is 
equipped with a patented, de- 
tachable stand allowing free 
use of both hands for thor- 
oughly and efficiently drying 
the hair—the user can sew, 
knit, read or otherwise occu- 
py herself while her hair 
is being quickly dried. 


The adjustable nozzle fea- 
ture permits the air to be 
directed at any desired angle 
—when out of use the SUN- 
NY folds so that it can con- 
veniently be carried in a 
small bag. 


Dealers are easily sold on 
the SUNNY and what’s more 
they find sales come readily 
to them. 


Our extensive trade jour- 
nal advertising is creating 
the demand. Why not sug- 
gest to your sales manager 
that our proposition might 
interest him. 


John Jorgensen Company, Inc. 


NEW YORK CITY 




















ticular hobbies. It is safe to say that 
Mr. Hillis is numbered among the low- 
handicap men in the electrical indus- 
try. He finds diversion at the Clair- 
mount Country Club, Olympia Golf 
Club, San Francisco Commercial Club, 
Elks’ Club, Commonwealth Club, and 
a number of other social and commer- 
cial organizations. 

Mr. Hillis’ prescription for success 
is no mild dosage. “I have always 
been a believer in regular hours,” he 
says. “I still get down to the office at 
eight o’clock every day, regardless of 
when I get to bed. I’ve always had 
to work, and anyone that gets any- 
where has to work. Don’t watch the 
clock. 

“The war instilled a feeling in many 
young fellows that they had reached 
the stage where they could take it easy, 
and they’ve been following the line of 
least resistance ever since. But if 
they continue in this path they will 
fall by the wayside. I believe the 
salesman who is making good is the 
salesman who last year sat down and 
communed with himself, checked up 
his shortcomings, and made up his 
mind to get down to hard work. The 
salesman who doesn’t will disappear 
as sure as shooting. He will either 
be let out for not paying or to cut 
down expenses. The majority of 
salesmen have not awakened to the 
change in conditions. They have lost 
the art of selling. It is up to jobbers’ 
salesmen to not only think construc- 
tively but get their customers thinking 
along the same lines. They must get 
their customers into the frame of mind 
where they realize they must go after 
business. 

“Since I’m asked what a jobber’s 
salesman should study most, I believe 
that to be human nature. In my opin- 
ion 90 per cent of salesmen are defi- 
cient in their conception of human 
nature. Approach is everything in 
selling. In this one respect the ma- 
jority fall down miserably. Salesmen 
come in here to call on me with lighted 
cigars or cigarettes in their hands. 
They sit down and make themselves at 
home without being invited to do so. 
A man should have an acquaintance 
of long and intimate standing before 
taking this liberty. 

“A salesman should let his prospect 
offer his hand first. Most salesmen 
do the reverse. Or they interrupt a 
man in his work before being given 
some sign to begin what they have to 
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There Are 
Millions of 
Chances 
for the 
Little Gem 








In millions of wired homes all over the land, near the stores of your 
dealer customers, there are many chances for the Little Gem Sewing 


Machine Motor. 


There are countless opportunities for the 
jobbers’ salesmen to get dealers interested 
in this very profitable line. 

Once interested, the dealer will stick, be- 
cause there are no kick-backs. 

The Little Gem Sewing Machine Motor is 
easily attached, never gets out of order, is 
a good seller and pays the dealer a good 
profit. 











The Little Gem Sewing Bracket fits any 


Machine Motor is made by = oe _— 


small motor specialists. jotor to be turned 
Their ability has beendem- in under the arm 
onstrated by a complete _ s0 that it is out of 
line of high speed motors, — the way when the 
grinders, vibrators, hair machine is closed. 
clippers and other electri- 
cal specialties. The Racine 

















Operates from lamp socket, 110-120 


mark on a small motor volts; D. C. or A. C., 25 to 60 cycles. 
means dependability to the The motor is 334-in. diameter, 4 inches 
dealer. long and weighs only 35 pounds. 


Racine Electric Company 


Racine, Wisconsin 
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MR. SALESMANAGER: 


IF’or some time we have been addressing our talks 
to your salesmen in the matter of interesting them in 
the very up-to-date qualities of Duncan Meters. ‘This 
procedure we, of course, understand is simply ap- 
proaching and ringing the door-bell, and inasmuch as 
we would like to have the door opened wide and our 
product bid enter and given a favorable reception, we 
are now appealing to you—you being the door through 
which we have to pass. 


In presenting the universally known and well estab- 
lished merits of our Model M2 A. C. watthour meter, 
we have but to recite the very favorable and compli- 
mentary expressions of our thousands of patrons, all 
of whom are a unit in voting it the most up-to-date, 
most reliable, and most accurate meter in use today. 
Variations in temperature affecteth it not, neither 
doth changes in frequency impair its accuracy. Like- 
wise, diversity in power factor disturbeth not its 
truthfulness; and fluctuations in voltage weaneth it 
not away from the straight and narrow path of 
righteous registration. 


Your advocating and pushing 
the sale of this, the best meter 
on the market which costs no 
more than others, is decidedly 
to your interest. How about it? 


Duncan Electric Mfg. Co. 


Lafayette, Indiana 








' say. I’ve rebuked more than one man 
older than myself and whom I know 
fairly well, much to their consterna- 
tion, just for these very things. 

“Human nature is as diversified as 
the colors in a rainbow. Every pros- 
pect is different temperamentally and 
accordingly must be treated different- 
ly. So few salesmen seem to realize 
this. In the final analysis I believe 
the salesman who will study human 
nature in all its phases is the one who, 
will fill the higher executive positions 
and ultimately achieve success.” 





Novel Convention for Jobber’s 
Salesmen 

In order to help the salesman, heads 
of departments and factory repre- 
sentatives get acquainted with each 
other and afford an interchange of 
ideas and experiences, the Marshall- 
Wells Co., Duluth, Minn., wholesaler 
of hardware and kindred lines, ar- 
ranged a novel program at a sales con- 
vention held in December. The con- 
vention ran for five days and consisted 
of general and special sessions, to- 
gether with luncheons and dinners. 
There were 115 traveling salesmen and 
83 department men in attendance. At 
the luncheons and dinners the traveling 
salesmen occupied the same places at 
each meal, six men being assigned to 
a table. The heads of departments, 
inside men and specialty men were 
placed on schedule and alternated by 
being placed at different tables at each 
meal. In this way everybody got ac- 
quainted and were afforded an oppor- 
tunity to discuss different topics of 
trade. 





Electrical Barricade Keeps Fish 
Away 

An electrical device for preventing 
fish from entering irrigation canals 
has been perfected by a Washington 
State county game warden. He sets a 
double row of steel piles in a frame 
and drives this in the intake of the 
irrigation canal. The piles are elec- 
trically wired, and the current sent 
through them charges a curtain of 
water about 12 feet long and the width 
of the canal. Actual trial, it is said, 
proves that fish will not voluntarily 
enter this electrified water, but turn 
back. A considerable number of the 
“fish stops’ are to be installed this 
year in the hope of preventing the 
loss of millions of fish fry in irrigat- 
ling ditches. 
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Keep Time With the Times 


Electric Time Systems Lend Themselves to Electrical Jobbing Business and 
Offer Extensive Market for This Class of Equipment 


By DOUGLASS G. PILKINGTON 


UDGE ELBERT H. GARY, 

chairman of the board of direc- 

tors of the United States Steel 
Corporation, believes in signs. More 
than that he believes in electric signs. 
Just behind his desk in his office is a 
small electric sign reading: “It Can 
Be Done.” 


Judge Gary has been a _ business 
man and a captain of industry for 
many years. He has heard many men 
of narrower vision and less courage 
“Tt can’t be done.” In fact, he 


has heard this so much that it has evi- 


say: 
dently become a bore. Consequently, 
when in the midst of a conference or 
director's meeting someone explodes a 
can’t bomb, he presses a button and 
this party is forcefully impressed with 
the admonition that “It Be 
Done.” 


Can 


Suppose, before we go on with our 
story, you build a little mental elec- 
tric sign such as Judge Gary’s and 
put that sign in the part of your cran- 
ium where you think. Now that that’s 
done, ask yourself if the electrical 
supply jobber and his salesmen can 
sell electric time systems. Now press 
your little mental push button. 

You never heard of a jobber selling 
You will say he is not 
a watchmaker and that he doesn’t 
know a Swiss movement from an In- 
gersoll. But that’s just the point— 
selling time systems is not a jeweler’s 
job. It belongs to the electrical trade. 

Recently the writer had quite a talk 
with a manufacturer of electric time 


time systems? 


systems, and found, much to his sur- 
prise, that no technical knowledge is 
required to sell this apparatus. In 
fact, there is a big field for just an 
every day electrical jobber’s salesman. 
Investigation shows that several job- 
bing houses are now handling these 
time systems with success. 

What is the jobber’s salesman re- 
quired, to know, say or do in handling 
time systems? Scarcely a_ blessed 
thing. All he needs is a list of equip- 
ment desired which the engineer or 
electrician on the job would supply. 





This he sends in to the manufacturer 
for recommendation as to equipment 
and prices. If the jobber’s salesman 
knows the names of the few units in a 
system, such as the master clock, sec- 
ondary clock, time stamps, cost-find- 
ing stamp, program machine, etc., he’s 
got the whole story down by heart. 
Then when he’s sold the equipment 
the same electrical contractor who in- 
stalls the light and power system can 
install the time system. It’s just a 
matter of connecting a few wires to a 
few terminals all plainly marked. 

To briefly explain these units: the 
master clock is that clock which oper- 
ates or energizes the secondary clocks, 
time stamps, program machines, bells, 
etc. There's the line up with some- 
times a panelboard. The whole sys- 
tem operates from a set of storage bat- 
teries, motor-generator set, dry cells 
or rectifier, storage batteries pre- 
ferred. At one-minute intervals, the 
master clock, through its mechanism, 
energizes a couple of relays in the 
secondary equipment and the hands on 
these clocks are moved in synchronism 
with the master clock, or if the sec- 
ondary equipment is a siren, bell or 
hurn these are caused to blow or ring 
at any set time through the program 
machine. 


If the jobber will find where a time 
system is needed and get the specifi- 
cations the manufacturer will do the 
And it is not difficult to find 
where these are needed. The jobber’s 


rest. 


salesmen is walking by, over and un- 
der orders every day of their natural 
lives. Getting business in the electri- 
cal jobbing game is like picking up a 
handful of sand. If you scoop up a 
fistful with your fingers spread apart 
some of the sand stays in your hand, 
but a considerable quantity falls 
through your fingers. Close your fin- 
gers and scoop it up. You sell the 
whole handful. 

Jobbers’ 
schoolboard over a lighting job and 


congratulate themselves on having ob- 
tained the order for the whole thing 


salesmen battle with a 


from wire and conduit to the fixtures. 
But how many ever stop to realize 
that this same schoolboard has to pur- 
chase a time system? Where will they 
get it? From the jobber’s salesman, 
if he will but make the effort. 

Let’s step. into a school which has 
At 
point in the building a clock indicates 
it is 10:10 a. m. 
farther and perceive it is only 10:08, 
How 


school 


no electric time system. one 


We go on a little 


and in the next room it is 10:12. 
demoralizing, especially in a 
where accuracy and promptness is of 
first importance. 

Next let us go into an industrial 
plant. First we note the clocks are not 
We find in the factory that 
the workmen are keeping track of the 


in unison. 


time they spend on different jobs with 
pencil It’s 
trouble to jot it down after each 
operation, so they wait until the end 
of the day. When that times comes 
they've forgotten how their time has 
been divided. 
one is charged too much or the manu- 


and paper. too much 


The net result is some- 


facturer doesn't have an accurate 
check on his production costs. Any 
live salesman should be able to show 
the manufacturer that a small outlay 
for a cost-finding device would be to 
his advantage. This is particularly 
true in garages and service stations 
where charges are made on time basis. 
Following are a few graphic illus- 
trations of the saleability of electric 
time systems. Take, for example, 
first, a large Chicago concern which 
recently installed an electric time sys- 
tem on the order of the following: 


1 master clock ; ; $85.00 
165 secondary clocks at an aver- 

age of $15 eacit....................... 2475.00 

1 charging panelboard 75.00 


2 sets of storage batteries 60.00 





$2695.00 


Total 

Add to this total the price of a 
large quantity of time stamps, which 
would inevitably be installed, and the 
whole will amount to quite an item. 
With hundreds of thousands of square 
feet of floor space, the conduit, fit- 
tings, wire and other supplies will run 
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\ sv have often noted the mas- 
sive rear wheels and axle of a 
big truck. Rugged construction 
in every line. Built to stand the gaff of 


heavy service. 


Wherever endurance is requisite you will 
find strength, ruggedness. And this princi- 
ple applies to the “Union” Fuses as well as 
to the motor truck construction. ‘UNION | 


We feel perfectly safe in our claim that the RENEWABI' 
“Union” Renewable Fuse will stand a great- "INSR: 
er number of blowouts than any other fuse— 100 WEC. 250 
because we know that it is more strongly veces | 
built. The casing is extra tough and extra Sense 
thick. The ferrules are rigidly screwed and i 

riveted to the casing—outside, as a rein- 

forcement against the action of a “blow.” 

The cap and washer are exceptionally heavy 

and accurately fitted to give utmost rigidity. 


By its looks alone you can tell that a 
“Union” Renewable Fuse has enormous 
powers of endurance. f 


| i 
It is this ability to take punishment—to rr | 
stand blowout after blowout—that makes i! 
the “Union” Renewable the most economical ‘ A ul HH 
fuse for you to use on circuits subject to fre- 
quent blowouts. 





The “Union” saves more than ANY 
other renewable fuse. 











Free descriptive booklet on request. 


CHICAGO FUSE MFG. CO. 


Manufacturers of Switch and Outlet Boxes, Cut- 
Outs, Fuse Plugs, Automobile Fuses, Renewable 
and Non-Renewable Enclosed Fuses. 


CHICAGO NEW YORK 


UNION 
RENEWABLE 





























RENEWABLE 
& NON-RENEWABLE FUSES 





several times the price of the system 
itself. 


Every bank needs an electric time 
system for stamping the time checks 
are received and for opening the vault, 
aside from the principal reason of 
knowing the correct time. Take the 
installation of one large financial in- 
stitution for instance. This system 
itself ran somewhat as follows: 

i ae ae $300.00 

64 secondary clocks at $30 each. 1920.00 


85 time stamps at $55 each........ 1925.00 
ie |: ne eee nee 100.00 


Add to this a motor-generator set 
and storage-battery equipment, and 
the system does not fall far short of 
$5000. Any jobber’s salesman is a 
good judge of what the wiring would 
net him—and a jobber’s salesman 
landed this job. 

One Chicago high school bought: 


TE PRR cao oe oc ccc $300.00 
187 secondary clocks at $15 each.. 2055.00 
1 program machine .................... 175.00 
NO ge: ee 250.00 
MRR Meee er ARE $2780.00 


Sixty-five bells, averaging from 214 
in. to 10 in. in size and from $4.25 to 
$25 in price were also included, and 
added to this were the wiring supplies. 

But this is all “big-town stuff.” 
Then let us take any town of five or 
ten thousand population. In a munic- 
ipality of this size can usually be 
found at least one industrial plant. A 
typical installation in a small manu- 
facturing concern produced figures 
like these: 


Wier week: 9 $300.00 
10 secondary clocks at $15 each.. 150.00 
1 code call attachment................ 50.00 
1 program machine .................... 175.00 
3 time stamps at $55 each........ 165.00 

LS Se Re eT $840.00 


Profitable orders for electric time 
systems stare jobber’s salesmen in the 
face in every town in which they 
work. They pass them on the street. 
Every time a jobber’s salesman drops 
into a billiard hall for a game of 
“kelly” he plays all around an order. 
Every poolroom needs a time stamp 
to time the players. Naturally a time 
clock and all the other accoutrements 
are thrown in. 

Not long ago a small town church 
wanted an electrical clock for its 
tower. The deacons didn’t know where 
to get it, so went to a jeweler. Sev- 
eral hundred dollars more slipped past 
the electrical jobber and the jeweler 
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Sun Mon Tue Wed Thu Fri Sat 
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()": 1922 Calendar is one, we believe, which will be an acquisition to any high class office. It is about 


12 by 20 inches, stamped in gold on Castilian leather paper, from an adaptation of a de luxe binding 
design of M. Emile Mercier, the finest gilder in Paris. It is a duplication in design and treatment of our 
{921 calendar and as such is a departure from our custom of preparing a different design for each year. The very 
marked approval of it last year, together with the volume of requests for it, leads us to believe that its artistic 
effectiveness would be more desired by our business friends than a new design just for the sake of being different. 


There are a few copies in addition to those prepared for our customers. Such copies we would be glad to have 
in the hands of those executives of Electrical Supply jobbing concerns who on their business stationery will! 


express a desire for them. 


WYNKOOP HALLENBECK CRAWFORD CO. 


“Printing Headquarters” 
Compilers and Printers of Electrical Supply Catalogs 
THE COLUMN fe UNIT CATALOG 


NATIONAL ST4NJARD SIZE 


80 LAFAYETTE STREET NEW YORK CITY 
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We will Butt-Preserve Poles, 
no matter where they are Bought 
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Don’t Say “Butt-Treated!”’ 


Talk about “‘Butt-Preservation’’—that is what is wanted. When you 
say “Butt-Treated,”’ it really means nothing, 








We have adopted a policy at Minnesota Transfer of Butt-Preserving 
— and Western cedar poles regardless of where they were 
ought, 


That means that even if you do not get the order for poles you can 
still handle the order for “‘Butt-Preservation.”’ 


You can guarantee your customers a perfect process of pole treatment 
and preservation—we use only the highest grade of creosote oil, a 
pure coal-tar distillate, ~ 


Ask us for details, how to handle the order, prices, etc. 


The Valentine-Clark Company 


Minneapolis, Minn.; Toledo, Ohio; 
Chicago, IIll.; Spokane, Wash. 

















We are still offering to the trade our own stock 
of high grade Northern and Western Cedar Poles, 
both preserved and in the plain poles. 






























CoPPER WIRE 


Bare and Insulated 
for every kind of 


A year’s subcription to electrical work. 
COPPER RODS 
THE JOBBER’S SALES- TROLLEY WIRES 





MAN is the best dollar in- 





ROME WIRE COMPANY 


vestment you can make. Main Plant and Executive Office, ROME, N.Y. 
“‘Diamond” Branch BUFFALO, N. Y. 












DISTRICT SALES OFFICES 
NEW YORK DETROIT, MICH. 
50 Church Street 25 Parsons St. 
CHICAGO, ILL. LOS ANGELES, CAL. 
14 E. Jackson Blvd. 833 San Fernando Bldg, 





























knew no more about electric clocks 
than the electrical jobber. 

Ten thousand hotels of every cal- 
ibre need time stamps. Garages, 
service stations, print shops and any 
number of other small job shops need 
cost-finding devices. One hundred 
and forty thousand industrial plants 
in the United States are ideal pros- 
pects for time clocks, job-time record- 
ers, code calls, program machines, and 
the sivens and signal bells and horns 
which are involved in a complete sys- 
tem. Then the poolrooms, depart- 
ment stores, baggage and _ parcel 
rooms, correspondence and claim de- 
partments in offices, banks, schools, 
office buildings, hospitals—and what 
not—form no mean market. Every 
municipality has a dozen different uses 
for time systems in the city hall and 
other public buildings. 

There is nothing extremely tech- 
nical about an electric time system. It 
is purely a little problem in magne- 
tism—no more difficult to understand 
or install than an annunciator or door 
bell. Even if it were it matters not 
—the manufacturer does all the figur- 
ing, while all the jobber’s salesman 
does is locate the job and get specifi- 
cations. 

Economy and correctness in time is 
vital in production; in fact, it is the 
keynote of our twentieth century ex- 
istence. Prices are forced down and 
manufacturers and others must figure 
close on costs. Enter the electric time 
system. 

The field is a new one—untouched 
and growing rapidly. Competition is 
confined to a few manufacturers whose 
products are covered by patents, thus 
stabilizing prices. 

Due to the special nature of every 
job, jobbers are not called upon to 
stock a single unit in the system. This 
does away with the cost of warehous- 
ing, carrying, and clerical charges. 

When once installed a time system 
seldom if ever needs attention. There 
is little servicing to be done. 





In the coal region of Pennsylvania 
there is a town in a valley, and years 
ago a power line was stretched across 
the valley with the customary and 
necessary sagging of the wires. Some- 
thing happened which prevented the 
current from flowing across, and it was 
decided that the current could travel 
down hill, but not up. It may make 
you laugh now, but such things were 
not jokes thirty years ago. 
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You Need This Remarkable Book 


a 





Price $10.00 — 1,000 Pages 
Size 9x12 inches—Weighs 6 lbs. 


Sent on 10 days’ approval 


Electrical Trade Publishing Co., 53 West Jackson Boulevard, Chicago 
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el Tools 





The Bit 


That’s Made 


a Hit 


REG.U S PAT OFF 


Electrician’s 
Rapid Boring Bit 


Why? 
Because It Will: 


Bore smooth holes 
and straight. 


Bore very fast. 


Bore with or 
against the grain 
of the wood. 


Bore any kind of 
wood. 


Pull itself in with- 
out pushing. 


Is 334%4% easier boring 
than any other bit. 


Will not choke in any 
kind of wood. Has 
10% greater clearance. 


Hard or soft wood all 
look alike to the “Red 
Devil” Bit. Made of 
special grade, carefully 
tempered steel. 


“Red Devil” Electri- 
cian’s Rapid Boring 
Auger Bit, Style No. 
2403 shown here, has 
a ready demand and 
pays a handsome 
profit. Made in double 
twist, rapid boring 
thread; single lip. 5% 


inch worm, 4% inch 
stem; 10 inches over 
all. 


Send for the 175 page 
catalog showing “Red 
Devil” Auger Bits and 
other tools—no obligation. 


Smith & Hemenway Co., Inc. 


Manufacturers of “‘Red Devil’”’ 
Electrical Hand Tools 


266 Broadway New York, N.Y. 














Three Moves-Six Doors-One Sale 


(Continued from page 17) 


also. ‘‘Please be specific,’ I said. 
“Our readers will be wanting to know 
just how you set about remedying that 
situation.” 

“Well,” he continued, “the first dis- 
covery we made, or so it seemed to us, 
was this: It is heat and the resultant 
discomfort that sells fans, rather than 
any selling activity on the dealer’s 
part. The dealer’s part is vital, of 
course, but mainly in a service sense. 
The conclusion followed logically, ac- 
cording to our reasoning, that the 
prime function of jobber and dealer is 
to have fans on tap and on display at 
the time when the public is minded to 
buy. 

“So we explained our reasoning and 
the plan we had evolved something 
after this fashion. Mr. Dealer, you 
and old Sol are the star fan salesmen. 
Our responsibility is to see that you 
get all the fan business that’s going 
when it’s going. We are going to see 
to it from now henceforth that you 
always have a fan to sell when the op- 
portunity to sell one occurs. But we 
do not, on the other hand, want to 
have you reduce your profits through 
tieing up too much money in stock. 
We are as close to you as your tele- 
phone—frequent orders; immediate 
delivery; rapid turnover and quick 
profit. That’s our scheme. 

“We brought the dealer to see that 
our stock was, in principle, his stock, 
but that it would do neither of us any 
good unless we could get it into the 
possession of the user, and receive our 
pay for it. We endeavored to have him 
realize that his province was to repre- 
sent that stock to the public; and hav- 
ing once gained admission of that 
point we set to work to have him do a 
good job of presenting that stock. We 
stipulated that the dealer must make a 
consistently intelligent effort to attract 
fan buyers—window and store dis- 
plays, advertising and direct-by-mail 
solicitation were used. The manufac- 
turers stood back of us nobly in sup- 
plying copy and helps.” 

“Well,” I asked, “did the results in- 
dicate that you had planned and exe- 


, 


cuted correctly ?’ 

“Did they? Rather! Our dealers— 
get that—our dealers—sold five times 
as many fans as ever they had sold on 
Some who previously 


the old basis. 


had just been limping along sold fans 
right and left. The small stocks and 
prompt replacements gave them a rap- 
id turnover at top profits. “Many have 
developed into enthusiastic fan mer- 
chandisers. For instance, some dealers 
who had not previously sold even as 
many as ten fans during the season 
pulled down the profits on fifty and 
more fans. 

“Another and very important bene- 
fit has been this: Encouraged by their 
first season’s success on that new basis 
of selling the dealers proved very will- 
ing to act upon our recommendations 
covering their orders for stock for the 
coming season. Thus, we had only to 
add to those totals a figure to cover 
new business, in order to specify our 
requirements to the manufacturer in- 
telligently.” 

There was one point that had been 
puzzling me. I did not understand 
how Davis and his organization had so 
completely secured the dealer’s co-op- 
eration in the advertising activities 
that played so important a part in the 
success of the plan. So I asked him 
about that. 

“That was not difficult,” he said. “A 
little analysis enabled us to get at a 
fundamental point that would be ef- 
fective with the dealer. We represent- 
it about like this: 

“Look here, Mr. Dealer. You know 
now as well as you know anything that 
you will sell fans during the coming 
season, don’t you? Then why insist 
upon being the only person who knows 
that you are going to sell fans? Why 
not let the fan buyers in on that fact? 
They are going to buy fans; you are 
going to sell fans. Publicity, through 
one means and another, letting the fan 
buyers know what you already know, 
will insure satisfaction for them and 
business and profit for you. 

“Having admitted that he knew he 
would sell fans, it was difficult for the 
dealer not to see the logic of our posi- 
tion and to act upon it. Each succeed- 
ing season it has become increasingly 
easy to enlist that co-operation. And 
now we have so many shining examples 
to point to that it is Mo trick at all to 
have a new dealer start right. 

“Does that make it clear?” he asked. 

“Yes,” I agreed. “But go on. You 
have applied that principle to the sale 
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M.KLEIN & SONS 


EST. 1857 


TRADE ~ MARK 
REG. 


Se is 








Ever notice the number of linemen 
that are Klein men? Ever wonder why 
they've been picking Klein tools out as 
the “best buy,” for sixty-four years? 


Pe ae pote What gluttons Klein 


customers. It’s fun- tools are for the punish- 


ny how the fellows - ihe r 
that do the pounding ment your gangs give 


get the _ business, them 
isn’t it? : 


Established 1am ik] 








& Sons 


Chicago. } Chicago. III.U.S.A. U.S.A. 
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of other things, too, undoubtedly. Tell 
us about that.” 


PRICE REDU id ( ION ! “Surely,” he responded. “The prin- 
e ciple has, indeed, many other applica- 


NOTE THE REDUCED PRICES ON tions—appliances, lighting fixtures, 
holiday goods and so on. One has only 


Duralectric Ci gar Lighters to understand the idea clearly in order 


to know how to apply it all along the 





Type Volts Cycles lines. So let’s begin at the beginning 
A.C. 110-115 60 $18.50 and reason it out. 

M.I. 110-115 60 10.00 “The manufacturer brings raw ma- 
M. 110-115 60 8.50 terial into his plant by the back door 


solely because he feels sure of his abil- 
ity to work that material up into a 
product that will serve a worthy pur- 
pose when it gets into the hands of the 


These new prices are only 
slightly higher than the price 
of old fashioned battery light- 
ers. Think of it! 





DURALECTRIC offers user. Note that in designing that 
Jobbers a lucrative _ field. product it is the user and his needs, 
Thousands in successful and not the jobber or dealer, that the man- 
continuous use. Live sales- ufacturer considers. Then the manu- 
men are selling hundreds facturer passes the product out 
every week. Try it out. We through his front door, sending it on 
will co-operate to the limit. its way to the user. The jobber, in 


Write for our selling plan, sales helps, etc. Licensed under 
Marsh Patents. 
Maximum discounts allowed. 


turn, accepts the product through his 
back door and passes it along through 
the front door. The dealer does like- 
wise. 

“Now what have we? The product 
has passed through five doors and 
‘ - made two distinct moves—frow manu- 
The Duralectric Corporation, Pittburgh, Pa. facturer to jobber to dealer—all parts 
of the process of getting the product 
= into the hands of the one who will use 















































SPECIFICATIONS: it. But so far a sale has not been 
« @ Size: Outside dimensions made; not in the modern sense. The 
7% in. long; 6% in. eee | 
$ 7? wide: S0) in. Meh. product has yet to progress through 
itt e e edie link: nadie the dealer’s front door and on to the 
2 parts of best cold se 
- rolled steel nickel -_ , J 
Flectric Stove plated pind Polished [hat is to say, until the product 
anc eating Init : ; ° d 
; —" on Asbestos has been received and paid for by the 
, SN soard. ay ° *y: : 
<x. er oz : user it is a liability to all concerned. 
po <a Ww eight: Weight complete at . , 7h 
~ i — “ (oti, packed in in- That becomes clear by visualizing but 
~ dividua x 28 oz. wr 
» meets one manufacturer, one jobber and one 
ug anc ord: Two . 
piece plug and six feet dealer, and the product as but a single 
of grey cord supplied : Y 
with ovey seve, sak. unit. The manufacturer would not 
ing it adaptable for ie P < sas > fire aee hes > 
ie wate ee have made it in the first place had he 
base plug receptacle. not thought the public had use for it; 
Veunee: atade. in three the jobber in turn would not have ac- 
J S—oL volts, ( ‘ 
volts and 220 volts. cepted it had he felt otherwise about 
Watts: 450. it; and the dealer would have had none 
Packing: Each stove in- of it without feeling sure that he could 
' , dividually boxed: 30 a 
Patents Pending boxes in standard car- place it in the hands of the user and 
) <a ton. This carton of 30 . . 
tee Se. is a perfect electric table stove that per- Stoves weighs 55 lbs. get paid for it. 
orms unction of a hot-plate—and retails at the ey aler is kk 
unheard-of price of only two dollars. "Gera The ‘‘Little he dealer is the neck of the bot- 
f’’ Electric Stove is . : 
It performs perfectly every function of the larger stove or aah Gelade i} tle, so to speak. And if a blockade is 
hot-plate—boils, frys, stews, toasts and will even bake and in every feature of likelv ] 
roast if an oven attachment is used. construction and serv ikely to occur anywhere along the 
The “Little Chef” answers a real economic need and is ice. line the chances are that it will hap- 
priced so remarkably low that it is within the reach of every Prices: Stove complete . 2 . , 
ye Its diversity of uses means a brisk consumer Ai ihe Catena ences pen just this side of the dealer’s front 
ee Oe ee ee eneont ‘West af Recs, door. Consequently, to chortle glee- 
Not sold through agents or house-to-house can- vo $2.00 ‘ a a 
vassers. Get, in touch with your local jobber Stove complete fully when goods are passed from our 
or write us direct. West of Rocky fp aad ll 
THE B McA Sitios ae 2.25 warehouse to the dealer’s shelves, call- 
ne . - Db. cALLISTER CO. ». © B Clevaaad. 0 ing that transaction a sale—well, that 
2163-2177 East 31st St., Cleveland, Ohio ik ein . . 
Patents Pending simply acts to blind us to what actu- 











ally took place. Actually, we have 
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Pete Says— 
Treat it rough! 


Jump on it! Hammer it! 
Kink it! 


Tie it in a knot! 













It won’t hurt DURADUCT be- 
cause a little pressure of the fingers 
puts it back into shape so that you 
can fish thru it as easily as ever. 

DURADUCT is the original 
Single Wall conduit with a real 
Roller-Bearing Wireway. 
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Peter S. Klees 


The ‘S” stands for ‘‘Spang.”’ 
Pete isn’t smiling because he is 
happy over that name but be- 
cause he is bound to be happy 
selling DURADUCT. 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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THE VITONET CORPORATION 


VIT-O-NET 
ELECTRIC BLANKETS AND HEATING PADS 





















143 LIBERTY STREET 
New Yorn, N. Y. 


Mr. Jobbers Salesman:- 
Have you examined the Vit-O-Net Heating Pad ? 


It is endorsed by The Medical Society, State of New 
York, has been tested and approved by the New York 
Tribune Institute and Priscilla Proving Plant. 


It is insured by one of the largest insurance com- 
panies in America. 

Safe - fool-proof - soft and pliable - extra large 
size - it is different and better. Sells easily and 
stays sold. 

Ask your house to send for sample and satisfy your- 
self that you can make Vit-O-Net one of your leading 
sellers during 1922. 


Yo very truly, 
(} dent- 

































VERY person connected with the selling end of 
the electrical industry will find something of in- 


terest, something worth reading, in every issue of 
THE JOBBER'S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JOBBER'’S SALESMAN 





Send a dollar for a year’s subscription. 



















merely traded a piece of merchandise 
in return for the right to mark a figure 
on our ledger, just as the manufac- 
turer did previously in passing the 
product to us. And if the dealers 
should persistently fail to sell such 
products to the users, collecting the 
price and passing part back to us— 
well, the marks on our books as well as 
those on the manufacturer’s books 
would stand for just that—marks. 

“So it’s our belief that by doing all 
possible to keep the goods moving 
freely through the dealer’s front door 
that we are taking the best means of 
opening a passage into his store via 
the back door. Just in that connection, 
anyone who has ever been up in the 
lumber country knows that even under 
the most favorable river conditions a 
jam occurs when the logs are permit- 
ted to come down in too great quanti- 
ties. Likewise with the dealers. 

“The moment the dealer is brought 
to understand his true function and 
that he is not being ‘sold’ but merely 
called upon to do his part in passing 
the goods along to the user—that mo- 
ment he ceases to act on the defensive 
when approached by the jobber’s 
salesman.” 


Future of Electric 
Lighting 
(Continued from page 14) 
The introduction of the new “mill 
type” metal filament lamp promises to 
wipe the slate clean of carbon lamps. 
Home Lighting 

Progress in home lighting during 
the past year has been chiefly marked 
by a sincere effort on the part of all 
lighting interests to get the general 
public to devote more real thought 
towards attaining good illumination 
in the home. The trend is noticeable 
in nearly all home lighting advertis- 
ing and in the electrical homes which 
have been on exhibit in many cities. 
As a reaction, the makers of home 
lighting equipment are thinking more 
and more as whether their fixtures, 
shades, glassware, etc., are right from 
an illumination standpoint instead of 
merely whether the unit is attractive 
in appearance and therefore likely to 
find a ready market. For the first 
time really serious efforts have been 
made to produce inexpensive lighting 
units and adapters which may easily 
replace or inexpensively convert ob- 














solete or poorly designed lighting 
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units for better illumination. Prob- 
ably in 1922 we shall begin to tap the 
immense buying power of tenants and 
renters by means of such lighting 
equipment—opening up a big market 
which has heretofore been closed be- 
cause it is obvious that the tenant will 
not buy lighting equipment which he 
cannot take with him when he moves. 

The application of color to the 
lighting in the home is certain to come 
soon and with it will come a demand 
for colored lamps and for new home 
lighting equipment adapted to give 
color effects. What may happen in 
this respect is beyond any reasonable 
prophecy but it is quite possible that 
this year may see the opening up of 
such markets. 

Sign Lighting 

The past year has been a year of 
wonders in sign lighting and the ef- 
fect will carry over into 1922. Sign 
lighting has increased and multiplied 
prodigiously within the last 12 months, 
chiefly as a result of increased com- 
petition among merchants and manu- 
facturers who have turned to the elec- 
tric sign as a means of further im- 
pressing the public with their products 
and of compelling attention to the 
merchants’ place of business. 

Lamps of low candlepower have 
rapidly given place to high-wattage 
lamps for sign service and have com- 
pelled the lamp manufacturers to pro- 
duce a new blue sign lamp which is a 
great advance over the old standard 
10-watt sign lamp. In addition, the 
electric sign is now providing a fertile 
market for high-wattage gas-filled 
lamps. 

Street Lighting 

The retreat of the are lamp for 
street illumination, leaving the field to 
the incandescent lamp, has been car- 
ried still further in 1921 and will con- 
tinue in 1922. A newly announced 
2500-watt incandescent lamp is sure 
to hasten the movement. 

Economy in municipal expenditures 
has retarded the normal growth of bet- 
ter street lighting, but there have 
nevertheless been many new and ex- 
cellent installations and the indica- 
tions are that the public is everywhere 
waking up to the importance of good 
street illumination. Just why or how 
this subject has caught the flare of 
public interest is more or less of a 
mystery, but fortunately it has, and 
there is hope that surprising develop- 
ments in this field may soon come to 
pass because of that interest. 





A NEW AND PROFITABLE 
LINE FOR JOBBERS 









Electrically Illuminated Flow- é 

ers in many designs -_*' 
Tulips Orchids 4 
Roses Poppies 
Geraniums Poinsettias 
Lilacs Hydrangeas 


Made up in very attractive 
floor and table decorations. 
These quick selling special- 
ties contain the best mate- 
rials. The lamps used are the 
General Electric 
celebrated ‘Maz- 
da”—the best lit- 
tle lamp on the 
market. Attach- 
ment plugs are the 
two-piece kind. Cm 
Silk cords go with 
each unit. “Take 
well” in home and 
club. Each _ bas- 
ket shipped in a Sead fer New Cataleg 
corrugated box. Special Discount to Jobbers 


Electrical Decorative Flower Co., Inc. 
140 West 116th Street New York City 











The Policy of the 
Burton-Rogers Co. 


in merchandising 


Hoyt Electrical Instruments 


is to offer in all of its advertising the simplest 
and the most thorough sales helps. 


Among our publications are two pamphlets: 


‘‘Hunting Down Electrical Troubles’’ 
‘*The Cadmium Test”’ 


Both dealing with automotive electrical testing; the one 
for general work, the other for storage battery work. 


Write for these and learn the many ap- 
pealing advantages in selling electrical 
instruments in a rapidly expanding field. 


BURTON-ROGERS CQO°* 





755 Boylston Street Boston, 17 Mass. 
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DISASTROUS LIGHTNING 


is coming soon and it is time now to think 
about LIGHTNING ARRESTERS and how 


you are going to sell them. 


KEYSTONE EXPULSION TYPE 


One to be installed at every pole transformer 
GARTON-DANIELS 
For station protection 


Big Spring Sales in Sight to Central Stations, Isolated Plants 
and Industrial Plants. 


gone 


USWA IRE eMae 


Plant of the Electric Service Supplies Company—Home of 
Garton-Daniels and Keystone Expulsion Arresters. 


You can sell two Keystone Expulsion Type Lightning 
Arresters for the protection of each transformer installed in 
your territory. Just realize what nice business this would be 
for you. The Expulsion arrester is relatively cheap, easily 
installed and very efficient. 


And you have the complete line of Garton-Daniels Arresters which 
are recommended for station protection and very important trans- 
former installations. The Garton-Daniels is probably the most effective 
lightning arrester for universal use a man can buy. 


Therefore, you can drive on the ‘100% Protection’’ idea—that is, 
sell your customers Keystone Expulsion Arresters for every transformer 
on his line and Garton-Daniels for protection of his station and other 
important apparatus. 


Write your sales manager for full information. 


ELECTRIC SERVICE SUPPLIES Co. 


Manufacturer of Railway Material and Electrical Supplies 


PHILADELPHIA NEW YORK CHICAGO 
17th and Cambria Streets 50 Church St. Monadnock Bldg. 


Branch Offices: Beston, Scranton, Pittsburgh 
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What Would You Do In 
This Case? 

If you were on your way in from 
a trip and your boss should suddenly 
wire you to lay over at another town 
and call on an unknown prospect, how 
would you proceed? 

Would you plan out in advance the 
entire approach which you intended to 
follow? Before seeing the probable 
customer would you line up certain 
talking points and decide then to give 
them in a certain manner? Would 
you decide upon a rush canvass or a 
slow canvass? 

Or would you simply await decid- 
ing on a definite selling talk and a 
plan of attack until you had dropped 
off at his town and seen him? 

Knowing your proposition as you 
do, wouldn’t you step into his store 
much as you would into a dark room? 
Of course you'd have all your pet 
cards up your sleeve, ready and wait- 
ing only for the proper time to pre- 
sent them. But wouldn’t you want 
to hold them in abeyance until after 
you had faced him a few moments, 
awaiting some word or look or pause 
which would give you the opening 
you are seeking? 

In a word, wouldn’t you sort of feel 
your way into his thoughts and into 
his confidence? Sort of find out first 
just what he’s thinking of you, and 
how he regards your line of goods as 
compared with some other line? 

Having got a line on his needs and 
on his disposition, wouldn’t you know 
fairly well how to proceed with your 
selling talk? What points to present 
especially to him, and the right mo- 
ment to present them so that each one: 
as you give it increases his interest 
and leads him one step nearer to your 
close? 

Possibly on this first meeting, you 
won't be able to sell him. But if you 
succeed in making him THINK fa- 
vorably of your house and its prod- 
ucts, haven’t you made good? Haven't 
you done the principal thing your boss 
wanted you to do? Haven’t you, in 
fact, opened the way for a future or- 
der? In a sense, haven’t you made a 
sale? 

Making a sale is not necessarily 
getting a man’s signature on the dot- 
ted line. It’s making him DECIDE 
to put it there—today or later. You 
do this by making him think the way 
you want him to. 
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at the beginning of the new year—is 
the time to divorce your line of electric 
household utilities from your general 
stock and to put it on its own feet. 
Let 1922 test and prove for you the 
money-making possibilities of a sepa- 
rate Cleaner-Washer-lroner DEPART- 
MENT under the independent direction 
of a thoroughly equipped sales mana- 
ger. 

The unfailing success of such 
ROTAREX-APEX-ROTAREX 
departments in other jobbing or- 
ganizations like yours surely war- 
rants your consideration. Write 

us for full information. 


THE APEX ELECTRICAL DISTRIBUTING CO. 


67 EAST 152nd STREET CLEVELAND, OHIO 


ELECTRIC SUCTION CLEANER 






























THE 


SUNSHINE 


| A GOOD 


Electric Cleaner 


Now in Production 


Introducing 
| 












Some territories have 
been assigned. If in- 
terested, write for 
proposition. 












Distributed Through | 
Jobbers Only 











SUNSHINE ELECTRIC CLEANER | 


| A PRODUCT OF 
The Wise-McClung Manufacturing Company 


“Its Guarantee of Quality” 






SUNSHINE SALES COMPANY 


NEW PHILADELPHIA, OHIO 


























HES easy to attach or install 





Here’s 


a leader 














ARTISTIC CASINGS 


for your trade 


tees 4 
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Beaver’s “Coupling” Switch The “Wireless Feed Thru” 





An Assortment at standard package prices 


T'S the Beaver Package ‘‘B’’ assembled just for 
= . you salesmen to have a real reason and a real 
BEAVER. .SWITCH [i talking point—why your retail trade should have 


\ ot 
>» fee ae 
cos 


a complete assortment of electrical switches for 
household electrical devices. Few, if any, such 


‘ 


FEED THRU SWITCH 





rh i appliances are provided with switches by their egg ase gay ia ig 
manufacturers. That's where Beaver Switches fill toasters, etc. More easily 
rr ’ = connected up than any 
mniiiie “eac a real want. What's more, it opens up a great other. 
Switch Wall , Red big new field for every retail electrical dealer. 
Today he is selling more and more electrical 
household devices. There is no reason at all why 
| 7 every one of them should not have a switch. 
~ = “pe OC: BEAVER 
} am BE =a Beaver Package “‘B” gives the dealer such an as pa hha iad 
i e2 AVER ea sortment at the lowest possible investment. PLUG 
Prelo SWITCH PL) aN , | The new 


com bina- 
tion switch 
and heater 
plug — es- 
pecially 
adapted to 
electric 
irons. 





BEAVER Switch Plug an 
For every dealer it quickly sells | \ : ( : \ 


the season’s best seller. 





BEAVER 
COUP- 
LING 
SWITCH 
Makes any 
* standard at- 
; tachment 
plug into a 
switch. Es- y 
pecially good 

or room 
heaters. 


It contains 


20 Feed Thru Switches 3 Beaver Switch Plugs 
10 Beaver Plugalls 5 Coupling Switches 
10 Brass Pendant Switches 








But here is the important part—Every Beaver Pack- 
age ‘‘B’’ contains a complete assortment of selling helps. 
Some of these are pictured at the left. They are wall- 
hangers, counter displays and window cards, posters for 
the windows, everything a retail dealer needs to bring 


the crowd into the store where he can not only sell A w 





them a Beaver Switch but other articles as well. \ 

Put it up to your trade this way. Sell them Beaver < Wf) 

Package “‘B.”’ Tell them to use it as a leader to attract : 

the trade and you will find that you have a sales argu- RES 

ment which will mean increased business for you. , 





The most beautiful 
Pendant Switch on the 


BEAVER Coupling Switch BEAVER MACHINE & TOOL COMPANY, Inc. market. If you haven't 


Easel. Sells them on sight. seen it and doubt our 


Keeps you busy refilling the FACTORY, NEWARK, N: JS. -_ have a jobber 
ad. C ll hang- . . show you this Cat. No. 
a ee Sales Office: 50 Church Street, New York City 9 C2 in’ Brush Brew 


















Detachable heating unit. 





Model 4 Mixer 


A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 


enamel. 








Surgical Engine (with stand) 


Equipped with S. S. White 
flexible shaft, sheath, hand 
piece and slip joint. Six speed 
foot rhcostat. Motor has _ re- 
versing switch and three step 
pulley. Height of stand 48”. 


—n 
\ 
| \ 





Surgical Engine (with base) 


Same as stand model above 
except for highly polished 
heavily nickeled base. 








Billiard Table Cleaner 


stat foot control. 





Type A. Motor 





. Type F. R. Motor 1-25 H. P. Smallest 
Hair Dryer 1-25 H. P. Jeweler’s size for laboratory work. 1-16 H. P. Medium 
Roth hot and cold air blasts, lathe motor with rheo- Type B same as Type size laboratory 


A with nickel finish. Universal type. 








Type C Motor 


Type D Motor 


%H. P. Best size for all 
kinds of dental ew and 
jeweler’s motor work 





motor. 













A Product with a Good Future 


With more than a million closed cars already in use and 
more being sold every day, there is a big market for the 
DUMORE Electric Upholstery Cleaner. 

The possible volume on this product would warrant thou- 
sands of dealers in electrical goods putting in a stock and pushing 
DUMORE Upholstery Cleaners. 

Every garage and service station should have one or more. 
Many closed car owners are good prospects. Our advertising 
brings us sales and prospects regularly. 

Here is a fast selling, quality product it will pay you and 
your house to feature. We will supply you with sales points 
and literature. We stand ready to do anything within reason 
to get this upholstery cleaner and all our other products estab- 
lished with the jobbing trade. 

Ask your sales manager to investigate the DUMORE line. 
—to write for booklets and learn how DUMORE products meet 
the needs of a large and very exacting market. 


Wisconsin Electric Company, 
1604 Sixteenth St., 


Manufacturers of 


UMORE 


ELECTRICAL TOOLS 
and APPLIANCES 


Racine, Wisconsin. 








<a 


No. 1 J. G. Grinder 


1% H. P. motor. 15,000 R. 
P. M. Reach of arm 44”. Ex- 
tension 2”. Complete equip- 


ment. 


No. 2 O. G. Grinder 















1-6 H. P. Motor. 10,000 R. 
Pr. Motor spindle reach 
214”. Ball bearings. Complete 
equipment. 













No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spin- 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 







Internal spindle reach 3”. Com- 


plete equipment. 


¥ 






















No. 2 B. G. Grinder 
1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm 10”, 
Complete equipment. 
No. 2 C. G. Grinder 
1-6 H. P. Motor. Motor spin- 
dic speed 10000 R. P. M. At- 
tachment spindle speed 50 000 
R. P. M. Complete equipment. 
























Cleans thoroughly without 
affecting nap of cloth. 


Upholstery Cleaner 














Model 1 
12%”. 








Dumore motor, operat- Model 2 A. D. Drill 
ing on direct or alter- Capacity 1.”. Stroke 
nating current. Two 34%. Drills to cen- 
leather bound China ter of 7%”. Ad- 
bristle brushes. 10 feet justable table. 
special vacuum cleaner Model 1 A. D. Drill 
hose. 25 ft. portable Capacity 4%”. Length 
cord. 0”. Helical gears. Model 2-B D Drill 


Capacity 
Ball-bearings. 






Capacity 4”. Stroke 


344”. Drills to cen- 
ter of 8” piece. Ad- 
justable table. 


Height 2014”. 





B. D. Drill 
4”, Length 


9 


Model A. D. Drill 







Model 2-B D Drill 





No. 3 Multi-speed Grinder 
14, H. P. motor. Six interchangeable spi! 
dles and seven quick-change pulleys. Spind 
speeds 3600 to 50,000 R. P. M. A remarkab 
grinder. 
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Create—Don’t Destroy 
By S. H. Bonnely 


F we want more business, we must | 


co-operate with each other in the 
proper manner; otherwise we destroy 
the source from which we get it. 

Do we get all the business we 
should? Why does the manufacturer 


sell direct to central station and con- | 


tractor-dealer? Should _ jobbers 
retail? 

There seems to be a constant unrest 
existing in the electrical field, but I 
believe that, when the manufacturer, 
central station, contractor-dealer and 
jobber perform their respective duties 
without infringing upon those of 


| 


others, the good resulting therefrom | 
will be amazing. There has long been | 
needed in the various cities in this | 


country some real co-operation, but 
first we must move a serious obstacle 
that stands in the way. 

When a jobber starts to do retail- 
ng, he is cutting his own throat for 
he does not enjoy the business he 
should from either of these sources. 


I have heard many dealers say that | 


they would buy as much as _ possible 


direct from the manufacturer because | 


the local jobbers did a retail business 
and were not co-operating, as they ex- 
pressed it. “They force us to buy 
direct because they are retailing. 
When they co-operate with us prop- 
erly, we will give them our business.” 

This does not give the jobber the 
proper support—it only breeds dis- 
satisfaction. When a jobber’s sales- 
man calls on the contractor-dealer, he 
hates to be confronted constantly with 
the fact that jobbers are doing a 
wholesale-retail business. When a 
jobber retails, he deprives the dealer 
of a business which he should enjoy. 
Such is the case, but it should not 
exist for the contractor-dealers’ asso- 
ciation and some jobbers have been 
working hard to make the former con- 
tractor a contractor-dealer. However, 
with the jobbers doing a retail busi- 
ness, this cannot be satisfactorily ac- 
complished. 

Be a 100 per cent jobber—whole- 
sale only. If you help your contrac- 


tor-dealer, you'll find it will pay. | 
Give your retail business and pros- | 


pects to him: he needs it. Let the 
central station stop this retailing of 
merchandise, cutting of prices, giving 
discounts, and using selling methods 
that no reputable dealer can afford to 
practice. This policy is all wrong in 
the long run. : 











HUBBARD 


POLE LINE HARDWARE 





Every 
4) Jobber’s & Salesman & 


That: 


That: 


That: 


7 hat: 


That: 


That: 


That: 


should know— 


Distribution Engineers are demand- 
ing a higher quality of Pole Line 
Hardware and Construction Special- 
ties today than ever before. 


Hubbard quality, for almost a quarter 
of a century, has met with this grow- 
ing demand. 


Higher standards of quality and in- 
spection to insure that quality have 
been set. 


In order to place Hubbard service on 
a par with Hubbard quality a new 
factory has been built at Chicago with 
manufacturing facilities equal to that 
of the Pittsburgh plant. 


Every machine, every process and 
every system of the Pittsburgh plant 
has been overhauled and brought up 
to the highest efficiency. 


Stocks are being accumulated at both 
plants to make it possible to give im- 
mediate service by shipping carload 
orders immediately on their receipt. 


Hubbard quality plus Hubbard serv- 
ice will meet the demands of the most 
exacting engineer. 


Talk ‘“‘Hubbard’’—and you will be 
backed by the makers of —‘‘the hard- 


ware that makes the line.” 


HUBBARD & COMPANY 


PITTSBURGH 








PEIRCE 


CONSTRUCTION SPECIALTIES 
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In fixture salesman’s 
biggest difficulty was in making his 
prospective buyer visualize the merits 
and beauty of the line he had to offer 
solely through photographic or cata- 


Likewise it was 


THE PAST a 


log reproductions. 
hard for the jobber or dealer to dis- 
tinguish between the relative merits of 
two lines. The ingenuity of Sidney 
T. Beatie of R. & Co., 


Chicago, has eradicated this difficulty 


Williamson 


in so far as his own organization is 
concerned. The photograph at the 
bottom of this page tells at a glance 
how this has been accomplished. 

A display trunk has been designed, 
containing compartments for various 
sizes and designs of a certain line of 
lighting furniture, which term Mr. 
Beatie has applied to the Williamson 
line of residential fixtures. There is 
also provided a space for the “knock- 
down” display standard on which the 




















lighting furniture is suspended. This 
standard is bolted to the trunk, the 
arms attached and the lighting furni- 
ture hung in but a few moment’s time 
as it would be on the ceiling. The 
main support and the arms of the 
standard are hollow so as to accept 
wires, allowing the units to be dis- 
played in lighted form by merely plug- 
ging in at a convenience outlet. 

.Each Williamson salesman will have 
seven of these trunks, one for each of 
the lines made by the seven factories 
operating under the Williamson plan. 


These trunks will also be furnished 
those jobbers’ salesmen requiring 
them. The bottom of each compart- 


ment in the trunks is slotted to allow 
the unit to set firmly, and straps are 
provided to prevent it from slipping 
out of place. Photographs are also 
included in the equipment of the trunk 


to illustrate other designs in the same 








line. In fact, everything is provided 
to make each trunk a complete little 
show room in itself. 

The accompanying photograph, 
taken in the Cleveland Hotel during 
the convention of the Electrical Sup- 
ply Jobbers’ Association, shows how 
the trunks look when “‘set up.” Each 
trunk is different to meet the require- 
ments of the seven lines entering into 
the Williamson plan. 

THE Bros. Mra. Corp. has 
prepared for distribution to the trade 
a counter display stand to assist deal- 
ers in selling its refillable plug fuses. 
Besides holding ten plugs, the card 
explains to the customer the features 
and advantages of this particular fuse. 


Core 


THE of insulated 
wire is being started on the Pacific 
Coast by the California Wire Co., at 


MANUFACTURE 


STO Lee 


Jobbers attending the convention of the Electrical Supply Jobbers’ Association in Cleveland during the latter part of No- 
vember, had an opportunity of seeing the new display trunks, used by R. Williamson & Co. to display lighting furniture. 





This novel and attractive method of displaying fixtures has proved a great success. 


Beatie, merchandising expert for R. Williamson & Co. 


The trunks were designed by Sidney T. 
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Orange, Calif., near Los Angeles. 
This being the only wire manufactur- 
ing plant west of the Chicago district, 
the prospects for building up a con- 
siderable industry should be excellent. 
The company is_ beginning with 
weatherproof wire only, and will add 
other lines later. Louis Koth, pres- 
ident, and Fred H. Alden, sales man- 
ager, formerly occupied the 
positions in the Illinois Wire & Cable 
Co., Sycamore, IIl., for a number of 
years, and have had wide experience 
in manufacturing. It is expected that 
quite an export business will be devel- 
Central and 


same 


oped, especially with 
South American countries. 


ANNOUNCEMENT was made at a 
conference of distrjct sales managers 
of the Robbins & Myers Co., held re- 
cently at the factory in Springfield, 
Ohio, that the company would begin 
the manufacture of high-voltage radio 
apparatus. Generators and 
generator sets for radio service are 
and _ the 


motor- 
now being manufactured, 
company is sending out a circular de- 
scriptive of this equipment. 

A NEW in connection with 
the butt preservation of poles has been 
adopted by the Valentine-Clark Co., 
Minneapolis, Minn., with main yards 
at Minnesota Transfer and St. Maries, 
To make it possible for con 


POLICY 


Idaho. 
sumers to purchase poles from one 
concern and have _ butt-preservative 
treatment done by another concern, the 
Valentine-Clark Co. announced 
that it will accept poles for butt-pres- 
ervation from any pole user, treatment 
to be made at its extensive plant at 
Minnesota Transfer, Minn. The com- 
pany states there is a vast difference 
between butt treatment and butt pres- 
ervation, it being necessary to use a 
high grade of coal-tar distillate oil to 
get satisfactory results. 


has 


A BOOKLET describing the Holo- 
phane “Lightmeter”’ is being distribu- 
ted by the Holophane Glass Co., 342 
Madison avenue, New York City. The 
“Lightmeter” is an accurate, portable 
instrument designed for the measure- 
ment of foot-candles, lamberts, candles 
per square inch, candlepower, coeff- 
cients of reflection, transmission fac- 
tors and for color matching. It is 
being placed on the market at manu- 
facturer’s cost as an _ engineering 
specialty and should be interesting to 
those who are selling illumination. 


The Sales Manager’s Column 


First of a Series of Talks to Jobbers’ Salesmen by Sales 
Executives of Leading Electrical Manufacturers 


ANY times in the past, says Norman B. Hickox, sales manager of the 
National X-Ray Reflector Co., Chicago, I have enjoyed meeting with 
various groups of electrical supply salesmen, but until THe Jospser’s Saves- 


MAN persuaded me to talk with you all, at a single immense gathering, so to 
speak, made up of its many readers, these meetings have been discussions of 
the particular product we were mutually interested in selling. 

Of course, knowing and coming in contact with many electrical supply sales- 
men, I have become somewhat familiar with their work and problems, and I 
have at times found that I was mentally placing myself in their position and 
studying their tasks just as I would do were I actually a jobber’s salesman. 
It is my belief that taking a job as a jobber’s salesman and making a success 


of it is the best training a young man entering the electrical field can get. 





read Peter B. 


has 
Kyne’s inspiring sales story, “The Go- 
Getter,” and enjoyed the parable about 


Almost everyone 


the blue vase. Here is Norman B. Hickox, 
who took off his coat, rolled up _ his 
sleeves and proceeded to deliver a blue 
vase to his boss. “Hicks” said it was just 
about as big a job as it looks, too. 


Consider, for a moment, the many 
points of contact which electricity, in 
its many uses, has with activities in 
every field. It brings a multitude of 
problems to the selling representative 
of the electrical supply house, and if 
he is endowed with an active mind, 
properly educated in the uses of his 
products, he is only limited by the fact 
that he can only be selling one cus- 
tomer at a time. 

And this business of selling—why, 
selling is only telling, but to do so you 
must know. When you realize the pos- 
sibility of several different uses for 
these thousands of items, it may seem 
a difficult lesson to know, but you can 
know, even if you only learn one new 

thing each day. 
A salesman who was the tail-end- 
er asked a star salesman: “‘How 
do you manage to make so many good 
sales? I can’t sell enough to pay ex- 
penses?” “Well,” replied the medal 
holder, “it’s a secret, but I'll let you 
in on it. I always wear out the soles 
of my shoes instead of the seat of my 
pants.” And that tells many a story, 
because in selling goods, just as in all 
other human activities, plain, every- 
day, hard work is 90 per cent of the 
reason for success. 

And then.there is also the matter of 
personality. It can be summed up in a 
few words: “Be cheerful.’ Cheerful- 
ness is contagious, and a smile has 
clinched many an order. Cultivating 
cheer and learning to smile will bring 
with it the confidence in self, poise and 
enthusiasm which every successful 
man securely possesses. 

And so I bring you the message of 
“work’’—earnest, loyal and unselfish 
endeavor, and if you will invest a 
smile with it the dividends will be a 
proof of your success. 
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"AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


“AMERICAN 
BRAND” 


Weatherproof and 
Bare Copper Wire 
and Cables 


PERFORMANCE 


To avoid delays, the 
safety of operators and 
property and for en- 
during economy, recom- 
mend SUPERIOR 
“AMERICAN 
BRAND”  Weather- 
proof Wire and Cables. 
Made to a standard for 
} over twenty-one vears 
to exceed by far the 
requirements of — the 
National Board of Fire 
Underwriters. 


Jobbers’ salesmen should send 
samples of 


Brand” and 


for “American 


wires 





CO NVING é 


themselves. 





American Insulated 


Wire & Cable Co. 


CHICAGO 










“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


























These 


To assist dealers in handling fuses 
as a profit, the Weber Electric Co., of 
which Henry D. Sears, Boston, is gen- 
eral sales agent, has designed a fuse 
card which holds two 30-ampere fuses 
for the main service cut-out and eight 
10-ampere fuses for branch circuits. 
to 


dealers, and are provided with brass 


ecards are furnished free 


| eyelets so they can be hung near the 


| service meters or other convenient 
| is ’ ; 

| places. This assures fuses being 
available when an emergency arises, 


and, if more than half the holes are 


| empty, it is a reminder to the house- 
| holder that it is time to take the card 
| to an electric shop and have it refilled. 


WaLuace L. FLEMING anp Ross D. 


CUMMINGS have associated themselves 


| in the formation of the Standard Elec. 
| tric Sales Co., with offices at 105 West 


Monroe street, Chicago, and in Beacon 
the latter 
charge of Harry Cowan. 


being in 
The 


Manutac- 


street, Boston, 


new 
function as 


company will 


turers’ agents, specializing in the sale 


| of electrical specialties for the home, 


| such 


| driven appliances. 


as heating devices and motor- 
Mr. 
well known in the appliance field, es- 


Fleming is 


| pecially in New England, where he 


formerly held the position of manager 
of the appliance department of the 
Stuart-Howland Co., Boston. More 
recently he was with the Russell Elec- 
tric Co., Chicago, where he acted as 
general sales manager. Mr. Cummings 
little to the 
electrical supply field, having been 


also’ needs introduction 


| with the Western Electric Co. at Dal- 





las, and Cincinnati, where he acted as 





Wallace L. Fleming 






ri\ 


Ross D. Cummings 


Both 


enviable acquaintance among the job 





appliance specialist. have an 
bing and manufacturing branches of 
the industry and are well equipped 
through their extended experience to 
promote this type of company, which 
of the 


industry. ‘They announce 


is somewhat an innovation in 
electrical 
that they will work absolutely with 
and through the electrical jobber, per- 
forming the of 


assisting in the training of the jobber’s 


exceptional service 
salesman in selling electrical special- 
ties. Among those manufacturers 
which the Standard Electric Sales Co. 
represents are the Northern Electric 
Co., Chicago; John Jorgensen & Co., 
New York City; Tucker Manufac- 
Co., Cleveland, others. 


The new firm will cover central states 


turing and 


and New England territory. 


Co., 218 South 


Peoria street, Chicago, manufacturer of 


BLEADON-DuN 


“Violetta” violet-ray instruments, has 
vemoved its New York office to larger 
quarters in the Marbridge building. 
The New York office is in charge of 
M. H. Sarben, H. Burger and T. J. 
Voneschen, and a large number of all 
types of violet-ray machines are car- 
ried in stock for immediate delivery in 
the New York territory. 


Co., Pitts- 


burgh, has announced that it has sent 


STEEL Crry Evecrtric 
out a letter to several hundred elec- 
trical manufacturers and advertising 
agencies, calling their attention to the 
company's* advertisements in the De- 
‘ember and January issues of THe 
JopBeER’s SALESMAN and other trade 
These advertisements recom- 


bapers. 
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‘ me Increase 

\’ your vol- 
ume of sales 
by selling 
the ready- 
selling 


BUHRKE 


ORIGINAL 


ONE-PIECE 
TOOL BAG 


Sales are easy—satis- 
faction sure. Buhrke 
Bags are made in one- 
piece—no stitches at 
the frame to rot or 
tear, and no sewed-in 
bottom to fall out be- 
cause of rotted or torn 
stitches—cheapest in 
the end because they 
are best. 





Illustrated Catalog, giv- 
ing complete descrip- 
tion, gladly furnished. 
Write for our jobbers’ 
proposition. 


R. H. BUHRKE CO. 


(Established 1877) 
1238-1250 Fullerton Ave. 
CHICAGO 
“The House of Quality’’ 
BELT BAGS STRAPS 





pe : 








/mend_ that 


| “convenience outlets” 


| trical 


| tisements. | 


install more 


and urge that 


contractors 


they persuade owners and contractors 


to provide more “convenience outlets’ 


when making plans or writing elec- 


specifications. Manufacturers 


are being urged to take advantage of | 


the campaign and co-operate by put 


| ting an appeal for more “convenience | 


outlets” in their trade paper adver- | 


A Novet Meruop of helping the 
dealer in his merchandising efforts has 
just been announced by the Beaver 
Machine & Tool Co., in connection 
with its line of switches. The com- 
pany has adopted the idea of putting | 


an assortment of switches in what is | 





| 
| 
| 
| 
| 





L 


Combination Switch Assortment to Aid | 
Retail Sales. 





| 
| ; , saat ~ 
called its “Combination Package B, | 


which contains 20 Beaver feed-through 


10 “Plugalls,” 5 coupling | 


switches, 8 switch plugs and 10 brass; | 


switches, 


shell pendent switches. This combina- | 
| 


tion package is being sold at standard- | 


| package prices, enabling the small re- | 


| e . . ° | 
tailer to get a number of all five items | 


| wise get 


| ray of sales helps. 


at a price which he could not other- | 


without buying standard | 


packages of each item. Thus by in- | 
vesting in 48 pieces he gets the same | 
price as if he stocked up on 500 pieces. | 

Another feature in connection with | 
the assortment package is that it is | 


packed complete with an attractive ar- 


The accompanying 


‘illustration shows the receiving clerk | 
| in the store of R. A. Belmont & Co. in- 








Guaranteed 





MERCURY 


AUTOMATIC 


TIME SWITCH 





Simple in construction. Reli- 
able in operation. Artistic in 
design. 

] Reasonable in 


Price 


Exceptionally strong Waterbury 
Eight-Day Marine Clock Move- 
jj ment, Specially Devised Mercury 
Switch. 


Case, 


Dust-proof aluminum 


Yale lock. 


Underwriters’ Laboratories. 


All Parts Readily 


Accessible 


Approved by 


No Friction— No Arcing 
— No Corrosion 


break 


without strain on clock mechan- 


Instantaneous make or 


ism. Has been adopted as 


standard by outdoor poster ad- 
vertisers and seven great chain 


store systems. 


Guaranteed for the Life 
of the Clock Movement 


Write for Prices and 
Terms 


MERCURY TIME 


SWITCH COMPANY 
31 East Woodbridge Street 
DETROIT, MICHIGAN 
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New Electrical Products, Illustrated 








The Acme Electric & Manufacturing Co., 1444 Hamilton 
Avenue, Cleveland, has developed a novel electric heating 
device known as the Acme hot plate, which has many appli- 
cations. The heating element is of the standard electric 
stove design, and is mounted in a light cast iron retainer 
of such dimensions to fit any gas stove. This retainer is 
furnished with legs which can be readily attached for do- 
mestic purposes. The complete device can be used as an 
electric toaster, heater or warmer for hospitals; dispensaries, 
chemical laboratories, garages, battery stations, restaurants, 
offices and factories. It consumes 660 watts at 110 volts and 
may be used on alternating or direct current. The entire 











An attachment to convert fireless cookers into an electric 
oven is being marketed by the Hankscraft Co., Madison, Wis., 
under the name of “Electric Maid.” It consists of an elec- 
tric hotplate of the plug-in type, connection cord and socket, 
automatic switch, and baffle and oven rack for baking and 
roasting pans. The automatic switch is arranged to discon- 
nect the circuit when a certain temperature is reached, and 
then the oven operates as a fireless cooker. The equipment 








weight of this product is 5 lb. packed. 


retails for $28.50. 














The “Jackson” electric bathroom 
heater, manufactured by the Wm. H. 
Jackson Co., 2 West 47th Street, New 
York City, and 746 South Michigan 
Avenue, Chicago, is designed as an aux- 
iliary heater in bathrooms or other 
rooms where required, and is made to 
set in a recess in the wall which should 
be provided before the tile work is 
done. A _ special line of wire is re- 
quired, although any electrician can in- 
stall the heater. The frame size. is 
154% by 15% inches; the recess, 13% 
by 131% inches, and the depth is 4 inch- 
es. The register grill is of cast brass, 
finished to match the other fixtures in 
either nickel, silver or gold. The heater 
has an energy consumption of 1,000 
watts. 








A lighting unit designed to give day- 
light values in connection with type C 
lamps has been developed by the Ben- 
jamin Electric Manufacturing Co., Chi- 
cago, and called the “Dalite” unit. Two 
forms are in production, one being a 
bowl reflector with “Dalite” glass disk, 
and the other a dome reflector with a 
“Dalite” glass globe enclosing the lamp. 
The bowl type is for use where a local 
daylight effect is essential; that is, 
where an increase in definition is desir- 
able and where it is necessary that color 
values be determined closely within a 
small field,.as upon a bench, table or 
counter. The dome type is for general 
illumination, where an equal in defini- 
tion and determination of color value 
is necessary over a wide area. Artificial 
daylight is obtained from these units 
by use of a specially prepared glass 
which transmits balanced percentages 
of the spectrum, thereby throwing a 
white light on the objects illuminated. 











To provide an electric hoist for small 
as well as large load-moving jobs is 
the purpose of the “Liftabout,” a small 
general utility hoist recently announced 
by the Shepard Electric Crane & Hoist 
Co., Montour Falls, N. Y. It is designed 
not only to the usual hoisting duty 
encountered in factories, mills and 
warehouses, but also for more special- 
ized work such as handling ashes in 
apartment buildings, pulling cans in 
artificial ice plants, etc. The “Lift- 
about” is made in one-half and one-ton 
sizes and has totally inclosed gears, 
motor and control. 
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New Electrical Products, Illustrated 








A new line of high-voltage, direct-current generators and 
motor-generator sets for service with wireless telephone 
outfits has been developed by the Robbins & Myers Co., 
Springfield, Ohio. The generators are made in 500 and 


1000-volt types in capacities of 100, 200 and 500 watts, for. 


use with vacuum tubes and for other special services. ‘lhe 
500-volt tvpes have a single commutator, while the 100-volt 
generator has a commutator at each end of the armature, 
so arranged that the windings can be connected in series 
for 1000 volts and in parallel for 500 volts. ‘The 500-6-volt 
and 500-12-volt types have two commutators, one for 
delivering 500 volts for charging the plate and the other 
for delivering 6 or 12 volts for heating the filament, thus 
eliminating the necessity of providing a battery for the 
latter duty. ‘ 





The motor-generator sets are furnished for operation on 110 
or 220-volt, 25, 50 and 60-cycle, single phase, alternating 
current circuits, and on 82, 115 and 230-volt direct-current 
circuits. They are of compact construction. The 500-volt 
units are two-bearing, union-ring type, while the 1000-volt 
units are the four bearing, sub-base type. The units are 
carefully balanced, insuring freedom from vibration and 
noise. A large number of bars in the commutators of the 
generators does away with objectionable hum. 


Sturdy construction, ease of renewing and low vost are 
claimed by the H. & L. Refillable Plug Fuse Co., Chicago, 
for a new type of plug fuse which it has placed on the 
market. The process of renewal is exceedingly simple, the 
manufacturer states, and the renewal links cost but 2 cents 
each. They are made in different capacities from 3 to 30 
amperes. 








An electrie iron intended principally for small work that 
cannot be easily done with a regulation iron has been devel- 
oped by the Tommy Iron Manufacturing Co., 1416 Pine 
street, St. Louis. It is particularly suitable for ironing fancy 
dresses, ribbons, laces, hats and millinery. The “Tommy” 
iron has attachments for both upright and flat surface iron- 
ing. It is nickel plated and weighs 2.5 lb. Some of the things 
it will help the milliner do are: Shaping of curves; shaping 
soft crowns: removing dents and creases; reblocking; and 
working of laces, crepes, velvets, leghorns, etc. 














The Cutler-Hammer Manufacturing Co., Milwaukee, has 
reversed the usual order of things in the design of its new 
No. 7859 attaching device. This is done to provide flush 
mounting, and make a neater looking installation than is 
possible where the usual receptacle is mounted on the sur- 
face. The illustration shows the value of this type of attach- 
ing device on an electrically operated phonograph, for in- 
stance. ‘The contact blades are not live except when the 
body is in place, and the contacts of the body are not ex- 
posed when disconnected. This device has a rating of 10 
amperes, 250 volts. The diameter of the body is 1 1/16 in. 








Automatic control of the heat is an important feature of 
the “Abesto” flatiron, made by the Dover Manufacturing Co., 
Dover, Ohio. By means of a control key any temperature 
from 800 to 600 degrees F. will be maintained automatically 
by a thermostatic regulator. This is particularly advanta- 
geous, for some classes of material require more ironing heat 
than others, and just the necessary amount of heating can 
be maintained. The automatic control also prevents over- 
heating when the iron is not in use. Another unique feature 
claimed for this flatiron is the heating element, which is firm- 
ly imbedded in a refractory composition. The latter is forced 
into the core of the iron under high pressure, and expands 
and contracts at the same rate as the cast iron base when 
the iron is heated or cooled. This prevents disintegration of 
the refractory composition as well as dead air spaces in the 
base of the iron which interfere with the conduction of heat. 
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Peerless 
Fans 


You'll remember that an ° 


unusual stretch of hot 
weather thawed out the 
dealer's fan stocks and 
emptied the shelves last 
summer. 


It is during the next two 
months that a big part of 
the orders for next sum- 
mer’s stocks will be 
placed by contractor-deal- 
ers. 


Peerless Fans have won 
for themselves and you a 
fine wholesome regard in 
the trade. 


Good foot-work, an op- 
timistic spirit and a heart- 
to-heart session with your 
customers will keep your 
pencil and order book 
busy right now. 


Write to us for Peerless 
Plans for “Twenty-Two.” 


The Peerless Electric Co. 
Warren, Ohio 




















specting the sales helps that come with 
ry. 
These 


a counter display carton 


a Beaver assortment package. 
| consist of 


| with a transparent front, which per- 


[mits showing a selection of all five 
| switches at the same time. There are 


leasels for showing the switch plugs 
| and coupling switches, and wall hang- 
ers for the feed-through switches and 
| coupling switches as well as the regu- 
‘lar display carton in which the feed- 
Then 
|there is a reproduction of the famous 


‘through switches are packed. 


| Briggs cartoon illustrating the predica- 
| ment of a man trying to get along at 
ithe breakfast table without convenient 
[switches on the electric appliances. 
| This cartoon can be pasted in show 
| windows by dealers to get the atten- 
| tion of passersby. 

| During the holidays this assortment 
package was tried out by a large num- 
ber of dealers, who were attracted by 
the standard-package prices and the 
sales helps that were found to be of 
distinct value in merchandising these 


| devices. 


AppLeton Exvecrtric Co., 1701 Wel- 
lington avenue, Chicago, has taken 
the of the 
Electric & Equipment Co., Chicago, 
manufacturer of ‘“‘Auto-Reelites,”’ 
“Reelites” and other products. The 
Appleton company will continue the 


over business Anderson 


manufacture of these specialties, the 
business for which, in addition to its 
regular line of conduit fittings, will be 


|} handled through its regular sales or- 


ganization. 


A Hanpy Book that will be found 
useful by salesmen, dealers and wire- 
men has been issued by the American 
Insulated Wire & Cable Co., 954 West 
21st street, Chicago. Besides contain- 
ing specifications of the company’s 
brands of weatherproof wire and bare 
copper wire and cable, the handbook 
includes wire tables and other valu- 
able engineering information. Copies 
will be sent to those making request to 
the company. 


CotumBIiA Metat Box Co., 226 
East 144 St., New York City, has 
recently issued catalogue No. 20, de- 


scribing its cabinets, pull boxes and 





sheet-steel specialties. Special atten- 
tion is called to the guttered-type 
cabinet with dead-front distributing 
| umaint All connections and conduc- 
| tors are concealed and separated from 


| the front of the panel by a continuous 





NITROGON 


\ 
W\ WHY: 
Because we have a 


complete line of incan- 
descent lamps of all 
types and sizes. 


Nitrogon service means 
that distributors can 
rely absolutely on the 
House and buy by the 
Brand. 


Nitrogon Electric Company 
46-48 Spring Street 
Newark, N. J. 
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Yhe Only 
Absolute 
Protection 


forMultiphase 
rane 
and Motors 








tk — 


Cross-section cut shows inside construction 


“THE LAST WORD 
IN FUSE 


CONSTRUCTION’ — 


That is what the electrical engineer 
of one of the largest paper mills in the 
country wrote us. He said, also—‘‘I 
have hundreds of records of multi- 
phase motors running single phase 
with both the starting and running 
sides of the compensator equipped with 
fuses, and also with the starting side 
fused and the running side protected 
with two overload relays and no volt- 
age protection and the records run 50- 


50." 


Every customer using multiphase 
motors will welcome this remarkable 


invention with open arms—grasp this 


profit opportunity—write for full infor- 


mation. 


FEDERAL ELECTRIC COMPANY 


Federal Sign System (Electric) 
8700 South State Street CHICAGO 


627-649 West 43rd Street, New York, N. Y. 
91 New Montgomery St., San Francisco, Calif. 





Branches in ali large cities. 





You have a good chance to win the 
big prize in our special educational 
campaign—ask us about it. 


FEDERAL— 
NATIONAL 


MULTIPHASE 
Time Limit 
RENEWABLE 
FUSE 


sheet of insulating material, leaving 
no live parts exposed. The buttons on 
the push-button switches are clearly 
marked to indicate the condition of the 
switch, which may be recognized at a 
distance. The fuses are self-indicating 
and may be replaced without danger 
of contact with the circuit. 


Sancamo Execrric Co., Springfield, 
Ill., has bulletin, 
No. 58, superseding bulletin No. 50, 


issued a 20-page 


and dealing with ampere-hour meters 
The bulletin 
states that this meter is the only de- 


of the locomotive type. 


vice that automatically gives the true 
indication of the state of charge or dis- 
charge of a storage battery at all times, 
and, in addition, automatically termi- 








nates the charge at the proper time. 

| 

| <A. I. Ciirrorp, secretary of the In- 
| diana State Association of Electric 
| Contractors and Dealers, and sales 
| manager of the Sanborn Electric Co., 
| Indianapolis, has resigned to take up 
| active work with the Utensils Co., Ft. 


| Wayne. Mr. Clifford has had ex- 





A. I. Clifford 


tended 


business, starting in 


experience in the electrical 
1895 with the 
| Anderson Railway & Light Co., and 





| afterwards being connected with the 
| Railway & Light Co., Kokomo. In 
| 1906 he took charge of the shops of 
| catur, I}]., then going to Indianapolis 
| in 1915 and taking a position with the 
| Indianapolis Electric Supply Co., as 


| the Illinois Traction System at De- | 


| 



































Emerson 





Junior 





Who is he? 


You'll be sur- 
prised when you meet }f 
him and mighty glad 
of the chance, if 
you are selling 


Emerson fans. 


Emerson Jr. is the 
latest addition to 
a large and popular 


family. 


Emerson Jr. is 
worthy of the family 


name and guarantee. 


Look for a sample 
of Emerson Jr. at 
the office early 
this month. 


You will want to 
tell your customers 


about it! 


The Emerson 
Electric Mfg. 
ot. 


Co. 


Louis New York 
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New Electrical Products, 


Illustrated 

















\ new lamp bracket designed for at- 
tachment to either metal or wood beds 
for night reading or the sickroom has 
been brought out by the Faries Manu- 
facturing Co., Decatur, Ill. It can also 
be used on a sewing machine, or, in 
fact any place where it can be attached. 
The bracket is made of brass and by 
means of a ball joint can be adjusted 
to any angle. It is only necessary to 
fasten the wide brass strap around 
a post, rail, body or rod, and tighten the 
thumb screw to hold the bracket in 
place. The standard finish is burnished 
brass, but it can be furnished in any 
finish desired. A neat and attractive 
carton is provided by the manufacturer 
to facilitate stocking and selling. 
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OOD } 
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A line of inclosed safety switches 
has been perfected by the Aurora Steel 
Products Co., Aurora, Ill., embodying 
several distinctive features. The “Se- 
curity” box cannot be opened when the 
switch is closed, and the switch cannot 
be closed when the box is open. The box 
can be locked closed with the switch 
on, while the switch can be locked off 
with the box closed or open. The box 
is made of pressed steel and the switch 
is of the quick-break type. It is made 
in 80 amperes, two or three pole, 125 to 
250 volts. The company is developing 
the larger sizes, from 30 to 200 amperes, 
and two to four pole. 








Designed for crnamental exterior 
lighting of bungalows, residences, apart- 
ments, ete., is a new bracket lantern 
brought out by the Herwig Art Shade 
& Lamp Co., 2140 North Halsted St., 
Chicago. It is made of cast metal fin- 
ished in green or dull black with art 
glass panels and fitted with 3-8 inch 
iron pipe nipples, making wiring easy 
and eliminating the necessity of insulat- 
ing joints. 








The “Duplex Kitchenette” is a con- 
venient cooking device manufactured 
by the Redtop Electric Co., New York 
City. It measures 7 by 14 in., and is 
finished in polished nickel. It has a 
maximum of 660 watts capacity, so ar- 
ranged that it can be used at this heat 
on either of the two elements, or equal- 
ly divided between them—830 watts on 
each at the same time. The stove is 
furnished complete with 6 ft. of cord, 
two-piece attachment plug, and one 
Fitzall plug, adapted to either flat or 
round contact terminals. 








A new three-heat electric warming 
pad has been developed and placed on 
the market by the Northern Electric 
Co., 224 North Sheldon street, Chicago. 
It has been given the trade name 
“Northern” and is listed at $8.50. 











The “Little Chef” is a new electric 
table stove recently developed by the 
W. B. McAllister Co., 2168 East 3ist 
Street, Cleveland, to retail at a price 
of $2. Besides being economical it is 
strong, durable, small in bulk, light 
weight, and performs every function of 
the ordinary hotplate. The outside 
dimensions are 7% in. long, 634 in. 
wide and 2%, in. high. It is made ot 
nickle-plated cold-rolled steel, with the 
heating unit mounted on asbestos board. 
Weight, complete, 18 0z.; packed in in- 
dividual carton, 22 02.; standard pack- 
age, 30 stoves. The capacity is 450 
watts, and it is made in three types for 
82, 110 and 220 volts. The manufacturer 
gives a substantial guarantee with cach 
stove. 





In connection with its “Midget” and 
“Trivolt” bell-ringing transformers, the 
Dongan Electric Manufacturing Co., 
2987 Franklin street, Detroit, is placing 
on the market the Dongan “Ace” por- 
celain-clad bell-ringing transformer of 
8-volts secondary. This type is mounted 
in an attractive white glazed porcelain 
case, the name appearing in red. It 
has the same high-grade construction 
embodied in the steel-clad transformers 
now being manufactured by the com- 
pany. The coils are designed to with- 
stand 2500 volts between primary and 
secondary windings, and will not be 
affected by an indefinite short-circuit. 
The back cover consists of a heavy 
steel plate rigidly secured to the trans- 
former unit, efiminating any possibility 
of same becoming loose or allowing the 
wax to flow out of the case provided 
the bell wires become short-circuited. 
This new type is packed in an attrac- 
tive carton containing ten transformers 
individually boxed. 
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New Electrical Products, Illustrated 








This violet-ray high-frequency generator is a product of 
the Shelton Electric Co., 16 East 42nd street, New York City. 
It is an outfit which will probably make the greatest appeal 
to the general public out of a complete line designed for 
physicians’ and home use. This one, No. 2, contains a well 
selected line of electrodes for the treatment of almost all ail- 
ments that yield to high-frequency violet ray. Some of these 
are ingeniously designed to perform several functions, as, for 
instance, the throat electrode, which, because of its shape can 





Mercury Time Switch Co., 81 East Woodbridge St., De- 
troit, Mich. has just placed on the market its new “1922 
model” Mercury automatic time switch, which embodies sev- 
eral new improvements over the old type. . The principal 
difficulty in time switches in the past, says this company, has 
been the corrosion of contact points. This has been done 
away with in the Mercury switch, by allowing the two switch 
blades to fall into two small wells of mercury, thus forming 





be used on legs and arms also. 





positive contact and precluding all possibility of corrosion. 














Westinghouse Electric & Manufactur- 
ing Co. East Pittsburgh, Pa., has re- 
cently developed the “Reflecto-Lux” 
post top for use with type “C” lamps, 
in which upper and lower parabolic re 
flectors are used to direct the light to 
the plane of illumination. The maxi- 
mum light is emitted at approximately 
20 degrees below the horizontals while 
a portion of the light in the upper hemi- 
sphere is re-directed by an opal glass 
band around the upper hemisphere of 
the lamp, or by a band of enamel on 
the lamp itself. The frame is of gal- 
vanized cast iron, and the glass panels 
are set in felt gaskets, making the 


whole thoroughly dust-proof. 








Black & Decker Manufacturing Co., 


Baltimore, Md., has developed a new 


lightweight quarter-inch portable elec- 
tric drill, designed for use in metal or 
wood. It has an aluminum alloy hous- 
ing and weighs only 5 tbs. A double re- 
duction gearing gives a no-load speed 
of 1600 r.p.m. Stub tooth gears cut 
from chrome nickel steel are used, run- 
ning in grease in a grease-tight gear 
box. Bearings are removable and re- 
newable and the drill is equipped with a 
pistol grip and trigger switch, with the 
switch mechanism arranged in the grip, 
which makes the device adaptable for 
close corner work, the drill spindle be- 
ing arranged in such a manner as to 
make it possible to drill within about 
an inch of any obstruction. <A _light- 
weight rubber-covered cable is supplied 
and a clamp is provided in the pistol 
grip, so that strains on the cable will 
not pull the terminals loose from the 
switch. Cable conductors are attached 
to the switch block by means of screw 
terminals, making it possible to renew 


the cable without soldering. 








A new electric-driven mixer, de- 
signed for kitchen use as well as for 
soda fountains, is being marketed un- 
der the trade name of “Agitaire” by 
Carl Rietz, 1819 Broadway, New York 
City. The distinctive features claimed 
include white enamel finish, making it 
easy to clean; inclosed universal motor, 
operating on 110 volts a. ¢. or d. ¢c.; no 
trouble-making parts in the stand; self- 
contained switch; no possible chance of 
short-circuit; no servicing required. 
The “Agitaire” is made in two models. 
Model D, shown in the illustration, is 
for home use, while Model C is made 
for soda fountains and_ prescription 
counters. 
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get acquainted 


with Little Bill 





oe 








The Best Bell 


Transformer on the market 


Let us prove it. 


Other Jobbers are stocking them and 
getting repeat orders. 


Are you? 


Write us TODAY to tell you all about 
LITTLE BILL 


SPERRY & BITTNER 


422 First Ave. Pittsburgh, Pa. 








ETL 


Electrical 
Tests 


Made by the 
Electrical 
Testing 
Laboratories 
Show the Facts 





Jobbers and Their Salesmen 
Should Keep This Name 
In Mind 


Electrical Testing 
Laboratories 


80th St. and East End Ave. 
New York City 






















1917 he 
moved to Ft. Wayne and organized the 


a specialty salesman. In 


Luxam Electric Supply Co., which 
was the electrical jobbing department 
of Ft. Wayne Oil & Supply Co. 
While in Ft. Wayne he organized the 
Utensils Co. for the manufacture of 
“Utenco” ironers, and the C. M. C. 
Electric Sales Co., the latter being the 
factory representative of the Utensils 
Co. for the central states. 

In 1920 Mr. Clifford took the posi- 
tion of sales manager for the Sanborn 
Electric Co. and was appointed secre- 
tary of the State Association of Elec- 
tric Contractors and Dealers. In 
connection with the latter work he 
was active in increasing the member- 
ship and the organization of local 
branches in It. Wayne, South Bend 
and Terre Haute. 


Tue Brascouite Co., 2615° Wash- 
ington avenue, St. Louis, is the new 


-name of the company formerly known 


as the Luminous Unit Co., located at 
the same address, which manufactures 
the ‘“‘Brascolite’” lighting fixtures. 
This is a change in name only, the or- 
ganization and products of the com- 
pany remaining the same, and was 
made by the company due to the fact 
that its products were marketed under 
the name “Brascolite’’ and attained 
such prominence that it was thought 
advisable to make the name of the 
manufacturing company conform with 


the name of the product. 


Lasr Avuausr George Richards & 
Co., Chicago, distributers of the 
‘“Twin-Lite’” two-way plug, conceived 
the idea of holding a dealer convention 
on paper. The company asked each 
of its distributers for the names of six 
best 
questionnaire asking pertinent ques- 


dealers, to whom was sent a 


tions on selling methods. From the 
replies, which numbered over a thou- 
sand, and from other sources was re- 
ceived material for the compilation of 
a four-page broadside, which contains, 
besides the eleven most noteworthy 
retailing 
plugs, valuable information for the 


sales plans received for 
dealer on the subjects of window dis- 
play, local advertising, demonstration 
in selling, turnover and profits, etc. 
Copies of the “convention on paper” 


were mailed to electrical dealers 
throughout the country, affording 


them an opportunity to take advantage 
of the experiences of other dealers. 


| The results have been far greater than 


expected by the company, both in in- 
terest displayed by the dealers and in 
sales, and it is quite likely that the 
“convention” will stimulate very mate- 
rially sales of other appliances by the 
dealers who participated. 


Moss-ScuuryY MANUFACTURING Co., 
444 East Woodbridge street, Detroit, 
manufacturer of the “Repeater-6” fuse 
plug, has opened a plant in Burling- 
ton, Ontario, Canada, under the name 
of the “Repeater-6” Fuse Plug Co. of 
Canada, Ltd. This factory is ex-, 
pected to be in production on Feb. 1. 
The company has planned an exten- 
sive advertising campaign in national 
magazines, such as the Saturday Even- 
ing Post and Literary Digest, and in 
electrical trade journals. 


C. & P- Evecrric Works, Spring- 
field, Mass., has placed on the market 
its Type B dead front, barrier panels, 
characterized by its narrow width. 
The panels are made in sections with 


main fuses or switch and are ar- 
ranged for Edison plug fuses on 
branch circuits. There are no _ live 


metal parts exposed. The complete 
cabinet with three-inch gutters is 111, 
inches wide. The cover is of black 


composition. 


Over 150 designs of outdoor orna- 
mental lighting fixtures suitable for 
apartment buildings, residences, indus- 
trial plants, warehouses, garages, pub- 
lic buildings, schools, churches, etc., 
are illustrated in its catalog No. 12 
just issued by the Herwig Art Shade 
& Lamp Co., 2140 North Halsted 
street, Chicago. 


TuckER MANUFACTURING Co., 1872 
West Third street, Cleveland, maker 
of violet-ray machines, heating pads 
and hot plates, has appointed Jack J. 
Wiener, 6524 Allman street, Philadel- 
phia, as its representative in’ eastern 
Pennsylvania. 


E. C. Graves, formerly with Hart 
& Hegeman Mfg. Co., of Hartford, 
Conn., in Baltimore, Washington and 
Philadelphia territory, is now located 
in Detroit. He will represent the 
company in the lower peninsula of 
Michigan and Indiana. 


CLINTON STARK, who has been man- 
ager of conduit and supply sales for 
the Sprague Electric Co. for over 12 
vears, has become general manager of 
the Bonnell Electric Mfg. Co., 192 
Chambers street, New York City. 
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Weather- 
Proof 


Insulating 
Tape 


Sold only in whole- 
sale quantities to 
distributors 


Proven dependable for 
mill, mine and out- 
side insulations 


Packed in non-ad- 
hesive paper wrap- 
pers showing your 
name and trade-mark 


Elkhart Rubber Works 








r 











As western manager for Pass & Sey- 
mour, Inc, L. L. 
makes a sure-shot goose hunter. In tell- 
ing how to go goose hunting, Park says 
you wear all the clothes you own; then bor- 
row some more. Find a sand bar, dig a 
hole and stand in the water all day up to 
your neck; then hire a “goose caller” at 
five plunks a day, and he will call the 


frozen stiff by that time you take a shot at 


them. And he it’s worth all that 


trouble. 


Savs 





Parkinson, at Chicago, | 





THE NEW 
PORCELAIN 


ONGANZ 


ACE 


BELL RINGING 
TR4NSFORMERS 


Aa 


5 G 
‘ a Vv 


embody the same high grade 
construction which charac- 
terizes the entire line of 


LOW VOLTAGE TRANSFORMERS 
The most complete line of 
low voltage transformers 
on the market. 








| 

| 

| 

| 

re s 

geese down to your decoys; if you're not 
| 


Elkhart, Indiana DONGAN ELECTRIC MFG. CO. 


2989-2997 Franklin St., DETROIT, MICH. 

















| 
A BOOKLET on the application of | 








its self-cooled motor propeller fans 








has been issued by the Ilg Electric 
Ventilating Co., 2850 North Crawford 


avenue, Chicago. Besides showing 1 






© 


Gleason’s Moulding Boxes 


number of installations, data are given 
to assist the salesman in specifying the 
right kind of equipment for various 
exhaust fan applications. 





& Manu- 


facturing Co., East Pittsburgh, Pa., 


WESTINGHOUSE Electric 


Kruse Switchbox Supporting Strips 
and Lath Holders 


has issued circular 1094-B, describing 
and illustrating its turbine generator 
units; leaflet 1825 on arc-welding ap- 


You’ll Never Go Back 
to the Old Way 








paratus for repair and reclamation, 














and catalog 12-A on Krantz safety 
switches and panelboards. One trial of Kruse Switchbex Sup- ] 
porting Strips will demonstrate 
Tue Boston office of the Cutler- that they save time, money and 
a Hammer Manufacturing Co., Milwau- effort, besides making a better in- 
4, kee, has been moved from the Colum- stallation. 
a bian Life building to rooms 403-4 Contrast the job shown here with f 
Harvey building, on Chancy street. the usual installation of switches 
C. W. Yerger is manager of this office. on wooden cleats. Kruse strips 
are of steel, light, strong, and safe. 
NaTIONAL ILLUMINATING APPLI- They are far easier to install, and 
ANCE Co., formerly at 255 44th street, the cost is moderate. ' 


New York City, has been reorganized 





Send for samples today, and find 


and has incorporated its business un- ; 
out for yourself. 


der the name of Cook-Art Illuminat- 
ing Products Corp., with main office Midwest Metel Predacts Ce 
and show room at 225 Fifth avenue, eieaciienthel . 
New York City. The factory will be : ‘ ‘ 


ioneers of our 350 varieties. 
be without them for 16 cents? 


Fancleye Specialty Company 


Boston, Mass. 


The 
Who’ 
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BRUNT 
auaiity PORCELAIN 





Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 





























“CENTRAL” 
Rigid Steel 


CONDUITS 


The ease with which “Cen- 
tral” Conduit can be worked 
is demonstrated by the test 
illustrated above. The pipe 
was bent cold by hand. Our 
special heat treatment gives 
this remarkable ductility. 


‘Central White” **Central Black’ 
(Galvanized) . (Enameled) 


CENTRAL TUBE CO. 


PITTSBURGH, PA. 


moved to 115 East 26th street. The 
company is putting out a line of table 
and floor lamps made up in crystal, 
satin, leaded and parchment effects, 
designed under the guidance of Henri 
Raphael Cook, the well-known artist. 


Tue Oxonite Co., Passaic, N. J., 
manufacturer of “Okonite’”’ insulated 
wires and cables, ‘“Okonite” and 
“Manson” tape, “Okoloom,” etc., has 
opened a branch office in Atlanta, Ga., 
at 1518 Candler building, with John 
L. Phillips as manager and E. A. 
Thornwell as southeastern sales repre- 
sentative. Their territory will include 
North and South Carolina, Georgia, 
Alabama, Florida, Tennessee and the 
city of New Orleans. 


WITHERBEE StTorAGE Battery Co., 
with offices at 643 West 43rd street, 
New York City, is building a new fac- 
tory at Belleville, a suburb of New- 
ark, N. J. The present factory build- 
ing, located at Bergen, N. J., has been 
outgrown, making larger quarters nec- 
essary. The new building will afford 
80,000 square feet of floor space and 
will be devoted entirely to the manu- 
facture of Witherbee storage batteries 
and parts. 


DoneGan Evectric MANUFACTURING 
Co., Detroit, has announced the ap- 
pointment of the C. M. C. Electric 
Sales Co., Indianapolis, of which A. I. 
Clifford is president, as its sales repre- 
sentative for the states of Ohio, In- 
diana and Kentucky. 





Tue Corrin-Perry Co., Hunting- 
ton Bank building, Columbus, Ohio, 
has been appointed representative of 
Edwards & Co., New York, for the 
states of Ohio, Kentucky, West Vir- 
ginia and western Pennsylvania. 


LignTouier Co., 569 Broadway, 
New York City, is sending out to the 
trade its new catalog, No. 24, on in- 
terchangeable fixture parts and Light- 
olier glassware. 


P. A. Geter Co., Cleveland, has just 
issued an_ illustrated folder which 
sums up the advantages of the Royal 
electric hair cutter. 


Eck Dynamo & Moror Co., Belle- 
ville, N. J., is distributing to thé trade 
bulletin 1300 on direct-current motors, 
bulletin 1500 on vertical motors, bul- 
letin 1600 on back-geared motors and 

















| bulletin 1900 on polyphase induction 


motors. These new bulletins have 























The BULL DOG 
KNOB 





“Has a Grip Like Its 
Namesake’”’ 


Made and Sold under License 
Onited States Patent, Feb. 3, 1920 


The placing of the central bush- 
ing on the cap instead of the 
base, places it in a class by itself. 


You will be safe in recommend- 
ing this knob and all of our prod- 
ucts to your customers. Write us 
for any further information de- 
sired. 


Illinois Electric Porcelain Co. 
Macomb, III. 

















A Fast Selling 
Specialty 


Now is the time 
to let your dealers 
know about this 
new electric taper. 
Properly displayed 
they will sell them- 
selves to the public. 
So neat and dainty 
in design they in- 
stantly attract the 
eye. Do not hesi- 
tate to stock up 
all your dealers as 
the demand by the 
trade will be big. 


Every salesman 
should carry a 
sample. 












Anthony Wayne Lamp Co. 
A.C. Mannweiler, Mgr. 
1016 Savilla Ave., Ft. Wayne, Ind. 
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PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








Every Business 


of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS * *@ 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—suDPeriority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for tab 
of specimens, 
detach them 
one by one 
and _ observe 
their sharp 
edges and gen- 
eral excellence 


The John B. Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 


1108 8. Wabash Ave. 
705 Peoples Gas Bide. CHICAGO 














ARMATURE SLOT WEDGES 
Made of Hard Maple 


For new and repair work. 


C\ oi a 
Ps ee ily 


Made to any specification. 
Send us your blue print or sample. 


T. C. White Electrical Supply Company 


1122 Pine St., St. Louis, Mo. 























been prepared especially for the busy 
salesman, so that he can find the type 
desired without much thumbing of 
pages. 


UNDER THE TITLE of “A Short Talk 
for Long Heads,” the Dayton Fan & 
Motor Co., Dayton, Ohio, has pub- 
lished a booklet giving some valuable 
information of a general character on 
the merchandising of electric fans. 
The large number of selling helps will 
recommend the booklet to the dealer 
who is planning on stimulating his fan 
sales during the winter as well as the 
summer season. 


R. S. WAKEFIELD, manufacturers’ 
agent at Dallas, Tex., has added to his 
lines that of W. N. Mathews & Bro., 
St. Louis, manufacturers of electrical 
specialties. “Bob,” as Mr. Wakefield 
is known in the Lone Star state, will 
distribute the Mathews line in the 
state of Texas. 


Cook Exvectric Heatine Co., 
Cleveland, Ohio, has brought out an 
electric cooker to fit the requirements 
of a small family and is particularly 
desirable for apartment service. The 
cooker can be connected to any suit- 
able outlet and is said to be able to 
cook, bake, roast or fry as any larger 
type range. It has a capacity of 1000 
watts and is composed of an oven and 
two griddles, one of which is of the 
heavy-duty type that will retain its 
heat long after the current is shut off. 


WestTINGHOUSE ELectric & MF6c. 
Co., East Pittsburgh, Pa., is planning 
to establish a new branch at Hunting- 
ton, W. Va., to supply the demands 
of its patrons in West Virginia, Ohio, 
Kentucky and 
branch will occupy a_ three-story 
building, 100 ft. square, located at 
Ninth street and Second avenue. 


Tennessee. This 


A Sevr-Winpinc Time Switcn, 
known under the trade name of 
“Barnes,” has been placed on the mar- 
ket by the J. O. Morris Co., Ine.. 
1270 Broadway, New York City. It 
is claimed that this switch will operate 
for over a year from four or five dry 
cells or from a low-voltage transfor- 
mer. A standard snap switch is used, 
and it is possible for the contractor to 
change the amperage of any of these 
switches if necessary by simply in- 
stalling another snap switch. A self- 
winding feature does away with the 
necessity of an attendant. 





It Sells! 


SOLDERING PASTE 
The Paste with 


new talking points 


Takes but a mo- 
ment to sell it. 
Percentage of prof- 
it handsome. 





Protective 


Send For Sample and Talking Points. 


SPECIAL CHEMICALS COMPANY 


HIGHLAND PARK, ILL. 








Cedar Poles 


Pole Preservation with 
Genuine Coal Tar 
Distillate 


The Valentine-Clark Co. 
Spokane, Wash. 


Minneapolis Chicago Toledo 











CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 




















POLES 


NATIONAL POLE CO. 


Escanaba, Mich. 





220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 
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SELL 


National Products 
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“Sherarduct’” and “‘Economy” Rigid 
Steel Conduits and Fittings, ‘‘Flex- 
steel’ Armored Conductors’ and 
Flexible Metallic Conduit and Fit- 
tings, ‘“Flextube’’ Non-Metallic Con- 
duit, National Metal Molding and 
Fittings, “‘Liberty’’ Rubber Covered 
Wire and Cable, ‘‘National’’ Outlet 
Boxes and Covers, Switch Boxes, 
Brackets, Fixture Studs, Locknuts, 
and Bushings, **Auto-Steelflex’’, 
*‘Auto-Brassflex’’, **Auto-Flextube’’. 
Automobile Conduits and Fittings, 
Carburetor and Exhaust Tubing. 





Selling these National Products will 
prove profitable for you, for your 
house and for your customers. 


National Metal Molding © 


General Offices: Pittsburgh, Pa. 





Four of Many 





CE bup Ayers 


WASHES _. - WRIN - TRONS 

















Sell the complete A B C Line! A high-grade washer for every home laundering purpose and purse—an d electric ironers, 
backed by a big, reputable pioneer manufacturer, known everywhere. A full line =a ‘r one famous name 


Z 


Here’s the Keynote for 1922 in 


Talking to Dealers 


HAT stock excuse of the public, “1 have been either used up, or written off and 
don't want to buy now; I’m interested forgotten. 
but I want to wait until prices are down,” 
has been drummed into the ears of appliance The task of the jobber’s salesman is, there- 


dealers for so long that it has almost numbed ore, to arouse the dealers from their lethargy, 


them in manv instances to point out that at last they can come out 
with confidence and say to the people who 
= are waiting for the bottom to be reached, that 
There have been so many price drops that 
- ; the bottom HAS been hit. 
dealers have had little come-back on the argu- 
ment. They've gotten into the habit of almost a ; 
idan Chat is the keynote for 1922! 

expecting prices to come down endlessly and : 
of almost expecting buyers to put off buying = ; 
; ; The next step is to get the dealers to using 
orever. ‘ ; , ; 

their legs and working with old-time pep and 

enthusiasm. The dealers must be gotten out 
It is going to take some vigorous “pinching after all those procrastinating prospects. For 
to wake them up to a realization that the now the dealers have THE argument to sell 
dropping-price era has at last done its final them. 
thud. 

Tackle the situation from this angle and 
For it is a fact that prices are generally now watch the mercury in your sales thermometer 
down to bed-rock. High-priced inventories climb. 


ALTORFER BROS. COMPANY 


PEORIA, ILLINOIS yY 
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Obbins & M 


UIET operation is a very desirable feature in a fan 
for office service. In homes, hospitals, theatres 
and hotels, too, silent service is an important charac- 
teristic and dealers find this feature of the R. & M. Fan 


a big sales help. 


Since noise in any machine usually indicates vibra- 
tion, wear and tear on the machine, the smooth, quiet 
operation of the R. & M. Fan is also a promise of the 
long life and untroubled service the customer can ex- 
pect when he buys an R. & M. Fan. And likewise, it 
is the dealer’s insurance of a satisfied, profitable cus- 
tomer. 


The jobber profits, too, through the influence this has 
on the dealer's fan purchases. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO — BRANTFORD, ONTARIO 
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